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® The magazine for contractors who are going places... 








NATIONAL 
PLUMBING-HEATING-COOLING 
EXPOSITION 


m conjunction with the NAPC Convention 


PAN PACIFIC AUDITORIUM 
June 30 — July 3 Los Angeles, Calif. 


STIMULATING — you’ll see the new- =r REWARDING — you’ll learn how to do 
est, the most advanced plumbing things easier and better... 
and heating products ever! how to make more money. 


INFORMATIVE — you'll get fresh, MEMORABLE — you’ll greet old busi- 
useful information .. . find solu- ness friends... meet industry 
tions to many of your problems. / \} people from all over the U. S. 


YOU'LL FIND US IN BOOTH 108-A 
ready to welcome you and show 
you WATTS new in Plumbing 
and Heating Safety Valves 
and Controls. 


Zz, "gag? e-em 
FIle ; 
Benjamin G. Robertson 
Sales Manager 


W AT T S REGULATOR COMPANY 


Lawrence, Massachusetts 





THE VAST MAJORITY OF THE NATION'S FINE BUILDINGS ARE SLOAN EQUIPPED 


’ 


MILTON M. SCHWARTZ & ASSOCIATES P ' 
architect 
A. H. SCHWARTZ 
mechanical consultant 
Cc. A. THARNSTROM & COMPANY 
general contractor 
ECONOMY PLUMBING & HEATING CO. 
plumbing contractor 
MID-CITY PLUMBING SUPPLY CO. 
plumbing wholesaler 
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ENTIRELY NEW 


HOTEL CONCEPT 


e The new $6-million, 40-story EXECUTIVE ofstudio-living room, kitchenette, bath and shower. 
HOUSE, soon to be completed in downtown Larger units include bedroom. All areas through- 
CHICAGO, bears the distinction of being the tallest out the building will be comfortized by a com- 
reinforced concrete building in the U. S., and the _ bined heating and cooling system. The building is 
first hotel to establish a new concept in opera- sheathed in stainless steel and glass, and nearly 
tions. Approximately half of its 448 units will be three-fourths of the units will have private bal- 
leased to business firms to accommodate out-of- conies. As are thousands of other great buildings, 
city clients or company representatives who make this remarkable hotel structure is completely 
frequent business trips to Chicago. Suites consist equipped with SLOAN Flush VALVEs. 


_ pDERSHIP EO 


Nag oO 


SLOAN S UL the VALVES ~< 
FAMOUS FOR EFFICIENCY, DURABILITY, ECONOMY <= 
SLOAN VALVE COMPANY * CHICAGO «* ILLINOIS ee 
7 2) 
3, 
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Another achievement in efficiency, endurance and econ- 
omy is the sLoaN Act-O-Matic SHOWER HEAD, which is 
automatically self-cleaning each time it is used! No clog- 
ging. No dripping. Architects and Engineers specify, 
and Wholesalers and Master Plumbers recommend the 
{ct-O-Matic — the better shower head for better bathing. 


Write for completely descriptive folder 
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Each valve 
individually tested 


‘Before it leaves the factory, each Hammond Bronze Valve is 
individually pressure-tested for perfect closure. For example 
the Number 619 gate valve above is rated for 150 lbs. Before 
passing final inspection it must prove drop-tight under an 
individual hydrostatic test at 300 lbs., as shown. This indi- 
vidual testing is typical of the many rigorous checks and in- 
spections that verify Hammond quality—quality second to 
none in the valve industry. 


Hammond manufactures bronze valves exclusively —and rig- 
orously controls every step from the melting of the virgin 
ingot to final individual testing. High volume production, in 
a modern, “‘automation”’ factory, permits economies which 
are reflected in moderate prices for valves of outstanding 
quality. 

Write today for your copy of our new catalog 

No. 158 describing Hammond’s complete line. 

Address Hammond Brass Works, Hammond, 

Indiana. 





Hammond Number 413 globe valve is rated for 
steam service up to 150 lbs., 300 lbs. W.O.G. 
Has slip-on composition disc, union bonnet, 
stuffing box, gland follower. Complies with Fed- 
eral spec WW-V-51A, Type 1, Class B. 


HAMMOND &R/TE-KOTE>s BRONZE VALVES 
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Boost profits with the 
move to built-in coolers! 


JUST 6%" THIN, IT INSTALLS 
EASILY, ANYWHERE! 


e In the wall 
e Behind the wall 
e@ Ina closet 





e@ Ona joist 
e On the wall 
e Under a counter 











+ 4 
Westinghouse “BILT-IN” water cooler 


NOW, BOOST YOUR PROFITS by cashing in on the move MOST COMPACT MADE! Just 6°6" slim, 18°4" wide, 22°" high. 
to built-ins—for schools, offices, factories, res- 

_ taurants, institutions! The amazing new West- USE WITH NEW OR EXISTING fountains! 
inghouse Bilt-In is so compact it fits in a wall or F 


TWO SIZES! 5 gal. serves up to 60 people; 10 gal. 


under a counter, yet has the capacity to supply up to 120 people. 


cool 50° water for several fountains—even those : 
on other floors. Westinghouse Water Coolers are EASILY ACCESSIBLE ADJUSTABLE THERMOSTAT lets you select 
available in 21 models with exactly the right type desired water temperature. 

and size for every requirement. Available nationally 
through AMSTAN, Noland and other leading plumbing 
wholesalers. Also through all branches of Westinghouse Elec- 
tric Supply Co. They are listed in the Yellow Pages. @ 5-YEAR PROTECTION PLAN on sealed-in unit. 


YOU CAN BE SURE...1F iTS \ Ve S ti n ghou SC sx. 


COMPLETELY INTERCHANGEABLE—both 5 and 10 gallon sizes 
fit in same space. 
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Pras B Gaft introduces HUSHFLO 


THE FIRST REALLY 
SILENT BALLCOCK 


MMANUFACTURERS OF Speeoway Suee.ies ® 





Brass & Crafty 
HOW HUSHFLO WORKS 














TANK FLUSHED When float arm drops, 
lever is raised from metering pin uncover- 
ing hole in nylon metering cap. Woter 
supply pressure flexes rubber diaphragm 
upward, allowing water to flow through 
outlet ports to tank. 





SILENT at any pressure from 


5 Ibs. to 200 Ibs. No adjust- <q casex agruise nt aeiienetaen 
ment necessary. 1 top position, lever pushes down on meter- 
. * ing pin closing the hole in nylon metering 

— ° cop. This builds up water pressure on 
NO NOISY THROTTLING ——- upper side of diaphragm, driving it down- 
fast filling, full positive flow \ ee | ward over outlet ports thus stopping all 
until instant of shut off. ; flow of water. 











HYDRAULIC BALANCE 


NO CALL BACKS for ad- The water trapped in the area between 


justments or repairs. No seat 
to wire draw. No washers to 
replace. 


nylon metering cap and diaphragm has 
the same pressure as the water supply. 
Since the discharge area on the lower 


side of the diaphragm (at outlet ports) 
= offers no resistance, it is at this point 

a that the pressure differential exists and 
ANTI-SIPHON and repair 


actual closing takes place. 
shank available. 














MAIL TODAY! 
COMPLETE INFORMATION 


FREE 
© 1958 BRASS-CRAFT MFG CO 


Please send to: 
| Silt, oF / NAME 











aes ee 


the fees noally VIVA balleork FAVORITE WHOLESALER 


BRASS CRAFT MFG CO DETROIT | MICHIGAN 


SEE A DEMONSTRATION AT BRASS-CRAFT EXHIBIT SPACE 96B - 98A, NAPC. 
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BECAUSE: 
You are assured of consistent 
quality time after time. 
You support your fellow 
American workers. 
You help build your reputation 


and America’s prosperity. 


You can count on a reliable 
source of supply. 


Highest grade copper from Phelps 
Dodge’s own mines. 


Controlled quality assures unsur- 
passed tube properties, including 
precise uniformity of wall thickness. 


Color-coding of .straight-length 
tubes for instant identification. 


Packaging that’s easy to stock, 
easy to use. 


Mill depots strategically located 
for speedy service. 


Quality tube sold the Quality way—through wholesalers 


PHELPS DODGE PRODUCTS 


CORPORATION ip ag TO THE STANDARDS 


OF AMERICAN INDUSTRY 


NEW YORK, N.Y. « LOS ANGELES, CALIF. 


DoMESTIC ENGINEERING, JUNE 1958 





CRAFT SHOWER CABINETS 


with Genuine Terrazzo Receptors 


QUESTION: What's the most 
important element in shower cabinet 


construction ? 


ANSWER: The receptor. It takes 
the brunt of the workload put on any 
shower. 


That’s why you will find genuine 
Terrazzo receptors in all Craft Shower 
Cabinets. Craft Terrazzo receptors not 
only recapture the elegant beauty of 
the lustrous marble chip floors of the 
Italian Renaissance, they provide a 
lifetime base that’s rustproof, leak- 


proof, safe, sanitary and easy to install. 


RESULT: A faster, easier, more 
profitable installation for plumbers; 
for homeowners, the finest and most 


functional receptor of them all. 


MORAL: Another example of Craft 
leadership in shower cabinet construc- 
tion. For the finest in quality, value, 
sales and performance, specify Craft 
— there’s no better shower cabinet 
available on the market today. Models 
for every type of installation. Imme- 
diate delivery. Decorator colors and 
glass doors optional. 
_*° WER 


THE NEWPORT 


CRAFT SHOWER CABINET DIVISION 
CUTLER METAL PRODUCTS CO. 


1025 LINE STREET, CAMDEN 3, NEW JERSEY 


Have you received your new Craft Catalog? It’s yours for the asking. Write today! 
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Report from the Orient 

Honorable Japanese businessman 
recently wanted a hot bath. Obedi- 
ent Japanese maid provided same. 

Businessman praised diligent 
maid. “Bath comfortable, bath hot,” 
he said. Japanese maid, filled with 
pride, explained how she heated the 
water. Found 566,913 yen (about 
$1,687) in master’s wallet. Used 
same as fuel. 

Honorable Japanese businessman 
desires water heater quick. On 
credit, please. 


Sooner the Better 

As far as oil resources go, nature 
has been good to Oklahoma City. 
As far as weather goes—well, na- 
ture can be improved on by man. 

Former mayor J. Frank Martin 
thinks the Sooner city should in- 
stall air conditioning and heating 
for its downtown streets. He pro- 
poses extending roofs over the 
streets, building arcades and pe- 
destrian walks inside the enclosure, 
and controlling the temperature as 
dictated by the seasons. Autos 
would be parked outside the area 
in special lots. 

Martin says the plan “would cost 
a lot less than anyone imagines” 
and would make Oklahoma City as 
rich above the earth as it is below. 


A Garland for Prat-Daniel 

A late winter snowstorm almost 
spoiled Easter for a lot of wives 
and moms when it knocked out the 
boilers of a greenhouse in West- 
port, Conn. 

A call for help went out as 
plunging temperatures threatened 
a $35,000 crop of carnations. The 
answer came from the nearby 
Prat-Daniel Corp. plant. (The firm 
produces heating equipment.) 

The company organized a relief 
caravan. Seven Thermobloc heat- 


ers were loaded on one truck. A 
second truck carried tools, etc., and 
the third, fuel oil. Prat-Daniel me- 
chanics joined those of a local con- 
tractor, the Lamar Heating Co., to 
set up the emergency installation. 

The units went into action just 
as temperatures hovered near 
freezing. Up went the mercury; up 
went the carnations, and a happy 
Easter was had by all. 


Smaller but Better 
Comes the revolution, we'll all 
have home air conditioners—ones 


we can carry under one arm if it 


pleases us. 


a That a-c revolution, says Bruce 
Henderson, vice president of West- 
inghouse Electric Corp., will pro- 
duce more changes in the next 
three to eight years than have oc- 
curred in the industry in all pre- 
vious history. 


a “We can foresee,” he says, “cen- 
tral home air conditioners smaller 
and more compact than present- 
day room coolers. The serviceman 
(Please turn to page 12) 





plumbing company’s float. 


still good. 





Pride Before the Fall 


WHILE OTHERS MARCHED in a winter festival parade in 
Aspen, Colo., Chuck Zordel sat it out—in a bathtub on a 


It was, he felt, the ideal way to participate in a parade. 
No aching arches. No weary back. No troubles at all. 

And the people! They laughed and waved, and Chuck 
laughed and waved back. He waved so hard, as a matter 
of fact, that the tub fell off the float—on top of him. Chuck 
received only minor injuries, though, and his arches are 


But his pride—well, that went just before the fall. 
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The Pump of the Future... TODAY 


a ee 
=z, SUBMERSIBLE 
Slalennd | 


New ADVANCED SIMPLIFIED Design 
Eliminates Installation and Service Problems 


Now, for the first time, there’s a submersible pump for the BIG 3-wire Dolphin 
VOLUME market —a submersible that can meet the needs of all the you submersible models are 
domestic installations in your area—both shallow and deep wells, HAVE also available from 
4” or larger, 0 to 360 feet. It’s the new Rapidayton 2-wire Dolphin* YOUR Rapidayton in three 

submersible with advanced simplified design which eliminates CHOICE! 4” series up to 3 h.p. 

installation and service problems. Gone are water-tight splicing for wells 

problems, since cable (60, 80, or 100 ft. long, depending on 0 to 500 ft. 
horsepower) is attached to pump at factory. Gone is the control box; 
you merely connect cable to simple overload protection box (furnished) 
at top of the well. For big volume, high profit, and easy 
installation, sell the new Rapidayton 2-wire Dolphin submersible. 


tiiddeibianiii 


DOUBLE LIFE STAGE DESIGN 


The Rapidayton 2-wire Dolphin submersibles have the same exclusive 
“Double Life” stage design as the 3-wire models now in dependable 
service from coast to coast. The “Double Life” design makes use 

of tough nylon for impellers. This construction, providing “loose” 
tolerances over first 20 days during which nylon is expanding 

to a predetermined limit, insures maximum protection against 


sand, higher efficiency, and longer life. DOLPHIN: SUBARERSIBLE - 


“PLUS POWER’ MOTORS 

The Tait-designed and made motor used in the 2-wire 
Dolphin submersibles is built for extremely high 
efficiency and “plus power.” It operates just like a 
conventional capacitor-type jet motor. The hydraulic 
starting switch (with special mercury cut-out) permits 
use of super size capacitor, assuring high-torque starts. 
Dielectric fluid-filled. Electronically tested. 

Motor parts vacuum impregnated with resin. 





FOR WELLS O TO 360 FT. 
The complete 2-wire line of Rapidayton 
submersibles includes 11 models, each 
available as pump only models or as 
complete systems with 42-gallon tanks 
which meet FHA requirements. They are: 
Deep-Setting models in %, %4, 4%, %, 
1 h.p.; Mid-Range in 44, %, %, 1 hp. 
High Capacity in %, 1 h.p. 


including attached $ 50 si The Tait Manufacturing C D 1, Ohi 
it er ait Manufacturing Company, Dayton 1, Ohio 


Established 1908 as The Dayton Pump and Manufacturing Co 
ieretalle for : : 





Industry Merchandisers Would Do Madison Avenue 
Proud, Says Leader in Home Remodeling Field... 


IT WAS AN EYE-OPENER 

New York City—I would like to 
register my reactions to your Big 
Push. contest which, as I said on 
the occasion of the judging, was a 
tremendous eye-opener to me. I 
had not been aware that there are 
so many outstanding merchandis- 
ers in your industry. 


a I was tremendously impressed 
with the fact that any one of the 
entries would have done a Madison 
Avenuer proud. I was impressed 
with the scope of promotion and 
advertising of each, the intelligent 
follow-through and very thought- 
ful planning that went into them. 

Part of the value to me was that 
it convinced me more than ever 
that the idea-selling program of 
the Home Improvement Council 
can work—and the time to make it 
work is now, when we can be of 


service to retailer-contractors like 
your contest entrants. Toward that 
end we are proceeding immediate- 
ly to invite those outstanding mer- 
chandisers to become participants 
in our program. 
Don Moore 
Executive Director 
Home Improvement Council 
e Mr. Moore was one of the seven 


judges in DE’s Big Push Remodeling 
Sales Contest. 


SEES “REAL PROFITS” IN THE 
BIG PUSH PROMOTION 


New York Ciry—You are to be 
congratulated on your Big Push 
contest. This is the type of promo- 
tion the industry needs. Its mem- 
bers who put your ideas to work 
can make real profits. 

R. H. L. BeEcKER 
Managing Director 
Oil-Heat Institute of America 





Big Push Winners Say High Level of Merchandising 
is Essential in Today's Competitive Market... 


CALLS IT A CHALLENGE 

Rocuester, N.Y.—I wish to thank 
you and the board of judges for 
awarding me honors in Domgstic 
ENGINEERING’S Big Push contest. 

I accept the award not only as 
recognition for past achievements 
but also as a challenge to go for- 
ward and continue to maintain the 
high level of effective merchandis- 
ing that is so necessary in today’s 
highly competitive market. 

I wish to congratulate the Do- 
MESTIC ENGINEERING staff for the 


12 


excellent job it’s done in the past 
and assure you that I and many 
others can attribute a good portion 
of our success to the many won- 
derful ideas we found in DE. 

RICHARD WEIDER 
Lawrence Weider & Son 


PUTS THE EXPERIENCE OF 
OTHERS INTO PRACTICE 


BuR.LINGTON, Vt.—We feel hon- 
ored that we have been chosen as 
one of the winners in your Big 

(Please turn to page 16) 





Between Ourselves 


(Continued from page 10) 
who installs them will carry them 
under one arm. If electrical con- 
nections are ready, he will be able 
to install the equipment in a mat- 
ter of minutes.” 

Among other developments pre- 
dicted by Henderson are: 
—Electronically cleaned air from 

which 90 percent of all airborne 

impurities have been removed. 
—Units practically silent and free 
of vibration. 
—Compressors no larger than a 
bowling ball. 


Just Pluggin’ Along 

“As free as the air” is a familiar 
expression. But when you're talk- 
ing about air time on television 
that expression is as meaningless 
as “a few words from our sponsor.” 

Advertising on TV can be costly 
unless, of course, you get what’s 
called “rider plugs.” These have 
nothing to do with the horses we 
see on TV Westerns, but refer to 
“free” mentions on a program in 
return for product gifts. 


w Yardley Plastics Co. recently ar- 
ranged such advertising for its 
Whirlette underground sprinkler 
kit. Bud Collier mentioned the sys- 
tem one day a week for 13 weeks. 
In return, Yardley provided a 
sprinkler kit for the winning con- 
testant each day—a smart way to 
use TV without making the ad ~ 
budget look like the title idea for 
“Down You Go.” 


Sylvia White Honored 
Members of 

the Executive 

and Technical 

Women of Indus- 

try have named 

Sylvia White, di- 

rector of con- 

sumer relations 

for Waste King 

Corp., as “Woman of the Year.” 
The group cited Mrs. White for 

“her outstanding contributions to 

product development and testing, 

evaluation of consumer needs and 

responsibility in determining that 

they are met by Waste King home 

appliances.” END 
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Why allow rusty fittings to be a liability? Don’t 
take chances with fittings rusting in the bins or on 
the job. Specify U-Cote, the exclusive coating from 
Union Malleable. 

U-Cote resists rust ten times longer: Proven by 
tough independent laboratory tests. U-Cote has proven 
that it won’t crack or flake under wrench jaws. 

Build customer satisfaction, save inventory loss; 
fittings stay new looking and last longer. You buy and 
sell a superior product—at no extra cost. 

U-Cote black fittings give lasting protection from 
rust, fumes, acids, electrolysis. Specifiy U-Brand black 
fittings, with U-Cote, on your next order. 


A descriptive brochure on the many features of 
U-Cote is available on request. 


THE UNION MALLEABLE 
MANUFACTURING COMPANY 


ASHLAND, OHIO 


Galvanized and Black U-Cote Malleable Iron 


Pipe Fittings—Unions—Plugs and Bushings—Cast Iron Drainage and Screwed Fittings— 
Steel Nipples and Couplings—Metal Insert Fittings for Plastic Pipe. 
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Honeywell T86 Round. 


World’s largest-selling 
thermostat. Watch-like ac- 
curacy and 100% dust-free 
mercury switch insures 
trouble-free installations. 
Snap-off outer ring can be 
painted to match wall color. 











T832, Day-Nite ne 
Round. ‘Thermostat with TP. LIVTF T852, Electric Clock 
manual set-back for lower “ 3 SS \ Thermostat. Turns heat 


economical temperatures— 

night or day—and has auto- 

matic temperature pick-up. 

Controls cooling through = Me RSRRSEED 
a reversing relay. 


down at night, up in the 
morning — automatically — 
at any pre-selected time. 
Controls cooling through 
a reversing relay. 
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Sure you're sure when the units you install have all-Honeywell control 
systems. They’re backed by over 70 years of proved dependability. What's 


more, Honeywell’s systems-and-service way of doing business backs you 


up 100 percent, at no cost to you. You get easier installations; simplified 


inventories; fast help when and where you need it, from 112 sales-service 
offices; educational programs for your staff—and above all, far fewer 


costly call-backs. Added up, these benefits mean more profit from 





every job when your units have all-Honeywell controls. Ask your 


Honeywell man to prove it. 


For information on Honeywell's 


complete line of controls systems Ho neywell 


Sor heating and cooling, call 
your local Honeywell office, or 
avrite Minneapolis-Honeywell, 


Dept. DE-6-18, Minneapolis 8, H e e 
Minnesota. Honeywell sales and V4 WL 
, HONEYWELL 

service coverage 1s world-wide. 
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(Continued from page 12) 
Push Remodeling Sales Contest. 
And we can’t help saying that con- 
stant reading of Domestic ENcI- 
NEERING for the past 15 years has 
made us aware of the fact that pro- 
motion and merchandising are of 


utmost importance in our business. 

We have gained a lot from your 
monthly issues and have tried to 
put into practice the experience of 
others that you write about. You 
can count on us as being among 
your constant readers. 

H. J. OUELLETTE 

Ouellette Plumbing & Heating 


e Messrs. Weider and Ouellette are 
two of the 200 winners in DE’s Big 
Push Remodeling Sales Contest. One 
hundred thirty of the winners were 
awarded valuable product prizes and 
70 were given Achievement Awards. 
The list of winners, and their prizes, 
appeared in DE’s May issue. 





Here’s More on Bebap — the Hydronics Industry's 
Heating and Cooling Salesman from Outer Space 


IN REPRINTS, BEBAP WILL 
CONTINUE SELLING 


JOHNSTOWN, Pa.—Wiill it be possi- 
ble to obtain reprints of the article 
on Bebap—the heating salesman 
from outer space—that appeared on 
pages 102 and 103 of your recent 
April issue? 

We're interested in 
about 300 copies. 

C. J. PHILAGE 
Advertising Manager 
National-U.S. Radiator Corp. 


obtaining 


PROBLEMS AND PROFITS OF 
PROPER MERCHANDISING 


New York Crty—The article on 
Bebap-Bobap, the heating salesman 
from outer space, in your April is- 
sue is a most thorough and com- 
plete editorial comment on the new 
motion picture and promotional ac- 
tivity of the Better Heating-Cool- 
ing Council. I do not see how any- 
one could avoid being impressed 
by your fine presentation. It should 
help not only BHC but the entire 
industry to be more thoroughly ap- 
prised of the problems and profits 
of properly merchandising hydron- 
ic heating. Keep up the good work. 

Paut K. AppAMs 
President 
Fitzgibbons Boiler Co. 


A LEADING PUSH FOR THE 
HYDRONICS INDUSTRY 


Detrorr—Congratulations on an 
excellent article on the presenta- 
tion of the Better Heating-Cooling 
Council’s film in your April issue. 
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This should be a leading push for 
the hydronics industry—and it cer- 
tainly takes the backing of all such 
people as yourselves. 

Gorpon ANDREW 
W. T. Andrew Co. (Wholesaler) 


CALLS OUR SUPPORT 
AN AID TO PROGRESS 


MicuHIGcAN City, Inp.—The article 
in your magazine on the Better 
Heating-Cooling Council’s new film 
was excellent. The support your 
publication has given the hydron- 





ics industry has been ‘a valuable 
aid in its progress. 

M. E. MitcHe.i 

Vice President, Sales 
Weil-McLain Co. 


FREEDOM FROM INTRUSION 

Cuicaco—The combination bath 
and dressing room featured in DE 
(March, page 90) under the head- 
ing of “Privazoning” looks like a 
splendid idea. But I’m of the opin- 
ion that some must be 
made before we contractors 
sell the idea to our customers. 

The bathtub, located as it is be- 
tween the two dressing areas, of- 
fers absolutely no privacy. I talked 
to my wife and several ladies and 
showed them the layouts. All said 
they wouldn’t think of bathing in 
the open, and all agreed that the 
area with the bathtub should be 
separated from the dressing areas 
by doors with locks. 

Most ladies demand privacy, and 
the layouts as shown do not pro- 
vide it to the extent necessary. 

CHARLES GAZIN 
Gazin & Valentine 


revision 
can 


e While the drawings did not clearly 
show them, doors have been provided 
for the Privazone layout to make its 
slogan, “Freedom from Intrusion,” an 
accomplished fact. For more opinions 
on the Privazone idea, see page 94. 





They See Our Presentation of the Water Systems 
Market as a Guide to More Pump Business for All 


THE CASE FOR WATER 
SYSTEMS PROMOTION 


Cuicaco—You’re to be congrat- 
ulated for the significant and thor- 
ough way in which you presented 
the water systems market and the 
other related subjects in your May 
issue. You’ve done an excellent job 
in presenting the case for water 
systems promotion. DE certainly 
has given all the background ma- 
terial needed. 

Russ Lewis 
Manager, Dealer Sales 
Fairbanks, Morse & Co. 


WATER SYSTEMS SURVEY 
SOUNDS GOOD TO HIM 


Los ANcELES—Thanks forthe copy 
of the water systems survey that 
DE is sending to its contractor sub- 


scriber list. We are most pleased to 
see this kind of effort being made, 
and as one of the many pump 
manufacturers we will benefit by it. 
I’m sure that the industry in general 
will be rewarded when we see the 
results of the survey. 


a#As an advertiser, too, we are 
pleased to see this kind of effort on 
the part of a publisher, and are sure 
the end result will be of great bene- 
fit to publisher, reader and adver- 
tiser alike. Keep us advised. 
S. M. Riorpan, Jr. 
Advertising Manager 
Peerless Pump Division 
@ This month’s installment in Domes- 
tic Engineering’s continuing series on 


water systems appears elsewhere in 
this issue. END 
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NEW power... 


NEW 


NEW! A-FRAME DESIGN insures a solid foundation 
for smooth performance even when the going is 
rough! Levels up to 10° on hillsides. ANGLE- 
POISED OUTRIGGERS give rigid bracing for dig- 
ging and loading at any angle up to 95° right or 
left from the centerline of tractor! 


NEW! 7000 POUNDS OF “BIG MUSCLE” POWER at 
point-of-bite moves more yardage, faster! 


NEW! BUILT-IN DEPENDABILITY results from re- 
verse-mounted bucket and crowd cylinders which 
place the highly polished reds up and away from 
rocks and dirt and do away with exposed hydraulic 
lines and hoses. The “big muscle” doesn’t know 
what “down time” is! 

Completely maneuverable, the Ottawa Model LX MOUNTS 
ON MANY TRACTORS .. . digs 12! feet deep in any 
position of 190° continuous swing . . . features exclusive 


“One Trols,” automatic dirt-ejector buckets . . . turret-type 
seat that pivots with boom. 


OTTAWA BIG aucere 


DESIGN! 


digs 122 ft. deep in 
any position of 190° 
continuous swing 


NEW! Ottawa Model U LOADER teams up with 
backhoe for faster, more powerful and efficient de- 
livery of the pay load! From ground to 8 ft. dump- 
ing height in 41, seconds . . . dumps in 2 seconds 
... down in 3 seconds .. . 2400 Ibs. of “Big Muscle” 
lifting capacity, 3500 lbs. breakout. Write for 
folder today! 

GET FULL, FREE INFORMATION! 

WRITE TODAY... 


FPF SSS SSS SS SS SCSSSSSSSSSSlSSSeSeeeeeeeeeue 
Ottawa Steel Division, 

Young Spring & Wire Corporation, 

Ottawa, Kansas 

Please send complete illustrated information on the 


new 1958 line of Ottawa Backhoes and Loaders for 
nim, bB2 


NAME 
ADDRESS 


FIRM 
CITY & STATE 


Lcosoconsnsap, enosesencenesenesesenesces 


BACKHOE 








and FRONT-END-LOADER 
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~ dottonheads 


LOOK AT YOUR LETTERHEAD: 


—fienveoy ELSE DOES 


He wants a modern logo with a trade-mark that's 
adaptable to use on trucks, signs, advertising . . 


“CAN YOU DESIGN a letterhead 
for us that will be more modern- 
looking and will reflect the fact 
that we’re a growing firm in com- 
mercial, industrial and residen- 
tial work? If possible, we'd like 
the letterhead to feature some 
sort of trade-mark that we can 
use on our signs, trucks, adver- 
tising, etc.’—William Smyth, 
City Service Plumbing and Heat- 
ing, Toronto, Ont. 

The first step in modernizing 


AIRS 

REPA s 
SATION 
Ae PLIES 


supPtt City Servi 


s103 QUEE! 


ice Plum 


HoT waTER 


n sTREET €A 


the City Service letterhead was 
to make it easy for the reader 
to see and absorb the company 
name at a glance. To accomplish 
this, “City Service” was spelled 
out in script lettering and 
“Plumbing and Heating” in a dif- 
ferent type face, in color. The 
result: the firm name and the 
type of business the company is 
engaged in both stand out and 
can be read at the merest glance, 
without competing with each 


S 
TELEPHONE SY - 


ae and Heating 


Ss 
STEAM Re soe 
RIO 
TORONTO 8- -_ 
st 


other for the reader’s attention. 
Mr. Smyth wanted his letter- 
head to reflect the wide range of 
his operations—commercial, in- 
dustrial and residential. A good, 
strategic spot for a reference to 
this wide field of operation is di- 
rectly below the words “Plumb- 
ing and Heating,” because physi- 
cal proximity of the references to 
the trade affiliation and scope of 
service will cause a similar con- 
nection to be established in the 
mind of the letter’s recipient. 


would 
defeat its own ends, however, be- 
cause the various elements might 
compete with instead of comple- 
ment each other. Accordingly, 
the reference to the firm’s repair, 
remodeling and new work was 
dropped to the bottom of the 
page. 

Finally, Mr. Smyth wanted a 
trade-mark that was outstanding, 
yet simple enough to use on his 
trucks, in his advertising, etc. 
His new letterhead incorporates 
such a symbol. 


# Too much proximity 


END 


THE NEW letterhead reflects the 
wide range of City Service’s op- 
erations. It also features a trade- 
mark that’s adaptable to the 
firm’s other merchandising media. 





LICENSED AND INSURED 
PLUMBERS 


QO” 


* 1103 QUEEN STREET EAST TORONTO 8, ONTARIO 


0 ng hn tae ER TS ET 


LUA PLUMBING AND HEATING 


Commercial, Industrial, Residential 


TELEPHONE Gl 3595 


ee 


» REPAIRS + REMODELING - NEW WORK 
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MAKES 


PRESLOK 
a good buy 








Circumference of both 
center discs is key-hole 
punched to accommo- 
date blade aperture. 


Blades are punched to 
leave strong metal sup- 
port between aperture 
and blade edge 


Two fingers on each 
center disc slip into 
blade aperture and are 
pressed together in 
locking position. 








4 77 


Cincinnati 30, Ohio 


Don G. Jensen 


6422 Glade Avenue 
Cleveland 24, Ohio 
Miley 

1561 Woodrow Avenue 
Cranford, New Jersey 
E 


Charles C 


C. Wolford 


* 11 English Village 


‘ 


J. B. Wallace 
9 Byfield Lane 


Ben T. Clark 


Dearborn, Michigan 


Denver 2, Colorado 


1421 Court Place 
Elmwood Park 35, Illinois 
William J. Lohrey 

2047 77th Avenue 


Exclusive Lau locking method 
eliminates blade play at high speeds, 


cuts blower noise 


Lau Preslok construction (so exclusive it’s pat- 
ented) eliminates the problems inherent in high 
RPM operation—blade play, bowing, and noisy 
operation. Why? Because Preslok construction 
gives both center discs a total of four positive 
mechanical grips on each blade. It works so well 
that we guarantee increased operating speed 
maximums of at least 50° over previous wheels 
size for size. 


Preslok wheels are available from factory 
stock in 9 sizes from 9 thru 18 inches. Isn’t it 
time you checked into Preslok—and Lau 
Blowers? Lau BLOwER ComMPANy, 2027 Home 
Ave., Dayton 7, Ohio. Other plants at Irwindale, 
California and Kitchener, Ontario. 


Kansas City 14, Missouri 
Charles L. Sigman 

8906 Holly Avenue 
Pasadena 8, California 
G. R. Mergenthaler 

495 Cliff Drive 560 Allen Street 
Prairie Village 15, Kansas York, Pennsylvania 
Victor Stewart E. F. Humphrey 
7112 Buena Vista 327 Lambeth Drive 


Seattle 55, Washington 
William M. Peistrup 
19246 Lago Place 
Syracuse, New York 
Henry Seebach 


The BIG Wheel in air moving 





USE mtijue= DWV 
FOR QUALITY LOW-COST 


These two men are preparing a DWV prefabricated assembly for a multiple bath sanitary drainage system. With the 
variety of fittings available, the use of fittings especially designed for the job saves many joints in the fabrication. The 
strong, rigid assembly may be placed into position with a minimum number of connections needed to complete the installa- 
tion. Contractors report DWV copper tube and fittings can be installed in half the time normally required when using 
cumbersome caulked or threaded piping materials. 


IN ADDITION TO A COMPLETE LINE OF DWV TUBE AND 
FITTINGS, the Mueller Brass Co. also manufactures a wide 
range of solder-type wrot fittings, cast valves, and K, Land M 
tube for every piping need . . . always available from better 
wholesalers everywhere. 
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COPPER TUBE AND FITTINGS 
SANITARY DRAINAGE.—- ~~ 


=, 


Lifetime copper is recognized as the ideal material for 
modern piping . . . that’s why Streamline DWV 
copper tube and fittings for sanitary drainage has 


gained widespread acceptance by architects, building and plumbing contractors everywhere. 


Here are just a few of the many ways that DWV tube and fittings can make a better installation at a 


new, lower cost: 


c DWV copper tube and fittings are easy to handle and are far lighter than competitive rustable 
materials. Lengths up to 20 feet can be easily handled by one man. Fewer joints are needed and every 
step of installation is quicker, easier, allows more work per man-hour. °° DWV copper tube and 
fittings are corrosion resistant . . . cannot rust. C DWV copper tube and fitting joints never leak 

. always form permanently water-tight and gas-tight connections. 7 DWV copper tube and fittings 
have smooth interiors with no internal projections or threads to trap particles and clog the system. Cc 
DWV copper tube and fittings take up less space. 3” stack fits in 2” x 4” wall partition with no furring 
or buildouts. DWV is also ideal for remodelling. 7 DWV copper tube and fittings can be prefabri- 
cated in the shop or on the job to cut time and costs to a minimum. 7: DWY copper tube and fittings 
in a drainage system improve the quality of any home or building. Everybody accepts copper as the 


symbol of permanence and dependability. 


VISIBLE PROOF OF STREAMLINE QUALITY.. 


All Streamline tube is color coded for your convenience .. . in a flash you can tell 
size and type, BUT more important, it’s your guarantee of quality. Genuine Streamline 
tube is made to the highest American 

standards and it never varies. Type 

“M" is coded Red ... Type “L’’, Blue 

... Type “K", Green... and DWV 

is coded Yellow. 


—— MUELLER BRASS CO. ——DWV— 


PORT HURON .-. MICHIGAN 
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cadet shower... 


construction combines six outstanding features 
that can’t be duplicated for near the price! 


Smooth, sanitary cove 
eorner ecanatruction 
simplifies inatallation 
Cleana easier 


Ruatproofed, leakproof Readily and easily built-in 

flange east integral with with ingenious adapter 

floor,..eliminates caulking package including top, and 
can't leak Kins IN SHOWERS dome light 


Exclusive one-piece door 
entrance provides added 
atrength... makes better 
appearance, 


Exclusive, hollow atile con 
atruction eliminates raw 
edges... unfiniahed look 











Solid Terrazzo floor Pre 
Caat with beautiful marble 
chips... integral drain in- 
cluded. 


FIAT METAL MANUFACTURING COMPANY x 
9301 W. Belmont Ave., Franklin Park, IMinois 
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Salesman's Car Is Involved 
in Accident, Who Pays? 

Is a contractor liable for ac- 
ciden‘s incurred by one of his 
salesmen who uses his own car 
on company business, if the ac- 
cident occurs while the salesman 
is on personal business? 

In one case, a salesman for a 
heating contractor visited pros- 
pects with his own car and cov- 
ered his own expenses. His re- 
imbursement was on a commis- 
and _ blanket 


sion-on-sales basis 


insurance for his car. 


eThe company provided leads, 
but left his route up to the sales- 
man. On one series of calls, the 
salesman stopped at a bakery to 
Later 


his car injured a pedestrian, and 


make personal purchases 


his employer was sued 
The 


the company, saying that a sales 


courts, however, cleared 


man “using his own vehicle in 
his work and not subject to the 
control of his employer in detail 
of its operation” is solely re 
ponsible for any lability 

Gladney v, Holland 


Yd Od) 


(Citation 


Mi NB 


The Lost Code 

Plumbing and heating contra 
tora often muat battle to get a 
plumbing eode accepted by their 
community, But pity contractors 
in one city who had a code but 
almost couldn’t use it in court! 


The trouble was that nobody 
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IT’S THE LAW! 


Legal Decisions of Interest to Contractors 





could find the original written 
nearly 30 years before. There 
were copies all right, but the op- 
ponents said, “How do we know 


they're the same as the original?” 
The court accepted evidence 
that the copies had been proof- 
read against the original decades 
ago. That killed argument one. 
“Well,” the code 
countered, “then 
know it hasn’t been amended or 
repealed in the past years?” 


opponents 
how do we 


s The court replied that we don’t 
know—but that it was up to the 
opponents to prove that it was 
If they couldn’t, the court would 
proceed on the assumption the 
code was unchanged. 

On that basis, the old code was 
admitted as court evidence. 

(Citation: Freddi-Gail Inc. v 
Royal Holding Corp., 133 A. (2d) 


362.) END 





YOU BE THE JUDGE 


If you were a judge, how would you decide this case” 
A p-h contractor’s customer falls behind in payments 
on an installation worth $850. His bookkeeper advises the 
customer that because he still is $262 in arrears, a lien has 
If the $262 is paid, the bookkeeper says 
lien will be lifted, The customer pays the stated amount 


been filed 


and obtains the lien release 


keeper discover his error 


S202! The customer is notified of the error at once 
has a signed release and refuses to pay 


amount, Does the law back him up” 


> > 


If a second lien is served within a certain period of thin 


the customer 





the 





Only the book 


owed SSR, not 


LiL» 


then 


but he 


the additional 


> > 





(the time varying in different states, with 90 days the 
average) after the work has been completed, it is just as 


enforceable as the original one. The customer, therefore 


would have to pay the additional amount despite the error 





What’s the excitement about? 


.20/ STERLING 


sink faucet! 








It never fails! A new Sterling Sink Faucet does 
cause excitement! For these faucets are more 


than just “new’’—they are the Industry's 





most advanced line with distinctive, years-ahead 
styling, plus all the improvements and refinements 
that spell smooth, lasting performance. 

Others are not “just as good” 

Specify Sterling! 


ri 





MORGANTOWN «° W. VA. 


WORLD’S LARGEST INDEPENDENT PRODUCER OF PLUMBING BRASS GOODS 
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B3461--MILTON: 24” x 20” vitreous B6911—LAWTON: Vitreous china 
china lavatory with back, 8” centers wall hung washout urinal; extended shields. 


B4012—MERCURY: Vitreous china B6782—SULTAN: Vitreous china 
drinking fountain with glass filler. syphon jet, wall hung bowl. 
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SCULPTURED 
LOOK 


Briggs combines a new design in commercial 
plumbing fixtures with more than 70 years 
of vitreous china experience! 


Briggs now brings the simplicity of sculptured form to commer- 
cial plumbing ware—in a complete new line designed by Harley 
Earl, Inc. These vitreous china fixtures are built to quality stand- 
ards set by more than 70 years of continuous experience in 
manufacturing fine vitreous china. Available in any of Briggs 
six compatible colors or white. Complete specifications on request. 


A COMPLETE LINE OF PLUMBING FIXTURES FOR RESIDENTIAL, 
COMMERCIAL AND INDUSTRIAL USE 


SbRiIGSss 


B E A i, -. ow od R E 
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THREE NEW PRODUCTS TO HELP YOU SELL EVERY PROSPECT! 


© new Frigidaire Trans-Wall 


SLIDES IN LIKE A DRAWER! 


* RAMEE ODE RE AOR EE 0 


Swe eciale? 


PROVIDE FULL-HOME AIR CONDITIONING NOW...OR 


LATER WITH EVERY NEW FURNACE YOU 


Another Frigidaire First! Installed 
For a Year at NAHB Research House 


Here’s a completely new concept in full-home air 
conditioning—the Frigidaire Trans-Wall System! New 
“slide-in” Trans-Wall Units are now in production 
after a full year in an actual installation at the NAHB 
(Home Builders) Research House, Kensington, Md. 


The Frigidaire Trans-Wall System is the simplest, 
most compact year-round comfort maker ever devised. 
Here’s why! The complete all-in-one Trans-Wall Unit 
consists of an air-cooled condensing unit with twin 
Super Meter-Miser Compressors plus a “wall-sleeve” 
that slides through wall to furnace, and a high-effi- 


INSTALL! 


ciency “inverted V” cooling coil that fits into pre-in- 
stalled housing to give full-home conditioning with 
any Frigidaire furnace. 

Ready to Install—FAST! 

All internal wiring is done, refrigerant lines connected, 
system sealed and checked by the factory. With the 
furnace located at an outside wall of the house and coil 
housing in place, all you do is slide Trans-Wall in place 
and wire in. Trans-Wall System utilizes furnace blower 
and ductwork. 


FRIGIDAIRE DIVISION 


General Motors Corporation, Dayton 1, Ohio 


While Others Dream of the Future— FRIGIDA IRE 
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~full-home air conditioner 


INSTALLS EASIER THAN SIMPLEST FURNACE! 


New—completely self-contained 
air-cooled package 


Simplified installation 
No concrete base needed 
Factory-sealed 


Uses furnace blower 
and ductwork 


No plumbing for water supply 
No refrigerant connections 


Two sizes 
24,000 and 35,000 BTU/hr. 


Twin compressors 


BASEMENT TRANS-WALL SYSTEM 
Trans-Wall Unit slides into coil housing 
above Frigidaire Vertical Upfiow Type 
Furnace. Adaptable to Lowboy Type 


it 


== ee -— 


CRAWL SPACE TRANS-WALL SYSTEM 
Trans-Wall Unit instalis under 
Frigidaire Vertical Downflow Type 
Furnace. (Modified Slab hook-up.) 


SIMPLIFIED 


NEW HORIZONTAL CONDITIONERS 


Model AZZ-190 full 19,000 BTU/hr 
cooling capacity. Mode! AZZ-340 full 
34,000 BTU/hr. cooling capacity 
installations 


e Compact. Some 


2% ft. x 2 ft 


Air-Cooled 


Compact units for simplified 
installation in new or existing 
structures, designed for all in- 
side, all outside or partially 
through-the-wall applications. 
Ideal for attic operation. Can be 
installed in and small 
shops requiring little or no 
ductwork. Pre-wired to cut in- 
Stallation time and expense. 
Adaptable to homes with radiant 
heat, or where present ductwork 
is too costly to disturb. 


offices 


require wall opening less than 


e Factory wired to external control box, and tested 


to minimize on-site costs. ¢ Sealed Super Meter-Miser Compres- 
sors never require oiling. ¢ Model AZZ-340 has two compressors 
(only one operates during mild weather). 


IS ON THE MARCH ! 
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INSTALLATION! 


Less than 350 Ibs. net weight, new AIAZ-240 
Frigidaire Trans-Wall Unit is easily installed 
by two men using ordinary tools. Trans-Wall 
easily adds a full 24,000 BTU/ Hr. of Dry-Cool 
Comfort in virtually any style home after 
furnace and coil housing have been installed. 


a] 
= 
SLAB TRANS-WALL SYSTEM 
Trans-Wall Unit instalis under 


Frigidaire Vertical Downfiow 
Type Furnace in housing 


HT! 


TRI-LEVEL TRANS-WALL SYSTEM 
Trans-Wall Unit, bracketed above ground 
level, instalis in coil housing above 
Frigidaire Vertical Upfiow Type Furnace. 


NEW CONDENSING 
Air-Cooled. 2 


Model CUAZ-210—full 21,000 
BTU/hr. capacity. Model CUAZ-320 
full 32,000 BTU/hr. capacity. Other 
Frigidaire Condensing Units with ca- 
pacities up to 87,000 BTU/hr. 


“GBM > 


° 
ANNIVERSARY 


. 


—— 
== 
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_— 


—— 


CRAWL SPACE TRANS-WALL SYSTEM 
Frigidaire Horizontal Type Furnace 
Trans-Wall Unit installs in crawl space 
with plenum added below coll housing 


ROUGH-IN NOW — INSTALL LATER 
Locate new furnace adjacent to outside wali, 
add coil housing and prepare wali open- 
ing. Slide in Trans-Wall Unit at later date 


TRANS-WALL UNIT SLIDES INTO WALL OPENING 14” x 24” 


1. Rough-in opening. 2. Attach outside mount- 
ing brackets (furnished). 3. Complete install- 
ation by sliding Trans-Wall Unit in place— 
connect control box (furnished) and wire in. 
35,000 BTU /Hr. unit weighs 370 lbs. and re- 
quires slightly larger wall opening 17% x 24”. 


UNITS 
and 3 ton sizes 


These new lower-priced units 
have built-in Frigidaire quality 
and take less than 5% sq. ft. 
of floor or ground space. 


@ Pre-wired to external outlet 
box—cuts installation costs. 
Powerful 20” propeller fan 
mounted on motor shaft 
eliminates pulleys and belts. 
Full hermetically sealed re- 
ciprocating compressor con- 
tains lifetime supply of oil. 
Multipath condenser coil de- 
sign speeds heat removal 
Weather resistant cabinet for 
long life. 


For more information call 
the Custom Products Rep- 
resentative at your Frigidaire 
distributing headquarters. 





LIKE STAGECOACH GUARDS of 
the old west, these heavily armed 
men are protecting the delivery 
of a “box of gold” to the Bank 
of Douglas in Tucson, Ariz. The 
“box” is actually a gold-plated 
condensing unit used to drama- 
tize the opening of an air condi- 
tioned housing development in 
Tucson. Its producer is the Rheem 
Manufacturing Co. of Chicago. 


1 SAY, OLD THING, this Ruud-ie water 
heater doesn’t look like ours do! Brit- 
ish youngsters, viewing the Ruud 
heater at a display in England, com- 
pare it to the ones they kriow. The 
Kalamazoo (Mich.) firm says the Brit- 
ish water heater is generally in- 
stalled on the wall of a bathroom. 





STEAMFITTER’S NIGHTMARE? No, it’s 
just an intricate system of piping at 
Eli Lilly Co.’s Indianapolis plant. Used 
in the processing of antibiotics, such 
as penicillin, these pipes must be dis- 
assembled and thoroughly cleaned 
each time a new batch passes through. 
V-band couplings manufactured by 
Marman Division of Aeroquip Corp., 
Los Angeles, allow disassembly, 
cleaning and rejointing in minutes. 
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LINE UP 


...with the line of 
Advanced Design 





Advanced design and quality workmanship throughout. 


Consistently dependable performance. 


Easy installation and adjustment... rarely a trouble call. 


‘ 


Customer acceptance... 


proved by thousands of satisfied owners. 


Manufactured by a progressive company owned and 
operated by men who know oil burners... 


and know how to make them. 


SPECIFICATIONS 


MOTOR — Long-hour duty with 
safety overload control. Complies 
with NEMA mounting specifica- 
tions. 1/8 HP. (Models 400, 400 
Flanged, yy 400S, 150SF-2, 
500S-35); 1/6 H.P. (Models “> 
700S- 35, 800S-4); 1/4 H.P 
(Model 1200); 1/3 H-P. (Models 
2000S-5, 2000). 
TRANSFORMER -— Shielded to 
eliminate radio and TV inter- 
ference. 10,000 volt (12,000 volt 
on Models 2000S-5, 1200, 2000). 
AIR TUBE —Steel. 

FAN — Precision balanced. 
Mounted directly on motor shaft. 
NOZZLE — Stainless steel alloy. 
Hollow cone spray. (Hollow cone 
or solid spray on Models 1200, 
2000). Dual nozzles on Models 
500S-35, 650, 700S-35, 800S-4, 
2000S-5, 1200, 2000. 

FUEL UNIT-—Single-stage 
standard on Models 400, 400 
Flanged, 150F, 400S, 150SF-2, 
500S-35, 650. Two-stage on 
Models 700S-35, 800S-4, 2000S-5, 
1200, 2000. Built-in strainer and 
pressure regulating valve. 
SOLENOID VALVE — Combi- 
nation delayed opening and in- 
stantaneous cut-off oil valve 
standard on all “S” models, also 
1200, 2000. 

COMBUSTION HEAD — 
Models 150F, 400, 400 Flanged 
and 650 have standard head with 
deflector vanes formed at a fixed 
angle to establish the air pattern. 
Model 150F (0.65 to 1.35 G.P.H. 
capacity) and Models 400 and 
400 Flanged (0.65 to 1.00 G.P.H. 
capacity) have a series of adjust- 
able openings in center of de- 


flector for regulating air delivery 
to shape the fire 

All “S’”’ Models have “Shell 
Head” and finned collar for most 
efficient mixture of air with oil. 
Models 1200, 2000 have High 
Temperature Combustion Head 
with finned collar for greater fir- 
ing rate (Model 2000) and nar- 
rower fire. 

ELECTRODES —Nichrome 
steel with full-glazed porcelain 
insulators counterbored for maxi- 
mum safety. Flared, “Wide-arc” 
design gives heavier spark and 
assures positive ignition during 
low voltage periods. 

BUS BARS - Rigid heavy-gauge 
brass (Models 400. 400 Flanged, 
400S, 500S-35, 700S-35, 800S-4); 
phosphor bronze (Models 150F 
and 150SF-2); high tension leads 
pea 650, 2000S-5, 1200, 
2 ). 


HOUSING — Cast iron. Designed 
to assure efficient air delivery and 
smooth, quiet operation. Ma- 
chined to rigid standards. 


COUPLING — Universal type 
with neoprene center piece. 
fh get 2 eee on Models 
2000S -5, 1200, 2000). 

CONTROLS — Thermostat, 
Limit Control, and Stack Relay. 
Electronic controls also available. 


ELECTRICAL CHARACTER. 
ISTICS — 115V-60 cycle. 1725 
R.P.M. (All models except 150F 
and 150SF-2 available with 
230V-60 cycle on special order; 
also a complete line of 110 and 
220V-50 cycle models with capac- 
ities from 0.50 to 15.00 G.P.H.). 


y 


Also available for 
pedestal mounting 




















THEY OUTSELL 








Get all the facts today about this great line of oil burners that offers 


BECAUSE 
you great profit opportunities. Contact your heating wholesaler. 


THEY EXCEL 
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OVERLOADED 
CAN BURN UP 


mean no motor burnouts 


The self-priming centrifugal pumps that 
resist corrosion—never suffer motor overload 


but these dashed lines 


See eee aa ee oe ee ee ee ee ee oe oe oe 


on Goulds Pumps 





























Here’s one way to know whether the motor ona 
water system is overloaded: Have the motor 
burn out. Waste time on a profitless service call. 
Face an unhappy customer. 

Here’s a better, more profitable way: Take a 
quick look at these charts and see why a Goulds 
pump motor never gets overloaded. 

The dashed line at the top of each graph 
marks a safety overload factor set by the motor 
maker. No guesswork. No rule of thumb, but an 
exact statement of what the motor can do and 
cannot do. 

Notice that every Goulds system is set well 
below the safety factor. These pumps will 
always work as we say they will... even on 
rough, continuous service such as lawn sprin- 
kling or car washing. In fact, these pumps can 
be run 24 hours a day. 

How does this affect your business? First, you 
always show a profit since your markup is not 
eaten away by service calls. Second, this depend- 
able performance helps your reputation. No mat- 
ter how you add it up, you get better business, 
more business. 

On the page opposite, you'll find two more 
reasons Goulds water systems save you trouble 
—and make more money for you. 


Three reasons to choose Goulds— 
® Self-priming centrifugal pumps... 
® Safe motor loads... 
® Corrosion resistance... 


MOTORS 
PUMP PROFITS... 


We take the temperature of every motor 


Before a new Goulds water system is introduced to the market, it has to pass this rigid test. The 
pump is put into operation in the Goulds Test Center and run at motor service factor load as 
established by the motor manufacturer. Temperature rise points are taken every 15 minutes... 
a motor thermometer is put on the warmest part of the motor. Goulds engineers then give this 
pump motor unit the works—a complete test of input power, voltage conditions and motor 
speed at all pump capacities. They run the motor continuously until they are absolutely sure 
that the pump ratings do not exceed the H.P. limits of the motor . . . that this unit will never 
suffer a motor overload, causing a trouble job for you. 


Best jet yet! 


GOULDS 


B CED-FLO - -O- Cc 
SVTANKLESS” —'SHALLOW-OW CONVERTIBLES Water Systems 





Plastic-Coated Pipe 

A four-page folder on its plastic- 
coated steel pipe and tubing has 
been issued by Republic Steel. Re- 
cent improvements in the pipe and 
tubing (X-Tru-Coat) are described 
in the folder. A discussion of cor- 
rosion problems and their handling 
also is included. 

Available from: Republic Steel 
Corp., Republic Building, Cleve- 
land 1. 


Tractor Shovel Bulletin 

A 12-page bulletin on its W-9 
Terraload’r tractor shovel has been 
issued by J. I. Case. Illustrations of 
job applications and operating ad- 
vantages of the shovel are included 
in the three-color bulletin. 

Available from: J. I. Case Co., 
702 State Street, Racine, Wis. 


Kewanee Boiler Booklet 

“Forty Facts You Should Know 
About Kewanee Boilers” is a handy 
reference booklet on the Kewanee 
line. It covers the general charac- 


teristics of the entire line, both 


firebox and Scotch types. The piece 
is a nontechnical supplement to 
catalog sheets on specific models. 

Available from: Kewanee Boiler 
Division, American-Standard, Ke- 
wanee, II. 


}Jrade Literature 
In Review 


GOOD READING FOR P-H CONTRACTORS 


Iron Fittings Catalog 

A four-page catalog describing 
the “K” series of ductile iron pipe 
lock couplings has been released 
by Kuhns Bros. The catalog carries 
pressure ratings for various sizes of 
couplings as listed by Underwriters 
Laboratories and cost-saving ad- 
vantages, as well as illustrations of 
how to install the fittings and rec- 
ommendations for their use. 

The catalog also contains price 


lists and size information for in- 


stalling with schedule 40 steel pipe. 
Available from: The Kuhns Bros 
Co., 1800 McCall St., Dayton, O. 


Rubber Joints and Pipe Bulletin 

A six-page, bulletin 
giving complete information on a 
new line of rubber expansion joints 
and flexible pipe has been issued by 
General Rubber. A brief descrip- 
tive note gives the uses of and sizes 
for each item. 

Available from: General Rubber 
Corp., Summit and Atwood Sts., 
Tenafly, N. J. 


two-color 


Heating Systems Folder 

Its complete line of heating units 
for warm air and hydronic systems 
is described in a four-page bulle- 
tin issued by Richmond. The bul- 
letin features illustrations of gas 


and oil-fired units and includes in- 
formation on sizes and capacities. 

Available from: Richmond 
Plumbing Fixtures Division, 
Rheem Manufacturing Co., P.O. 
Box 111, Metuchen, N.J. 


Insulated Piping Catalog 

A revised catalog listing con- 
struction features for prefabricated 
insulated piping systems for steam, 
hot water, oil or refrigeration dis- 
tribution lines has been issued by 
Ric-wil. Specifications include in- 
sulation types and_ thicknesses, 
trenching, back filling, height of 
cover and conduit sizing charts. 

Available from: Ric-wil, Inc., 
Barberton, O. 


Refrigerant Condenser Bulletin 

Its new line of straight-tube re- 
frigerant condensers is described in 
a bulletin issued by Bell & Gossett. 


Mydre Flo 
RCE” REFRIGERANT 
CONDENSERS 


Design, performance and mainte- 
nance features are included. 

Available from: Bell & Gossett 
Co., 8200 N. Austin Ave., Morton 
Grove, IIl. 


Motor Application Guide 
Century Electric has issued a 12- 
page motor application guide de- 
signed to simplify motor selection. 
An application chart provides in- 

(Please turn to page 36) 
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AIR CONDITIONING IS PROFITABLE BUSINESS! 





e V.A. McLaughlin and M. McDougall check final balancing of this Carrier unit, one of 18 
installed after building was erected. Design calls for a 150-ton cooling tower to serve all units. 


‘“We’re getting a 40% yearly increase in business 
since we concentrated on air conditioning” 


Reports Victor A. McLaughlin, President, Gotham Air Conditioning Corp., 
New York City, shown right, above, with his assistant, Mr. McDougall. 


“In 1951 we decided to concentrate on air and insist on “‘Freon’’ 
conditioning, and ever since, we’ve in- 
creased our business 40% every year,”’ 
says Mr. McLaughlin. “Our market is 
every where—every office, every floor, every 
loft—every building ever built that is not 
yet air conditioned. In New York City 
landlords and builders know they must air 
condition to keep old tenants and get new 
ones. 

“We generally use Carrier equipment 
charged with Freon* refrigerants. We know 
we can depend on ‘Freon’—it’s dry, easy 


refrigerants. For 
more information, contact your complete 
air conditioning and refrigeration whole- 
saler or write: E. J. du Pont de Nemours & 
Co. (Inc.), “‘Freon’’ Products Division 186 
Wilmington 98, Delaware. 





Always ask 
for “‘Freon’ 
from the 


eA 7\4-ton Carrier unit charged with wholesaler 


*“*Freon’’ cools each floor at the Farrell 
Lines Building, 26 Beaver St., New 
York City, in an installation made by 
Gotham Air Conditioning Corp. Duct 
work hung from the ceiling distributes 
air throughout the floor. Shown above 
is Mr. McDougall adjusting an air 
outlet griile 


to handle and completely safe.”’ 

You can find out more about the prof- 
itable market for air conditioning from 
Du Pont. Du Pont furnishes complete mar- 
keting and technical services for you to 
use—a good reason why it pays to specify 


® 
N REFRIGERANTS 


"Freon and 
Du Pont's registered trademarks for its iuormated hydrocarbon refrigerants, 


combination 


{ Freon- and F- followed by numerals are 
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who displays 
this sign... 











REG. U.S. PaT. OF 


BETTER THINGS FOR BETTER LIVING 
THROUGH CHEMISTRY 





NEW 
WESTINGHOUSE 
_JET-PUMP MOTOR 





New Westinghouse motor features make 


your jet pumps more efficient, more saleable 


Here’s a jet-pump motor that combines all 
of the motor features you’ve been asking 
for—and it’s ENGINEERED BY WEST- 
INGHOUSE. 


1. HIGH SERVICE FACTOR—this new 
motor will operate continuously at the 
indicated high service factor loading and 
will maintain the same high speed within 
a safe temperature rise. 


. LIGHT WEIGHT — think of the savings 
in stocking space, shipping costs and 
assembly time! 


3. SOLID, STEEL SHELL—no ventila- 
tion openings in the motor frame means 
complete protection of internal parts 


- STRAIGHT-THROUGH VENTILA- 
TION —air goes in the guarded vents at 
the bottom, out guarded openings at the 
top—gives you a cooler running motor, 
a long-life motor. 


. SPADE-CONNECTOR TERMINALS 


—standard on dual-voltage motors. An 


you can BE SURE...1F iTS 





extra-large conduit box and threaded con- 
duit hole are standard on all motors to 
permit fast, easy assembly. 


- MACHINED FITS — perfect seating be- 
tween frame and bracket guaranteed — 
perfect concentricity assured. 


. PUMP-MATCHED STYLING— 
streamlined, functional lines blend easily 
and naturally with your own equipment. 


. LOCKED BEARING GONSTRUC- 
TION—new simplified design makes the 
motor easy to disassemble. 


STANDARD MOUNTING DIMEN- 
SIONS — all principal mounting dimen- 
sions are strictly in accordance with 
recommended NEMA standards. 


We could. go on and on—MYLAR* insula- 
tion, full-data nameplate, Thermoguard*® 
protection—but we’d rather you see it for 
yourself. It’s easy. Just contact your nearby 
Westinghouse Sales Office, or write Westing- 
house Electric Corporation, Industrial Motor 
Department, Lima, Ohio. 


S 


Westinghouse Ww 


*Reg. Trade-Mark of Du Pont Co 
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Trade Literature 





(Continued from page 32) 
formation on typical driven equip- 
ment, character of loads and start- 
ing and running torques. These 
factors have been matched to mo- 
tor designs, the company’s motor 
types and descriptions, starting 
currents, speed ranges, horsepower 
ranges and available enclosures. 
The booklet also gives details on 
Century’s line of polyphase, single 
phase and direct current motors. 

Available from: Century Electric 
Co., 18th and Pine Sts., St. Louis 3 


Heating Data Book 

The sixth edition of the Hoffman 
Data Book for heating contractors 
and engineers is just off the press. 
The pocket size volume (334 by 634 
inches), with a flexible cover, con- 
tains 368 pages of tables, diagrams, 
piping layouts and explanations of 
steam and hot water heating sys- 
tems. The contents are divided into 
seven sections as follows: (1) defi- 
nitions, abbreviations and symbols, 
(2) building heat loss calculations, 
(3) heating systems, (4) controls, 
(5) domestic hot water systems, 
(6) design and function of heating 
specialties and their uses and (7) 


piping and engineering data. 

Available from: Hoffman Spe- 
cialty Manufacturing Corp., 1700 
West 10th St., Indianapolis 7 


Commander Pump Catalog 

A consolidated catalog showing 
its complete line of pumps, water 
systems, water softeners and cellar 
drainers has been issued by Tait’s 


Commander Division. Pumps in- 
cluded are two and three-wire 
submersible, jet and piston types. 
Upright and submersible cellar 
drainers also are described. 

Available from: Commander 
Division, Tait Manufacturing Co., 
500 Webster St., Dayton 1, O. 


Drainage Systems Using Copper Tube and Fittings 
Are Described in New 35-Page Catalog from NIBCO 


A catalog featuring its complete 
line of copper drainage fittings for 
use with copper drainage tube DW- 
V and L, M and K-type tube is 
available from NIBCO. The 35-page 
catalog explains and illustrates the 
essentials of properly designed 
drainage systems, gives two basic 
types of systems and lists the ad- 
vantages of the three most common 
types of traps. 


a Step-by-step installation proce- 
dures are illustrated. A glossary of 
plumbing terms and _ installation 
tables and charts are included. 

Available from: NIBCO, 
913 Plum St., Elkhart, Ind. 


Inc., 





PUBLICITY DRAWING shows a man who needs to reduce his “waste” line. 
He’s reading how to do it in NIBCO’s new catalog on copper drainage systems. 
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Kohler Offers Folder on 
Its New Shower Head Line 

A two-color folder describing 
and illustrating its line of five new 
shower heads for residential, com- 
mercial and industrial uses is avail- 
able from Kohler. Special features 
detailed in the envelope-sized fold- 
er include brass construction with 
chrome finish, self-adjusting ten- 
sion spring for holding the shower 
heads at desired angles and a vol- 
ume regulator. 

Available from: 
Kohler, Wis. 


Kohler Co., 


Plastic Drainage Pipe 

A four-page brochure describing 
and illustrating its Chem-Weld 
plastic drainage pipe and fittings is 
available from Southwestern Plas- 
tic Pipe Co. Installation and han- 
dling tips are included in the bro- 
chure. Methods of joining Chem- 
Weld to cast iron and clay pipe are 
also given. 

Available from: Southwestern 


CHEM-WELD 
DRAINAGE 
PIPE 


i 5 ie 
Plastic Pipe Co., Division of Texas 
Vitrified Pipe Co., P.O. Box 117, 
Mineral Wells, Tex. 


Air Diffusion, Lighting Are 
Offered on Single Fixture 

A combination light fixture and 
air diffusing unit called Paraflo is 
the subject of a folder now avail- 
able from Day-Brite. Printed in 
three colors, the folder graphically 
outlines the operation of the unit 
and illustrates six installations. 

Available from: Day-Brite 
Lighting, Inc., 6260 N. Broadway, 
St. Louis 15. 


Sprinkler Installation Data 
Technical data sheets showing 
how to install sprinkler pipe have 
(Please turn to page 122) 
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You keep the profits you make 
when you sell 


g BURKS 


PUMPS AND WATER SYSTEMS 


BURKS dealers know . . . BURKS is the money-making, 
money-keeping line of pumps and water systems. So 
finely engineered and built, profit-taking service call- 
backs are practically eliminated. Full line . . . Super 
Turbine and Centrifugal ... deep and shallow well... 
capacities for every need. So—if you want to keep the 
profits you make—sell BURKS! 


Seeeeeeeeeaee Seeeeeeeannsaae Seeeeeteeaeeceneeeaae ae 


DECATUR PUMP CO., 33 ELK ST., DECATUR, ILL. 


Please rush full details on the BURKS line of: 


[_] Pumps and Water Systems 
[_] Industrial Pumps and Condensate Units 


Nome : Title. 


c 





Yr 7 — 


Address 











City —_  * 








ai 
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Now Avai 


United's all-purpose 


seamless aluminum tube 


United’s All-Purpose Aluminum Tube now comes 
packaged 10 fifty foot coils to a carton. The famous 
United “Dulayer” coil is an ideal-space saver, too. It’s 
compact, easy to unwind for cutting or straightening. 
Available in 12 sizes, 3003-0 alloy, United Aluminum 
Tube has a uniform soft temper that makes it readily 
flared; manually or mechanically. 

Add to all this United’s unique production Quality 
Control which assures a leak-proof coil (air pressure 
tested under water) and you have aluminum tube 


suitable for any coiled tube application. 


e= UNITED WIRE 
wo : i 


PROVIDENCE 7, RHODE ISLAND 


COPPER, BRASS AND ALUMINUM WIRE AND TUBE 


Py 


’ 


2 
S 
a 





T 
Capacity Safe 
Tube Size | Cubic Volume 
In Cubic 
Inches Per 


Ft. of Len. 


Bursting 
Pressure — In 
Pounds Per 
Square Inch 





Outside | Wall 
Diameter | Thickness 





025 053 1066 
.028 161 800 
.032 326 683 
035 552 598 
035 877 498 
049 .723 696 
035 1.269 427 
035 1.743 373 
.049 1.523 521 
035 2.903 299 
.049 2.618 418 
.049 4.007 348 


> Va 
@. @. 6 &\ ao @ 


Se 
o 


ww 
=. @\ os »*S WS 




















Also available in cut straight lengths from 2” to 20’. 
* Based upon a normal Safety Factor of 6. American Standard Code of 
Pressure Piping. ASA B-31.1-1955 


L.T. BRAZING ALLOYS & FLUXES 
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"Highly encouraging” is the way the F. W. 
describes new construction figures for April. 





The April contract total showed an increase of 4 percent 
over the same month last year. The first three months of 
1958 had been down 1l percent below the 1957 period. 








Residential building showed its first increase this 
vear with a dollar total of $1,240,217,000, a rise of 1 
percent. The number of dwelling units was up 4 percent. The 
number of one-family homes was just about even with last 
‘ANeTDII-C HY é units ir wo-fami j apartments w 
W CONSTRUCTION Year, but units in two-family size and apartmen v 


rea 
> 





enhats +. 
SHOWS GAIN substantially. 


IN APRIL Non-residential contracts in April totaled $957,796, 
up 14 percent from the year ago level. Sharpest increase 
were in public buildings and in hospitals. Commercial, 
school and religious buildings also were up. Industrial 
buildings, however, were down 16 percent. Even this nega- 
tive figure represents an improvement since industrial 
building had been running 46 percent behind the fir 
of "BT « 











George Cline Smith, vice president and economi 
Dodge, says: "These April figures have highly 
implications for business in general, as well 
construction industry." 











*eK* 
April shipments of automatic gas water 
low the 1957 figure, but the latest four-mon 
mained ahead of last year's. 





“AS WATER HEATER Edward Martin, director of marketing and 
SHIPMENTS DIP the Gas Appliance Manufacturers Assn., said 
facturers shipped 227,800 heaters in April, 
below the 238,200 shipped in April last year. 
For the first four months, the 1958 total 
up 1.7 percent from the 887,900 shipped a ye 


xxx 


High level recognition of the activities of t 


Improvement Council came last month when President 
hower and Housing Administrator Albert Cole comm 
efforts of HIC in pointing out the strategic role ot 

IKE COMMENDS improvement in anti-recession efforts. 
HOME IMPROVEMENT i 7 
COUNCIL Their comments came in response to a publi ervice 
message distributed widely by the Council in nt weeks 
(see page 120). The message points out that he recipe 
for prosperity, your home is the basic ingredient,' nd 
stresses that home improvement, especially 1s is 
"sound investment, a sensible purchase." nued) 
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continued ... 


The President observed that "The modernization and 
improvement of our American homes add strength to the life 
and economy of the nation. An acceleration of this work, 
by creating a larger and immediate market for more labor 
and products, will be of general benefit to all." 

Cole said: "I am glad to know that the Home Improvement 
Council will continue to expand its efforts to stimulate 
the improvement and modernization of American homes. Home 
improvement is an important factor in maintaining employ- 
ment and economic activity for our people." 

















What do plumbing and heating contractors think about 
submersibles? 
The second article in DE's continuing series on pump 
CONTRACTORS TALK progress answers that question and provides contractors 
ABOUT SUBMERSIBLES new in submersibles with some first-hand information and 
observations on this relatively new product. 
You'll find this and other interesting articles on 
water systems in the special water systems section begin- 
ning on page 100. 














Phelps Dodge Copper Products Corp. has announced a 
reduction in the prices of its % and %-inch types L and M 
copper tubing when ordered in straight lengths in quantities 
of 2,000 feet or pounds and over. 

The reduction amounts to 18% percent from the company's 
previous prices established last January. The firm also 
revised its cash discount to 2 percent for payment in 
accordance with its standard terms for copper water tube, 

PHELPS DODGE CUTS drainage tube, brass and copper SPS pipe and threadless 
PRICES ON pipe. 

COPPER TUBE The price reduction and revised cash discount combine 
to effect approximately a 20 percent price reduction to 
wholesalers, the company said. 

Phelps Dodge Corp. also announced a 20 percent decreas 
in current mining production in Arizona... the fifth cut 
in 18 months. 

Robert Page, president, said the cumulative reduction in 
the period is in the range of 40 percent. The latest cut 
was coincident with pleas in Congress for re-establishment 
of import taxes on copper, Page indicated. 























Francis McGrath has been named general sales manager of 
MeGRATH NAMED the erate and heating division of American~Standara. 
SALES MANAGER OF McGrath, formerly manager of the New England Sales dis- 
P-H DIVISION OF trict, succeeds Lincoln Pierce, who has resigned his posi- 
AMERICAN-STANDARD tion and purchased a wholesale firm in Indianapolis. 
ee ie: * Brendan O'Connell, formerly manager of sales coordina- 
tion for the division, will replace McGrath as manager of 
the New England district. 











The next major Privazone promotion will be in the 
nation's capital, according to word from William Kramer, 
Secretary of the Plumbing Fixture Manufacturers Assn. 

A number of homes in different price classes and located 

PRIVAZONING TO in different sections of the city will be built to include 
BE PROMOTED IN the new concept in plumbing. Several builders will partici- 
NATION'S CAPITAL pate, Kramer said. 

All the homes will be opened to the public the same day 
to the accompaniment of an intensive advertising and pub- 
licity campaign. 

To learn what builders think about the Privazone idea, 
turn to page 94. 
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Sold Through Wholesalers Only 


Why do 
users of 


READING 
COPPER 
TUBE 


Repeat and 
Repeat and 
Repeat ? 


Contractors who have 
ordered Reading Cop- 
per Tube recognize its 
quality as second to 
none. But they also know 
that their Reading Dis- 
tributors get person- 
alized ‘'Shirt-Sleeve Ser- 
vice"’ from Reading and 
pass that service along 
with Reading products. 


At Reading, every ex- 
ecutive, from the pres- 
ident down, is ready for 
any emergency request. 
Red tape is cut and by- 
passing thru clerks is 
avoided. 


As specialists, Reading 
makes a wide variety 
of copper tube and 
stocks it in huge quan- 
tities in depots thruout 
the U.S. As a result, your 
Reading Distributors can 
give you exactly the tube 
you want, exactly when 
you want it. 


Because Reading ‘‘Shirt- 
Sleeve Service’ has 
saved them time, money 
and headaches, more 
and more. contractors 
are repeating and re- 
peating and repeating, 


On “Shirt-Sleeve 
Service” you can rely, 
if READING TUBE 

you specify! a 
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YOUR BUSINESS _rtdigiar nv: 


as much as you do 


ELECTROMODE 


That’s why these manufacturers help you 
sell with their ads in PRACTICAL BUILDER 


As a plumbing supplier, you are very important to these manu- 
facturers ... They rejoice in your prosperity . . . and go to plenty 
of trouble and expense to help keep your profits rolling in. . . 
The more you sell, the more they sell. 

During the past year these well-known companies have ad- 
vertised in PRACTICAL BUILDER because they know this pre-sells 
your best customers—the builders of your community. And be- 
cause of PRACTICAL BUILDER’s impact upon the vital building 
market, these ads are among your strongest sales aids. 

The best way to take advantage of this important assistance 
is to push the products these manufacturers are helping you sell. 


Practical Builder 
5 South Wabash Avenue, Chicago 3, Illinois 
Published by Industrial Publications, Inc. Also publishers of 


the famed DSF—builder’s Data & Specifications File 


THE POWERS REGULATOR COMPANY 





Typical of the larger Anaconda cast-brass drainage fittings 
is this 8” to 6” Y-branch, being installed in the soil line of a 
large hospital. 


Lightweight tube and fittings make 
possible time-saving preassembly sec- 
tions which are easily handled and 
can be readily put in place 


A 3” copper tube stack with fittings can 
be installed within a standard 4” wide 
partition. No costly and space-consuming 
build-outs or extra-wide partitions. 


This 3’ double, long-turn T-Y is a key fitting to economical 
installation of back-to-back bathrooms. Note “fitting to cop- 
per” reducer connecting 2” waste line to the double T-Y. 


8” soil stack and 6” vent in 43-story 
office building. Space-saving, easily 
installed solder-joint fittings are a big 
advantage in large work like this. 


Drainage Fittings for every job—big or small 


Anaconda Cast-brass Solder-joint Fittings for copper tube 
drainage systems cover the waterfront—from 1%” through 8” 


Whether you are installing sanitary drainage lines 
for a skyscraper, a hospital, or a modest home, there 
are Anaconda solder-joint fittings available to do 
the job quickly and economically with copper tube. 
Anaconda Cast-Brass Drainage Fittings are made 
in nominal sizes from 144” through 8”, in a com- 
plete line of elbows, tees, couplings, adapters, regu- 
lar and long-turn T-Y’s, Y-branches, traps, closet 
bends, flanges, etc. There is a correct fitting for 
every part of every job. 


Make sure that your wholesaler furnishes both 
Anaconda Fittings and Anaconda Tube —a 
“matched team” of highest quality, manufactured 
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to dimensional tolerances which help you make 
sound, tight connections faster. 


COPPER TUBES AND FITTINGS 


Products of The American Brass Company 
Available through plumbing wholesalers 
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Idea File 


MANAGEMENT TIPS FOR CONTRACTORS 


A Job Well-Done Calls for a Pat on the Back... 


How MUCH USE does the “pat 
on the back” get at your place 
of business? 

If complimenting has somehow 
become a lost art at your store, 
give a thought to the old adage, 
“praise makes a good man bet- 
ter.” The employee who knows 
his boss sees what a good job he’s 
harder. 
He'll be more productive. He'll 
try to contribute ideas as well 
as his time and skills to further 
the boss’ business interests. 


doing will work even 


# He'll do all these things not 
for the obvious reason that he is 
looking for more compliments 
but because a man who knows 
his efforts are recognized and 
appreciated will automatically 
be spurred to greater efforts. 
Conversely, the fellow who never 
gets a pat on the back tends to 
fall into a routine performance of 
his duties—and is less produc- 
tive. That’s just human nature. 


how do those 


compliments go? 


Now some of 


# One way to give a fellow a pat 
on the back is to comment when 
he’s done something outstand- 
ing. Maybe he came up with an 
idea for use of 
storage space on the truck. 
“That was a good idea for the 
service truck, Frank,” his boss 
can say. 


more efficient 


“I figure it'll increase 
the storage capacity of the truck 
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by 20 without cutting 
down very much on 
move around in.” 

Or the contractor might try 
the second-person compliment, 
passing on the good 
someone else, but showing his 
the 
“The 


manager tells me you've passed 


percent 
room to 


word of 


own appreciation at same 


time. An example: sales 
your sales goal three months in 


a row. Good work!” 


=» Perhaps the compliment that’s 
most appreciated is the one that 
dispels self-doubt. Telling a 
veteran journeyman that he’s do- 
ing a good job won’t mean much 
to him, for example, because he 
already knows he can handle his 
tools. But maybe he’s not as con- 
fident as he might be: about the 
on-the-job selling his boss has 
asked him to undertake. If he’s 
told occasionally that his efforts 





are appreciated and he receives 
specific comments on the prog- 
ress he’s making in turning up 


leads, he'll 


much confidence with people as 


develop almost as 


he has with his tools. 


s There’s no doubt about it. The 
right kind of compliment, sin- 
cerely given, will increase an 
employee's confidence, bring out 
his best abilities and will make 
It’s 


compli- 


him more productive im- 
that 


ments be given for real accom- 


portant, though, 
plishments—not as a matter of 
routine, which can be confused 
with flattery 
who's praised after every sale 


The salesman 


will hardly give it a second 
thought. 


» But if he’s praised for the way 
he smoothed out a customer mis- 
understanding or helped train a 
new salesman, he knows the boss 
means 


every complimentary 


word he’s saying END 








‘Praise makes a good man better.” The fellow who gets a sincere compliment 
trom the boss for a job well-done is spurred to further outstanding work 


45 





Illustrated here is the Walworth Lubricated Plug Valve No. 1700, available in sizes 
from 2" to 5” inclusive, suitable for 200 pounds water, oil, or gas working pressure. 


problem-solvers for tough jobs 
LPVs by WALWORTH 


{f you’re familiar with the basic advantages of 


Remember, you can get Walworth LPV’s in 
Plug Valves, you know why Walworth Lubri- 


all sizes... from % to 30 inches... for pres- 


cated Plug Valves work so well in really tough 
spots. You know about their direct port opening 
. their dead tight shut off. Seating and sealing 
surfaces are fully protected from attack by 
fluids being handled by insoluble lubricants. 


*Lubricoted Plug Valves 


WALWORTH SUBSIDIARIES: ALLOY STEEL PRODUCTS CO. 
SOUTHWEST FABRICATING & WELDING CO., INC, . 


M&H VALVE & FITTINGS CO ° 


sures up to 5000 psi and for vacuum service . . . 
in a number of different styles and patterns. 
For more information about LPV’s and for your 
copy of the new Walworth LPV Circular, see 
your local Walworth Distributor. 


WA LUV OF TH 


750 Third Avenue New York 17, N. Y. 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 


CONOFLOW CORPORATION © GROVE VALVE AND REGULATOR CO 
WALWORTH COMPANY OF CANADA, LTD. 
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TOP QUALITY 


FOR Vhily Chee Ye 


SEALED-IN 
LUBRICATION 


DOUBLE SEALS 


TIME-TESTED 
COUPLING 


ADJUSTABLE BRACKET 
AUTOMATIC 
OVERLOAD 


PROTECTION 


TWO-BOLT FLANGES 


ineeatinnsstiimnstiittanaasiiineasiitie . : THRUSH 
; WATER 
CIRCULATOR 


HORIZONTAL OR VERTICAL 


You can be 


sure you are For REAL customer satisfaction and economical 
operation, insist on Thrush Water Circulators. They're 

e . . ‘i 
giving your soundly engineered and have been constantly improved 


to assure better hot water heating at lower cost. 


customers 


They’re made in seven sizes, both horizontal and 
the best vertical types. Hi-head Thrush Water Circulators are 
; available in four sizes. You can fit the Circulator to the 


when you job and be sure of the highest heating efficiency for 


many years to come. 


. 
install a 
See your wholesaler for more information 


T “ Q U Ss bo or write Department A-6 today! 


Water 


Circulator HL A. THRUSH & COMPANY 


PERU, INDIANA 








a 
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~ NOW! USE CHASE. 
TO CUT YOUR 


...and sell more by selling quality! 


Building contractors everywhere are reporting 
an upswing in business—sparked by nearly two 
billion more dollars available through FHA for 
new home building. Thousands of new jobs— 
thousands of new plumbing installations! And 
YOU can get the contracts if you’ll take two 
simple steps: 

Go after the jobs—All of them—with top quality 

LIFELINES of Chase Copper Tube. 


Show the builder how he can get MORE quality at less 
than he’ll pay you for ordinary rustable pipe. 


And that’s not just talk! Copper tube plumbing 
and drainage lines—the LIFELINES of a home 
—actually cost less installed than old-fashioned 
pipe! When you figure the job-—materials and 
labor—you’ll find copper saves up to $84 per 
home by actual on-the-job figures! 


Your nearest Chase Wholesaler (or Chase dis- 


sChase « 


trict office) has the comparative cost estimates 
—down to the last Tee! See for yourself how 
LIFELINES of top quality Chase Copper Tube 
cut your bid and land the jobs! There’s no point 
in bidding on anything but the best—particu- 
larly when you can show builders that copper 
saves them on every job. 


What’s more, you save too—make every job 
pay you in quicker installation, easier installa- 
tion, trouble-free no-call-back plumbing and 
drainage. So get the facts you need to figure 
with LIFELINES of Chase Copper Tube—NoOW! 
See your Chase Wholesaler. 

Or write direct to Chase at 
Waterbury 20, Connecticut. 


FREE PROOF! Ask Chase for 
the new folder that proves 
copper tube jobs cost less! 


MPHe 
SZ 
3 S 


BRASS & COPPER CO. bs 2 


WATERBURY 20, CONNECTICUT 


Subsidiary of Kennecott Copper Corporation 


Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis Kansas City, Mo. Los Angeles 
Milwaukee Minneapolis Newark New Orleans New York (Maspeth,L.!.) Philadelphia Pittsburgh Providence Rochester St. Louis San Francisco Seattle Waterbury 





48 DomMEsTIC ENGINEERING, JUNE 1958 





COPPER TUBE 
BID ON EVERY JOB 


LIFELINES 
OF COPPER 


INSTALLED 
Land we canproveit!| 





e 


Series 154 pump switch hand- 
les all normal range and dif- 
Type 196...new air volume ferential needs for jet, centri- 
control for vertical tanks, both fugal, submersible or piston 
buried and surface types, of type pumps on deep or shal- 
deep well water systems. Mod- low well water systems. Pres- 
els with or without minimum sure range, 5 to 65 Ibs. 
pressure release valves. 
Series 158... new sump pump 
control, single pole with dust- 
proof, tamper-proof switching 
unit, Operated by “weights” 
no floats, rods or guides 
more accurate performance 


PICK YOUR PUMP SWITCH 
AND AIR VOLUME CONTROL 


FROM THE ONLY COMPLETE LINE! 


Type 194 Supercharger for 
better, more positive air charg- 
ing of water tanks in centrifu- 
gal, submersible, deep and 





a shallow well jets. 


Series 190 air volume controls 
for shallow and deep wells. 
Models are available with 
or without built-in pressure 
gauge or gauge tapping. 


ANDY ak 
t PENN gives you ONE dependable 


source for all water system controls! 


You have a greater selection of water system controls from 
Penn than from any other manufacturer. That’s because only 
Penn makes both pump switches and air volume controls for 
any type of water system. 

With Penn... you never compromise. You always get the 
exact type required to give the best performance. Go to your 


Handy Twin-Pak . . . best way wholesaler and ask for Penn... the one dependable source 


to buy the best pump switches. F 
You'll always have a replace- for all your water system control requirements! 


ment switch on hand. Ends 
delays and extra trips. 


PENN COMTROLS, VC. ser ncs 


EXPORT DIVISION: 27 E. 38th ST., NEW YORK, N.Y. 
AUTOMATIC CONTROLS FOR HEATING, REFRIGERATION, AIR CONDITIONING, APPLIANCES, PUMPS, AIR COMPRESSORS, ENGINES 
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The Longer Line That Puts More 
Sales-Features in Any Budget 
DUBARRY: Flat-Rim Space-Saver MADEIRA: ft. Re lub 


Double Bowl Lavatory, 12 x 1S Curved front ind traight floor 
Single Bow! Models also available tile lime Acapulce model has 
curved fron 

NEW BERMUDA: 

Extra wide t 

Same style 


War Clotelo VENUS: Wall-Hung Shelf-Back 
. Lavatory, 20" x 18’. Other sizes 
available; also in vitreous china 


WATER CLOSETS: Three styles and 
one-piece water-saver close NASSAU: 


coupled reverse-trap (shown) ; close One tub to 
coupled wash down 


| : a SEA ISLE: 
Vesti ° >é FLAT-RIM SINKS: Four styles or Left 
single and double-bowl (shown 


AllianceWare Bathtub Features: sink-tray and sink-drainboard Request “Full Line” catalog — Dept 
Exclusive ‘‘Slip-Proof’’ process (optional) « Duotone combinations. —on your letterhead 
colors « Permanent tub-to-wall seal « Patented wall 
hung installation 
Gray » Green « Tan + Blue « Pink « Yellow » White AllianceWare, Inc. 
Black for aprons only Permasheen Porcelain-on-Steel Plumbing Fixtures 


Box 809, Alliance, O an (amp) subsidiary 


Here’s Proof That AllianceWare Installation Man-Hours By 50% 
+ 
4 = 
73° 
~~, \ hg "€ 


a 


ae 
ll 





1. One man can handle, instead of two 2 Four simple supports to put in 3. Patented Wall-Hung Installation, 


See us at Booth 67, National Plumbing, Heating, Cooling Exposition, Pan Pacific Auditorium, Los Angeles, California, June 30 to July 3 





The Industry's Two Major Contractor 
Groups Move a Step Closer to Merger 


Executive committees approve basic plan 


Et. 
Assn. of 
the 
Assn. of 


WASHINGTON, 
National 
Contractors 


Merger of 
Plumbing 
Mechanical 


America 


the 
and 
Contractors 
moved a step closer to reality Jast 
month when the executive commit- 
tees of the two groups unanimously 
approved a resolution calling for 
their consolidation. 

The resolution will be submitted 
to the board of directors of each 
of the organizations just prior to 
their national conventions. The 
MCAA met in Los Angeles as this 
issue was going to press, and the 
NAPC meets, also in Los Angeles, 
June 30-July 3. 

The committees recognized fun- 
damental changes in the industry 
in the past 20 years, with installa- 
tions in plumbing, heating and air 
conditioning being made in an in- 


Detroit Wholesaler 


Sponsors Product Show 
“Parade of 


exposition held at the 
Veterans Memorial Building here 
recently provided the setting for 
the 25th anniversary celebration of 
the W. T. Andrew Co., one of the 
Motor City’s top p-h wholesalers. 


DETROIT 


Progress” 


A three-day 


Manufacturers joined in to make 
the occasion a complete success by 
displaying their products before a 
large turnout of p-h contractors, 


engineers and architects. 


creasing number of instances by 
the same contractors. The groups 
also noted that approximately half 
of the members of MCAA are also 
members of NAPC. 

The resolution calls for the ex- 
ecutive committee of each organ- 
ization to meet with the other and 
draft “an organization plan” for the 
“with proper 
guards for retention of local iden- 


consolidation safe- 


tity and autonomy, by outlining a 
program that would be of interest 
and value to all members of such 
an organization, and by outlining 
all problems that may be created 
by such a consolidation” to submit 
to the two organizations’ national 
conventions in 1959. 


Solid 1st-Quarter Gain in 
Automatic Gas Water Heaters 

New York Ciry—Shipments of 
automatic gas water heaters in- 
creased by 27,000 in the first quar- 
ter of 1958 over the similar period 
of 1957, a 4.2 percent increase. 


: ey od 5 an “WR; 
HITCH Your WAGON T AR | 
Jy. WOLVERINE TuBE 


u 


4 


4) 


ANNIVERSARY CELEBRATION: W. T. Andrew Co., Detroit wholesaler, recently 
celebrated its 25th anniversary with a three-day “Parade of Progress” exposi- 


tion. 


Among the participants was Wolverine Tube (Allen Park, Mich.) with 


this unique tubular display in the form of a peddler’s wagon. Examining the 
display are (left to right) Charlie Parks, who MC’d the event; D. W. Blend, vice 
president and general manager of Wolverine; Gordon Andrew, president of 
the W. T. Andrew Co.; and John Dumser, director of sales for Wolverine. 
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THE WORLD’S LARGEST is the way E. J. Hammes, president of In-Sink-Erator 
Manufacturing Co., describes this shipment of food waste disposers. More than 
6,000 of the appliances are loaded in these trucks, shown leaving the firm’s 
Racine, Wis., plant recently on their way to distributors in California 


Trane Co. Report Shows 


Sake te teal bciex Penltte Honeywell Exec Says You Can Lower Air 
La Crosse, W1s.—Trane oe sales Cooling Costs with These Two Methods 


and profits both showed substantial 
gains for the first quarter of 1958 WaAsHINGTON, D. C.—Air condi- ise of the filte 
over the similar period a year ago. tioning costs can be lowered _  10-percent reduction in the amount 
Sales for the first quarter totaled through greater use of activated of outside air needed in an air con- 
$20,615,456, compared with $18,631,- charcoal filters and less glass in ditioning system. This, he pointed 
203 for the first quarter of 1957 onstruction, according to John out, would permit a decrease in 
Profits, for the same period, to- Haines, vice president of Minneap- equired refrigeration tonnage 
taled $1,445,811, compared with $1,- olis-Honeywell Regulator Co As for glass, Haines asserted that 
170,473 in 1957. Earnings this year Minneapolis. if an office has 74 percent of its 
were 68 cents per share of common Haines addressed the annual _ wall space in glass, allowing entry 
stock, compared with 59 cents for Building Research Institute meet- of solar heat, that office requires 
the first quarter of 1957 ing here recently. He said adequate one third more cooling capacity 
than an office of equal area with 
only 24.5 percent glass. The in- 


crease 1n operatli! st for cooling 


Want the Latest on Oil Heating? This Is for You — wouta be 26 


a Fo: in example f the effective- 
ness of activated charcoal filters, 
Haines referred to conditions in 
Chicago There, he said, it costs an 
average of $29 pe ear to cool 1.000 
cubic feet per minute of outside ai 
So if a Chicago air conditioning 
system required 100,090 cfm of ai 
and 20 percent minimum outdoor 
air, the 20,000 cfm of outdoor ai: 
would be cut to 10,000 with acti- 
vated charcoal filters. At 2.5 tons 
of refrigeration per 1,C00 cubic feet 


this would amount to a reduction 


of 25 tons of cooling capacity, he 
1 


said, adding 


e‘Using an average first cost of 
$273 per ton, this would reduce the 





— ‘ cost of the refrigeration system by 
FINAL PLANS for the National Oil-Heat and Air Conditioning Exposition and $6,825. If we deduct the cost of 
annual convention of the Oil-Heat Institute of America were drafted ata special charcoal filters, the net savings in 
meeting in New York City recently. Both events are scheduled for June 9-12 
with the New York Coliseum playing host for the exposition. Pictured (from 
left) are R. H. L. Becker, OHI’s managing director; K. L. Wilson, vice president a 
of Minneapolis-Honeywell; F. R. Brophy, advertising and sales promotion man annually in operating costs 

ager of Burnham Corp., and C. H. Burkhardt of OHI’s Distribution Division (NEWS continued on page 54) 


first cost would amount to $2,495 


Approximately $550 would be saved 
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News. . . continued from page 533 


. 


——_ woe - 


NEW OFFICERS of the Massachusetts State Assn. of Master Plumbers are (left to 


right) Leonard Kiley, treasurer; John Hurst, secretary; Andrew Miles, vice pres- 


ident; Conrad Beaudoin, president; and William Lynch, outgoing president. 


New Massachusetts Law Will Prohibit 
Plumbing Ads by Unqualified Persons 


Worcester, Mass.—Good news in 
the battle against Tinker Jacklegg 
was announced to delegates and 
visitors at the the 
Massachusetts State Assn. of Master 
Plumbers recently. 


convention of 


While the convention was in ses- 
sion, the governor signed a bill re- 
quiring that all master plumbers 
include their license numbers on all 
advertising and promotion. 

It was a measure that had been 
fought for by the association’s leg- 
islative committee. 

In another involvement with gov- 
ernment, the convention passed a 
resolution urging the government 


Offers Humidifier Free 
for Slow-Season Sales 


Novi, Micu.—General Filters 
dealers can get free humidifiers 
during the relatively slow months 
of May, June and July. To get one 
free, all they have to do is sell 12. 

The firm has planned the give- 
away as an incentive to dealers to 
try the new General 800 humidifier 
during the slow season, according 
to Mrs. Grace Redner, president. 
The company will keep the records 
on the program, and for every 12 
General 800 warranty cards mailed 
to the company before July 31, it 
will ship a free humidifier. 


54 


of the commonwealth to appoint 


three member contractors to the 
Public Health Council. 

James Curry, chairman of the 
state board of plumbing examiners, 
complimented the legislative com- 
mittee on its work in getting the 
new license publishing law passed. 
He said it will go a long way to- 


REPCO Boilers Announces 
20-Year Written Guarantee 

PHILADELPHIA A new 20-year 
written guarantee is now available 
with REPCO Thrift-Master gas 
and oil-fired boilers. 

Paul Bunten, president of Gen- 
eral-Republic Heating Products 
Co., maker of the REPCO line, told 
DE the guarantee will help launch 
the new G-series gas-fired boiler, 
which, he says, “is more compact 
and better looking.” Bunten said 
the fully enclosed boiler is designed 
for zero clearance and closet instal- 
lations. 

The guarantee covers the firm’s 


entire line. 


ward cleaning up “irregularities” 
now prevalent, and that it is his job 
to see to it that the law will be 
obeyed to the letter for the health 
and welfare of every person in the 
commonwealth. 

Other speakers included Emil 
Iverson, Portland, Me., a national 
director, who urged members to 
specialize in salable products and 
to do a good merchandising job, 
and Runo Anderson, sales manager 
of Rheem Manufacturing Co., Chi- 
cago, who told delegates they must 
sell their way out of the slump. 


Want to Boost Dishwasher Sales? Try This... 





5 
Le | 


DISHWASHER MERCHANDISER, ao new display being offered contractors by the 
KitchenAid home dishwasher division of Hobart Manufacturing Co. (Troy, O.), 
can be assembled around an actual unit to put the dishwasher into a realistic 


kitchen atmosphere. 


Pd, 


Here, Harold Martin, KitchenAid sales manager (left), 
describes the display to R. E. McGreevy, Chicago. 


(See story, page 160.) 


DoMEsTIC ENGINEERING, JUNE 1958 





DomeEstTk 








WORLD'S FAIR VISITORS at Brussels, Belgium, will have an opportunity to view 
this combination furnace-air conditioner made by Perfection Industries, division 


of Hupp Corp., Cleveland. 


The appliance-styled unit was selected by the U. S 


government and the Institute of Contemporary Arts to represent residential 
heating and cooling of the future at the 1958 international exhibition. 


Hydronics Industry on the Move--Steps Up Fight 
for a Bigger Share of the Heating-Cooling Dollar 


New York City—A strengthened 
and expanded program for in- 
creased hydronic sales has been an- 
nounced by John White, president 
of the Better Heating-Cooling 
Council. 


White reported that BHC direc- 


tors are enthusiastic over results 
obtained through the council’s pro- 
the 
years and have given the go-ahead 


for more 


motional work in past two 


extensive and intensive 
effort on a nation-wide basis. 


Achievements particularly cited 


Clay Pipe Research Gets a Boost as 
New Lab Is Dedicated in Illinois 


LaKE, ILt.—A 
search laboratory for clay pipe has 


CRYSTAL new re- 
been dedicated and put into opera- 
tion here by the National Clay Pipe 
Manufacturers Assn. 

It has named the D. M 
Strickland Research Laboratory in 


been 


honor of the group’s past president. 

G. A. Robinson, new president of 
NCPMA, was master of ceremonies 
for the dedication. In his welcom- 
“Cur- 


rent research projects have already 


ing address, Robinson said: 


developed. new, stronger materials 
that permit clay pipe to be made in 
longer lengths. The development 
of new jointing methods is another 
current result of clay pipe research 

“The dedication of this new lab 
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is just one more forward step taken 
by a progressive industry, which 
for years has been devoted to im- 
Robinson 


proving public health,” 


told the opening day visitors 


Perfection Furnaces 
Go on World Display 


CLEVELAND—A 


nace-alr 


combination fur- 


conditioner with moderr 


appliance styling is representing 
“residential heating and cooling of 
United States 
(Belgium) 


universal and international exhibi- 


the future” in the 
display at the Brussels 
tion 

Made by 
division of 


Industries 
Hupp Corp., the 


selected for 


Perfection 
unit 
was 
United States government and th« 
Institute of Arts 
This model and others in the line 


display by the 
Contemporary 
were introduced by Perfection to 


the U.S. public last fall 


BHC’'s 


success in forming effective “pro- 


board include the 


by the 
motional partnerships” between 
contractors, wholesalers and manu- 
salesmen and 


facturers’ represen- 


tatives, who have united to form 
active councils in major marketing 
areas of the 


The 


first 


country 
this “the 
effort to 


link up all segments of the indus- 
I 


directors called 


successful, resultful 
try in a coordinated, professionally 
organized promotion campaign 
the level 
directly to the point of sale.” 
(NEWS continued on page 56) 


reaching from national 


D. M. Strickland G. A. Robinson 


A NEW RESEARCH LABORATORY of the National Clay Pipe Manufacturers Assn 
was dedicated recently at Crystal Lake, Ill. It is named in honor of D. M. Strick- 
land, past president of the association, who guided its activities for many years 





Massey-Ferguson Ads 
Win ‘Gold Award’ 


Wicuita, Kans.—A “Gold Award” 
for effective advertising has been 
awarded to Massey-Ferguson’s In- 
dustrial Division for its 12-ad 
campaign on Davis backhoes and 
loaders, currently appearing in 
DoMEsTIC ENGINEERING. 

A. A. Thornbrough, president of 
world-wide operations of Massey- 
Ferguson, Ltd., Toronto, Ont., ac- 
cepted the award, which was pre- 
sented by the National Federation 
of Advertising Agencies. The 
award-winning ad campaign was 
directed by the Associated Adver- 
tising Agency, Wichita. 

THE GOLD AWARD of the National Federation of Advertising Agencies is pre- The judges were leaders in ad- 
sented to Massey-Ferguson Industrial Division, Wichita, Kan., for its 12-ad 
campaign in business magazines. From left to right are P. D. Huston, president 
of Associated Advertising Agency, Wichita, the director of the award-winning 
campaign; A. A. Thornbrough, president of world-wide operations of Massey- 
Ferguson, Toronto, Ont., and C. J. Davis, manager of M-F’s Industrial Division. 


vertising and marketing. 


from HIC members will not be re- 
gretted later. 

The code stipulates: 

1. Only those home improvement 
projects that are structurally and 
economically sound shall be fos- 
tered and encouraged; 


Shyster Modernizers Are Target of 
New Home Improvement Ethics Code 


2. All advertising statements 
New York Ciry—Unethical ad- Infractions of the code by any _ shall be accurate and free of the 


vertising and selling in the home 


improvement field was dealt a set- 
back last month when the Home 
Improvement Council set up a code 
of ethics for modernization con- 
tractors. 

The code prohibits misrepresen- 
tations in advertising and selling, 
applies to both national and local 
level members, and will be en- 
forced by local HIC chapters and 
by the national board of directors. 


member will result in suspension 
of his HIC membership. 

A council spokesman noted that 
many homeowners have been 
frightened away from spending for 
home improvements because of the 
“unscrupulous acts of a few com- 
panies.” He added that the “reces- 
sion” makes it all the more impor- 
tant that homeowners invest now 
in home improvement, and the code 
will assure them that purchases 


The Jet Age Takes Over Bryant Furnace Line... 


INDIANAPOLIS—A new metal, 
TRI-alloy, borrowed from jet en- 
gines, is being used in heat ex- 
changers on all gas-fired furnaces 
made by Bryant Manufacturing Co. 

TRI-alloy, a metal and ceramic 
combination that has been fused to 
steel, was introduced in the new 
line of Bryant furnaces featuring 
upflow, counterflow and horizontal- 
ly-mounted cabinet units. The met- 
al not only protects from high heat, 
but also from corrosive flue gases 


56 


and condensation when the furnace 
is not in use. 

With the new metal, Bryant now 
gives a 10-year warranty on its 
heat exchangers. 


ws According to David Hoppock, 
Bryant vice president and general 
sales manager, the new furnaces 
are adaptable to air conditioning 
with air deliveries that can be 
matched to any type of existing 
residential duct system. 


capacity to mislead or to deceive 
the consumer; 
3. Salesmen shall be accurate in 


(Please turn to page 58) 


JET AGE INFLUENCE: The new 1958 
line of furnaces introduced by Bryant 
Manufacturing Co., Indianapolis, fea- 
tures a metal used to protect jet en- 
gine components from high tempera- 
ture damage. The metal is used in 
heat exchangers in the firm’s furnaces. 
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The Market: Spray replacements for 
America’s most popular kitchen faucets 
—those that feature the familiar auto- 
matic (thumb control) type of sink spray. 
Almost twenty million are now in use. 


WANTED! 
IN 20,000,000 


The Problem: Because these millions 
represent nearly all makes of kitchen 
faucets, dozens of shapes and combi- 
nations of sprays and hoses have been 
necessary for making replacements. 


The Answer: Standardization! An official replacement 
line of eight items instead of dozens; presented through 
the cooperation of all manufacturers of kitchen faucets 
with automatic sprays; coordinated by the new Auto- 
matic Spray Service Center, an industry-wide service. 


KITCHENS | 


NEW STANDARDIZED 
REPLACEMENTS FOR ALL 
*\<_"THUMB CONTROL" 
T SINK SPRAYS 


If it’s a spray with a thumb control, these replacements 
will fit—regardless of the make of the faucet or the shape 
of the spray! Best of all, they’re easy to install, packed 
with full directions in colorful window packaging that will 
make your customers exclaim: “That's just what I’ve 
been needing!” 

There’s a big demand waiting for these standard 
replacements, in millions of homes, to replace old sprays 
and hoses, to repair and to modernize! 

Anyone can transform any faucet with thumb-control 
spray into a modern dishwashing faucet with Dish-Quik, 
the deluxe replacement. It suds, scrubs and rinses! Or, 
there’s a choice: for rinsing only, use the standard 
replacement, Rinse-Quik. 

Featuring the choice of Dish-Quik or Rinse-Quik, this 
new line of eight colorful packages includes new, 
improved hoses with universal couplings, automatic 
diverter replacements and all accessories. 

They are now available through any manufacturer of 
kitchen faucets equipped with automatic sprays. Order 
from your regular jobber or supplier. Or mail the coupon 
today. The Automatic Spray Service Center will be glad 
to send you full information. 


“J-aN|oietel tlle) Ma nels)-\a 
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/ BONUS DISPLAY PACK 


$QO95 EXTRA 


PROFIT 
TO EVERY RETAILER 


You're in business when you order this minimum, complete 
\ display assortment. And you get a big, $9.95 profit 
bonus—one extra Dish-Quik Replacement Unit free! 
Act now. This is a limited introductory offer. 


~>Y Mail the coupon today! 


_ 
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eS 


/ 
/ 
/ 
/ 


/ 
! 
u 
! 

1 
\ 
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To: AUTOMATIC SPRAY SERVICE CENTER 
1700 East 58th Place, Los Angeles 1, California 


Please rush full information on the new standardized replace 
ments for automatic sink sprays and your introductory offer of 
$9.95 bonus profit. 

NAME 

TYPE OF BUSINESS __ 

STREET _ 


city ee SS LU 





News. . . continued 


from page 


AN AWARD OF MERIT for its ad campaign in business papers was presented to 
the Janitrol Division of Surface Combustion Corp. in New York City recently. 
P. A. Ryan (left), advertising and sales promotion manager for Janitrol, is 
shown here accepting the award from H. H. Morse, vice president of Associated 


Business Papers. 


At right is D. J. Alcorn, vice president of Beeson-Reichert, 


Janitrol’s advertising agency, which directed activities in the campaign. 


Management School for Wholesaler 
Execs Is Set for Next November 


Cuicaco—A one-week executive 
management will be 
ducted by the Central Supply Assn. 


in November exclusively for presi- 


school con- 


dents or operating heads of CSA 
member firms. 

The school, called the Executive 
Management Institute, will cover 
management planning, conference 
leadership, employee motivation, 
management development, em- 
ployee selection and salary admin- 
istration. It will be operated by the 
CSA staff and taught by Harold 
Mold, director of sales personnel 
for Minneapolis-Honeywell Regu- 
lator Co., Minneapolis. 

According to CSA secretary 


Kohler Honored .. . 


HERBERT KOHLER, president of Kohler 
Co., was honored recently for his work 
as head of the University of Wisconsin 
Foundation’s centennial fund-raising 
campaign. A bronze plaque of Kohler 
will hang in a new University Center, 
built with funds Kohler helped raise 


James Peery, “EMI will help 
wholesaler management do a more 
effective and profitable job of run- 
ning business. It comes at a time 
when management itself can make 
the difference between 


red and 


black-ink operations.” 


w Peery said the institute will adapt 
the 
big 


management know-how of the 
manufacturing corporations to 
the “relatively small” wholesale 
company. 

The first class will be limited to 
25-30 students to allow for more 
personal instruction. Tuition has 
not yet been set, but will cover 


only CSA’s out-of-pocket expenses. 


Shyster Modernizers Are 
Target of Ethics Code 


(Continued from page 56) 
descriptions of products and serv- 
ices; 

4. All 


biguous and fair to all parties; 


contracts shall be unam- 

5. All contractual obligations 
shall be promptly fulfilled; 

6. All work shall be performed 
in a manner compatible with rec- 
ognized standards of public health 
and safety and applicable laws. 


Janitrol's Ad Campaign 


Wins National Honors 
An 


campaign for merchandising publi- 
cations produced by the Janitrol 
Division of Surface Combustion 
Corp. has won an Award of Merit 
in a national competition sponsored 


CoLtumesus, O. advertising 


by Associated Business Papers of 
New York City. 

The Janitrol campaign was se- 
lected at the group’s ninth annual 
awards presentation held in New 
York recently. The 
made in the division covering ad- 
vertising designed to link merchan- 
dise with seasonal promotion and 
to describe—and encourage dealers 
to use— 


award was 


sales promotion aids of- 
fered by the manufacturer. 

The campaign 
was directed by Beeson-Reicheyt, 
advertising agency for Janitrol. The 
campaign was built around Jani- 
trol’s line of heating and air con- 


ditioning equipment. 


award-winning 


Fiat Metal Builds 
New Plant in Georgia 


FRANKLIN Park, Itt.—The com- 
plete line of Fiat packaged showers, 
precast shower floors and shower 
doors now are being manufactured 
at a new plant in Albany, Ga. 

It is the fifth plant of the Fiat 
Metal Manufacturing Co., according 
to President Howard Nilson, who 
remarked that for a manufacturer 
of plumbing equipment “there’s no 
better spot for a new factory than 
in the rapidly expanding southeast- 
ern states, and better 
time to open that plant than now.” 


there’s no 


(NEWS continued on page 60) 
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ANVIL Brand i 


The Anvil Brand Line includes couplings 
nipples, bushings, caps, and plugs, availabl 
from stock and cartoned for easy handling 
and identification. They are sold by leading 
distributors, whose engineering service to 
the trade is supported by Anvil Brand Rep- 
resentatives in principal cities. 


PITTSBURGH 


ALLISON PARK, PA., U.S.A. 
lca heamsege Prtesburghr eneerae pte nod 


e SUBSIDIARY: Anvil Prod int.. L ew, Tex 


itting Fi ac ts 


Electro-galvanizing 
doesn’t always mean easier 
make-up and separation 
Galling or freezing of threads is pre- 
vented by electro-galvanizing, which 
gives the threads a permanent, uni- 


form zinc skin. This skin acts as a 
lubricant—and of course helps to 
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steel pipe caps 
hex head steel plugs 


40'* ANNIVERSARY 


Anvil Brand high pressure pipe caps and solid hex 


head plugs meet the most exacting piping con- 
tractor and trade requirements for thread accuracy 
and materials dependability. In addition, our new 


PITTSBURGH PPE & COUPLING C2 


process— Anvilizing—protects all surfaces against 


rust and weld flash. Bonus saving: By broadening the Anvil Brand 
line, these new items make it easier to obtain freight allowances. 

Cap dimensions conform to MSS-SP-49, plugs to MSS-SP-50; 
materials meet specifications of ASTM A-105 Grade II. Write 


today for catalog sheets. 


COUPLING COMPANY 


e AFFILIATE: Canadian Coup 


Galvanizing 


Top: Male threads and galvanized fe- 
male threads are accurate. 

Bottom: Galvanized female threads are 
inaccurate. Condition at (A) can cause 
leakage; galling has occurred at (B). 
prevent corrosion in transit or stor- 
age—so that piping make-up, as well 
as separation, can be quick and 
trouble-free. 





ANVIL BRAND 





wrought steel 
pipe fittings 


Remember, however, that the full 
benefits of electro-galvanizing are 
possible only when fittings are prop- 
erly threaded (see drawing). Where 
threading is inaccurate, and sealing 
surfaces improperly aligned, electro- 
galvanizing may do little to prevent 
galling, do nothing to prevent a 
leaky joint. 

How can you be sure you have 
accurate threading? The easiest way 
is to buy a known brand of fitting, 
produced by an experienced manu- 
facturer whose skill and reputation 
have the respect of the trade. 





News. . . continued from page 58 


ISQOOOTH 


METRO 


A MiLESTONE OF PROGRESS was observed at the Metropolitan Body Co., Bridge- 
port, Conn., when the 150,000th International Harvester Metro body truck 
produced in the 10 years since the firm became a subsidiary of International 
moved off the assembly line. Official approval of the event is given by W. C. 
Schumacher (left), IH executive vice president, and R. M. Buzard, vice president 
of the firm’s motor truck division and president of Metropolitan Body. 


Two-Month Campaign for Summer Cooling Sales 
in Detroit Is Seen as Anti-Recession Measure 


Detroitr—The business recession 
can be slowed or stopped by prompt 
installation of air conditioning! 
That’s the message Detroiters are 
getting via advertising by newspa- 
per and radio these days, as the 
Plumbing & Heating Industry of 
Detroit promotes 
jobs by promoting air conditioning 
It’s been a two-month campaign. 


(an association) 


2 According to the PHI, air condi- 
tioning provides an opportunity for 
the manufacturer to improve his 
productivity, for the storekeeper to 
attract customers, for the profes- 
sional man to attract new clients. 
It also makes work and thereby 
circulates money. 

The advertising also was sched- 
uled for local engineer and archi- 


Management Institute 
Set for Massachusetts 


Boston—The second Business 
Management Institute of the Mas- 
sachusetts State Assn. of Master 
Plumbers will be held at the Uni- 
versity of Massachusetts at Am- 
herst, June 9-11. 

General chairman of the sessions 
is J. Robert Cannon, a 
Cape Cod plumbing contractor. 


leading 
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tect publications. In the newspa- 
pers, it appeared on the financial 
pages, where it reached the exec- 
utives who make the decisions. 


Film Shows How to Cut 
Baseboard Heating Costs 


RicHMonpD Hix, N. Y.—FEfficient 
cost-cutting methods for installing 
hot water baseboard radiation will 
be shown through film and actual 
demonstration at the National Oil 
Heat and Air Conditioning Exposi- 
tion at the New York Coliseum. 
The convention runs June 9-12. 

The film, 
Houses,” 


“2 Men, 2 Hammers, 2 
the demonstration 
will be sponsored and conducted by 
Slant/Fin Radiator Corp., 


manufactures baseboard 


and 


which 
radiation 
for home and industry. 

ws According to Slant/Fin sales 
manager Alvin Buschel, “With the 
tremendous strides being made in 
the field of hydronics, the installing 
contractor often finds it difficult to 
keep up with the latest techniques 
and equipment. The film, and the 
manual on which it is based, will 
do much to keep installation costs 
to a minimum.” 

The manual referred to is en- 
titled “A New Slant on Cutting 
Baseboard Installation Costs.” 

(NEWS continued on page 154) - 








2520 Guardian Building 





Better your business now- 
with truly modern 
air-conditioning 


installed by specialists 


Air-conditioning ha 
days of the “fan 
factor in many o business 


merely moving air, it can be chilled, washed, dried 


Plumbing ® Heating Industry 
of Detroit 


come a long way since the 
it can now be a “moke-or-break 


Today, instead of 


—l 


_ 


~ —— —— 


_—— 


WOodward 3-8623 








BUSINESS-BUILDING AD: A portion of an advertisement on air conditioning 
sponsored by the Plumbing & Heating Industry of Detroit is reproduced here. 
Other copy in the ad points out various advantages of air conditioning and 
concludes by urging readers to have the job done by trained experts—the 
Detroit area mechanical contractors—for a maximum return on their investment. 
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SELL THE "SEE YOURSELF’ SINK 





JENSEN 
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check these outstanding features: 


@ Permanent Mirror Finish so bright, so hard, so smooth (no 
tiny ridges to attract stains) you can actually see your face re- 
flected in the shining bowl! 

@ Bigger, more Beautiful Bowls add distinctive shape to 


counter top contour. Narrow divider gives sink popular “thin” 
line look. 


@ Greatly reduces dish breakage because the resilient action 
of Jensen Stainless Steel is so much greater than porcelain 
steel or enameled cast iron. 


@ Easiest to clean: Added to the non-staining feature guaran- 
teed by Jensen is the wide-radius corners that speed up wip- 
ing action. 

@ More Rugged Strength: Exclusive Danish process, mass @ Now fits all 30-inch sink fronts. 
produced in America, gives greatest maximum wall thickness 
at all points. 


Send for name 

of nearest distributor 
JENSEN 
stainless steel sinks 
.. only Jensen 

has the “see-yourself"’ 


Jensen sink 


mirror finish 





PROOF — Jensen finish is brightest of big 3! 


These. are actual cross section microphotographs (enlarged 250 times) 
of the Jensen sink and two other largest selling makes of stainless steel 
sinks. Note the smoother mirror finish surface of the Jensen sink. 


EE N > N Jensen Thorsen Corporation 
7333 W. Harrison St., Forest Park, Illinois FOrest 6-0180 


W. F. MUNFORD 


“A Dynamic 


Potential .. .” 


. is created daily by millions of Americans in their 


purchases of U.S. Savings Bonds through the Payroll 
Savings Plan. Better than three out of four of United 
States Steel’s American Steel and Wire Division 
employees are taking advantage of this easy automatic 
plan of saving. 

“We in management feel that every employee, whether 
newly hired or already on the payroll, must be advised 
constantly as to the values of this Savings Bond Pro- 


Portrait by Fabian Bachrach 


gram. A program designed to maintain high employee 
participation is an integral part of our everyday opera- 


tions. W. F MUNFORD, President 


American Steel and Wire Division 
United States Steel Corporation 


Does your company present the advantages of The 
Payroll Savings Plan (and a Payroll Savings Applica- 
tion Blank) to every new employee? Are 75% of your 
employees enrolled in your Payroll Savings Plan? 


Write to Savings Bond Division, U.S. Treasury Depart- 
ment, Washington 25, D. C. Your State Sales Director 
will be glad to help you take your place with American 
Steel and Wire and the more than 40,000 other com- 
panies that have successful Payroll Savings Plans, 


The United States Government does not pay for this advertising. The Treasury Department 
thanks, for their patriotic donation, the Advertising Council and 
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Patent Nos, 


aro 


ms Send for 
_“Proof-of-Profit” 
Portfolio 


Prove to yourself what 
PRE-SOLD means to you. 
The HUDEE ‘'Proof-of- 
Profit"’ Portfolio shows how 
HUDEE establishes and 
pre-sells the market for you. 
Mail coupon today—no obli- 
gation! 





te Z sink frame 
= tudee 


What does Pre-Sold mean? 


It’s the sum of many things that Hudee does 
to pave the way for you. . . to more sales, 
easier sales, faster turnover and bigger profits. 


You can take hold of a HUDEE with both hands 
and say to yourself with confidence, 

“Only the genuine Hudee Line is pre-sold— 

it’s the line of least resistance.” 





Sintlig? PSS SF SSS SS SS SS SSS SS 


Walter E. Selck and Co. 
225 West Hubbard Street - Chicago 10, Iilinols 


Please send me the Hudee ‘‘Proof-of-Profit"’ Portfolio 
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Street 





City. 








SPECIFY REPUBLIC 
FOR A FULL SHARE 


of Plastic Pipe Profit Potential 


When you specify Republic Plastic Pipe, available in 
Flexible Polyethylene or Semi-Rigid Kralastic, you 
can choose the type best suited to handle virtually any 
plastic piping job. And your profit potential increases 
as more and more applications are developed. 

Republic Flexible Polyethylene(FE) performs well 
in temporary or permanent jobs requiring freedom of 
movement. It is easy to thread through restricted 
spaces and conforms readily to uneven contours. 
Republic FE can be cut with either a handsaw or knife. 
Lengths are joined with insert-type fittings secured 
by stainless steel clamps. 

Republic Semi-Rigid Kralastic(SRK) is the best 
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answer to applications subject to physical abuse. It 
provides both strength and toughness plus excellent 
chemical resistance. Easily cut with an ordinary hand- 
saw, SRK is quickly and permanently joined with 
solvent-welded, socket-type fittings. 

The combined characteristics of Republic FE and 
SRK enable you to offer the best type for a very wide 
range of plastic pipe uses. Moreover, both are light in 
weight, easy to handle, corrosion-resistant, immune 
to electrolytic action, and certified safe for drinking 
water by the National Sanitation Foundation. 

For complete information, contact your industrial 
distributor, or mail coupon. 
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REPUBLIC STEEL PIPE PROVIDES FULL 
EFFICIENCY in many types of service lines 
Illustration shows steel pipe used for steam, 
air, waste, and sprinkler system lines. In 
addition to low initial cost and long, trouble- 
free service, Republic Steel Pipe provides a 
high degree of workability. This character- 
istic is a result of the uniform strength, duc- 
tility, and wall thickness built into every 
length of Republic Pipe. Result is easy 
cutting, threading, bending, and welding 
Your Republic Pipe Distributor carries a 
complete stock. Check with him for complete 
data. Or send coupon. 


REPUBLIC CONTINUOUS GALVANIZED 
GIVES FULL SATISFACTION to fabricators 
and users of all sizes of duct work. It 
provides the right combination of rigid- 
ity and ductility to assure quiet opera- 
tion without sacrificing easy workability. 
Its tight, galvanized coating will not 
crack, flake, or peel under any operation 
permitted by the base metal. Result is 
many years of maintenance-free service. 


Mail coupon for complete information. 


r 
REPUBLIC STEEL CORPORATION 
DEPT. DE-5729 
1441 REPUBLIC BUILDING + CLEVELAND 1, OHIO 


Please send more information on: 
° O FE Plastic Pipe O SRK Plastic Pipe 
teat, Kange 0 Steel Pip, 0 Continuous Galvanized Sheets 


Name 3 Eee 


Standard Steels and aia 
Stel Product i 
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Cast Iron Boiler 

Burnham has added another 
model to iis line of gas-fired cast 
iron boilers. The jacketed boiler is 
designed for commercial, institu- 
tional and large residential appli- 
cations. Eight sizes are available, 
ranging in capacities from 600 to 
2700 sq ft for water and 325 to 1580 
sq ft for steam. Copper tankless 
water heaters that produce 4 to 15 
gpm are available for both water 
and steam models. Vertical flue 
travel, in which heated gases pass 





over heat abzorbing surfaces 
studded with hundreds of heat- 
grabbing opins, is another feature. 

Manufacturer: Burnham Corp., 
Heating and Cooling Division, 2 
Main St., Irvington, N.Y. 


Stainless Steel Sink Line 

A line of double-compartment 
stainless steel sinks specially de- 
signed for food waste disposers has 
been announced by Lyon. The 
units (Disposo-Well) feature an 
off-center 8-in. drain funnel lo- 
cated in a corner of the bow! di- 
rectly under the faucet. The off- 
center location provides increased 
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working space for food preparation 
and guards against the loss o/ 
tableware down the disposer. A 
wooden cutting board (optional) 


fits snugly into a recess around the 
sink top (see illustration). After 
preparing food on the board, the 
housewife simply scrapes waste 
down through a cut-out hole in the 
board and straight into the dis- 
poser below. The new sink line 


features the firm’s Redi-Rim, mak- 
ing the sink and rim one unit. 
Manufacturer: Lyon Stainless 
Products, Division of Lyon, Inc. 
13881 W. Chicago Blvd., Detroit 28. 


Wall-Hung Lavatory 

A lavatory that can be hung on 
the wall with a single lightweight 
steel hanger has been developed by 
American-Standard. The unit is 
particularly suited to school and 
institutional applications. The rear 
of the lavatory is large, providing 
a sturdy wall bearing surface. For 
additional support, two integral 
china brackets with holes in them 
are provided so that the fixture 


Six-Ton Trailer with Tilting Bed, Developed by 
Spencer-Safford, Hauls Tractors and Backhoes 


A six-ton tilt-bed trailer de- 
signed to haul tractors, backhoes 
and other light and medium indus- 
trial equipment has been developed 
by Spencer-Safford. The 12-deg. 
tilt of the 79% by 192-in. platform 
permits equipment to be driven 


onto the bed. The bed then pivots 
and locks itself into a level trans- 
port position. A device eliminates 
springs and axles, permitting maxi- 
mum under-bed clearance. 
Manufacturer: Spencer - Safford 
Loadcraft, Inc., Augusta, Kans. 
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may be anchored to the wall with 
screws. The lavatory is made of 
vitreous china and is also available 
with off-center supply connections 
and a special fitting hole to accom- 


Qi 


modate a soap dispenser. It meas- 
ures 19 by 17 in. The fixture is of- 
fered in eight colors and white. 

Manufacturer: Plumbing and 
Heating Division of American- 
Standard, 40 W. 40th St., New York 
City 18. 


Air-Cooled Condensing Unit 
An air-cooled condensing unit, 

available in 2 and 3-hp models with 

capacities of 23,000 and 35,590 





Btu/hr, respectively, has been an- 
nounced by Coleman. Steel legs 
simplify mounting and protect the 
casing from exposure to surface 
water and condensation. Standard 
equipment includes sightglass and 
moisture indicator, service valve 
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arrangement, filter-drier and heat- 
ing-cooling control panel. The 
condenser coil is located across the 
entire top of the unit and is pro- 
tected by a heavy steel grating. 

Manufacturer: The Coleman Co., 
Inc., St. Francis and Second Sts., 
Wichita 1, Kans. 


Waterless Hand Cleaner 

A hand cleaner that works with- 
out water has been introduced by 
Blue Seal. The cleaner removes a 
w_de range of materials, including 


7 





paint, oil, asphalt, metal 
stains, tar, glue, putty, carbon black 
and The product is pack- 


aged in 12-oz slip-cover cans. 


grease, 


resins 


Manufacturer: Blue Seal Chem- 
ical Co., Roselle Park, N.J. 


A New Line of Sunken Bathtubs Available in Three 
Lengths Is Announced by Ingersoll-Humphryes 


A series of sunken bathtubs has 
been introduced by Ingersoll-Hum- 
phryes. The tubs are designed pri- 
marily for installation in de luxe 
bathrooms, although they can also 
be used in lower-cost homes and in 
remodeling work where structural 
conditions permit. Available in both 
left and right-hand styles, the units 
are made of enameled cast iron. 
They are offered in 442, 5 and 5%- 


ft lengths, in a choice of six colors 
or white. Other features include a 
6 in. wide by 33 in. long apron seat, 
straight sides and a high tiling-in 
flange at the ends and recessed 
side, providing a watertight seal. 

Manufacturer: Ingersoll - Hum- 
phryes Division, Borg-Warner 
Corp., Fifth Sts., 
Mansfield, O. 


(Please turn to page 66) 


and Newman 





New Products 





(Continued from page 65) 

Cam-Type Die Head 

A cam-type die head has been 
added to its line by Toledo Pipe 
Threading Machine. Two sizes are 
available. One is designed for % to 
34-in. pipe and 4% to 1%-in. bolts; 
the other for 1 to 2-in. pipe and 
1% to 2-in. bolts. Both models are 
fully adjustable to cut oversize, 
undersize or standard threads. A 
floating scroll acts only to control 
thread size. The back plate and 
body are bolted securely together, 
insuring maximum bearing sur- 
faces for the chasers. A size gauge 
enables the user to set for stand- 


undersize thread. An 
optional! pipe centering device with 
elongated centering feet also is 
available. 

Manufacturer: The Toledo Pipe 
Threading Machine Co., 1445 Sum- 
mit St., Toledo 4, O. 


ard, over or 


Renewable Air Filter 

A newly designed automatic re- 
newable-media air filter (Roll-O- 
Matic) has been developed by 
American Air Filter. The 


media is made of glass fiber. The 
resiliency of the media permits a 
roll of 65 lineal ft to be compressed 
on a spool to approximately 4 cu ft, 
yet resume its original 2-in. thick- 
ness when exposed to the air 
stream. Used media is rewound on 
the bottom spool for disposal. The 
media features an adhesive that 
does not “run” in high tempera- 
tures, “thicken” in low tempera- 
tures or lose its adhesive qualities 
because of dryness. Other features 
of the filter include galvanized con- 


struction to minimize corrosion 


Peerless Enters Warm Air Furnace Field with 
Complete Line of Gas and Oil-Fired Models 


Peerless Heater, celebrating its 
50th year as a manufacturer of cast 
iron boilers, has entered the warm 
air furnace field with the introduc- 
tion of a complete line of gas and 
oil-fired models. The line consists 
of four oil and five gas-fired units, 
in a combined total of 22 sizes. Oil- 
fired furnaces range from 72,000 to 
140,000 Btu output, and gas models 
vary in Btu input from 70,000 to 
150,000. Hi-boy suspended, lo-boy 
and counterflow models, both oil 
and gas-fired, are offered. 


es Ali Peerless distributors and 
dealers handling the company’s 
standard boiler line will be offered 
the furnace line. However, some 
territories will be available in new 
areas and where present distrib- 
utors prefer to remain exclusively 


in hydronic heating equipment. 
Manufacturer: The Peerless 
Heater Co., Boyertown, Pa. 


filter 


problems, new media supports that 
add to the structural strength of the 
frame and a redesigned drive lo- 
cated on the service side of the unit 
that serves as many as six units. 
The filter is available in vertical 
sections measuring 3, 4 and 5 ft 
wide. Heights vary from 5 to 15 ft, 
in 4-in. increments. 

Manufacturer: American Air 
Filter Co., 215 Central Ave., Louis- 
ville 8, Ky. 


Pipe Insulation 

A flexible foamed plastic pipe in- 
sulation with a built-in vapor bar- 
rier has been announced by Arm- 
strong Cork. The insulation is man- 
ufactured in 3g, % and %4-in. thick- 
nesses and is designed to prevent 
condensation on cold lines within 
their individual recommended us- 
age ranges at temperatures down 
to zero F. It can also be used on 
heating lines with temperatures to 
200F. The closed cellular structure 
of the insulation gives it a low k 
value of .28 at 75F mean tempera- 


2 


ture. It resists deterioration, is va- 
por impervious and physically and 
chemically stable. It can be slipped 
onto pipe and tubing prior to its 
installation, or slit and snapped 
over piping already in place. 
Manufacturer: Armstrong Cork 
Co., 980 Concord St., Lancaster, Pa 


Forced Air Heaters 

Airtherm has announced a line 
of eight heavy-duty forced air 
heaters. The heaters are available 
in capacities from 400,000 to 2,000,- 
000 Btu/hr. The models are built 
with elliptical stainless steel com- 
bustion chambers, heavy-duty 
blower assemblies and _ burners 
capable of operating on oil or gas. 
All models can be installed on the 
floor or suspended from the ceiling 
in horizontal or inverted positions. 
The units are completely automatic 
and are factory-assembled to facil- 
itate installation. 

Manufacturer: Airtherm Manu- 
facturing Co., 709 S. Spring Ave., 
St. Louis 10. 


(Please turn to page 72) 
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BUY FROM THESE COMPLETE LINES OF 
3 i: «a FF |] 


Float Thermostatic Thermodynamic Radiator 


Radiator Strainers Air 
Steam Traps Steam Traps Valves 


Traps Eliminators 


COMPLETE LINE OF SARCO HEATING SPECIALTIES 


Temperature Water Dial 
Regulators Blenders Thermometers 


ARCO ano SARCOTH 


heating specialties — 
and get undivided responsibility for performance 


Balancing Room 
Fittings Thermostats 


SARCO CONDENSATE Use this one completely SARCOFIN FINNED-TUBE 
AND VACUUM PUMPS reliable source for AND BASEBOARD RADIATION 


Complete weather compen 
sated control systems... 
heating specialties... 

: pumps . . . radiator traps 
.. . all five types of steam 
traps. Write for detailed 
catalog information. 


SARCOTHERM WEATHER-COMPENSATED CONTROL SYSTEMS 


il og 


Modulating Controls for 
hot water and radiant heating 


Modulating Controls 


Reset Controls for 
for steam heating 


hot water and radiant heating 


SARGO - SARCOTHERM 


635 Madison Avenue, New York 22, N. Y. 
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looking for 
business ? 


Dodge can tell you today 
what’s going to be built tomorrow 


WHO'S GOING TO BUILD IT 
WHERE IT’S GOING TO BE BUILT 
WHEN BIDS ARE DUE 

WHO'S BIDDING 


WHO GETS THE JOB 


Moreover — by keeping you informed day by day 
on new construction activity, Dodge Reports 
reduce time spent chasing down rumors and 
making fruitless solicitations — help you concen- 
trate on active business. 

Dodge Reports not only supplement your own 
knowledge of what’s going on, but insure that you 
don’t overlook a good opportunity from a source 
you may rarely contact, and that you’re not over- 
looked by those you do try to keep in touch with. 


F. W. Dodge Corporation, Construction News Division, Dept. 8068 
119 West 40th Street, New York 18, N. Y. 


I want to know how to get more new construction business. 
Please let me see some typical Dodge Reports for my area. 


I am interested in the markets checked below: 
[_] House Construction [] General Building 
[_] Engineering Projects (Heavy Construction) 


Area_ 





Company___ 


Address 


Dodge Reports cover every local market in the 
37 Eastern states. To make certain that you 
receive all the information you need in time to 
take action, over a thousand trained Dodge news 
gatherers total yearly more than 2 million per- 
sonal calls and i'2 million phone calls on 138 
thousand regular sources of information — and 
many thousands of others who come into the 
market only once or infrequently. 

Whether your business is good, or you need 
work, it’s important that you have the oppor- 
tunity to go after the kind of business you like to 
get — that you have a chance to choose the jobs 
that could be most profitable for you. 

Send today for “Dodge Reports — How to use 
them effectively”, including the famous “Dodge 
Specification Form” that has helped thousands 
of others. It can help you select the kind and size 
of work that you can handle best, in the area that 
you can cover most profitably. 


\\l lly 
ety, 


Dodge Reports 


For Timed Selling to the Construction Industry 


/ > 
TT it 
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Now - HEAVY OIL ECONOMY 


FOR SMALL COMMERCIAL BUILDINGS 


Smith-Mills 25)4 Unit burns #4 and #5 Oil— 
provides up to 3000 sq. ft. steam radiation 


Now you can offer the operating economy and higher 
heat values of +4 or +5 Fuel Oil in a boiler-burner unit 
at moderate original cost. The boiler is the famous Smith- 
Mills 250 series with cast iron water tube construction. 
There are four sizes with net steam ratings of 1950, 2275, 
2600, and 2925 sq. ft. respectively (also water boilers with 
equivalent ratings). The burner is the new Sun Ray gun 
type for heavy oils. 
This unit is suitable for small hotels and apartments, Ruggedly constructed boiler, gun type burner, 


: ; combustion chamber and controls are furnished 
stores, garages, small factories, churches — with dependable : das. od F 
as a complete unit which is ideally suited for 


We € c i -i re c . ° . es 
heat (hot water or steam) and built-in tankless heaters installations requiring utmost economy of opera- 


that will provide up to 12 gallons of fresh hot water every tion while at the same time requiring a minimum 
minute, with every b.t.u. provided at low heavy oil cost. of attention and maintenance. 


H.B. 
CAST IRON BOILERS 


ee 


H. B. SMITH CO., INC., WESTFIELD, MASSACHUSETTS « Established 1853 





Most complete line in the world of cast iron boilers for heating 
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Quality features insure 
easy, cost-saving 


installation 


Kohler baths are made in a wide range 


of types and sizes—in white and colors. 


The sparkling, easy-to-clean enamel is 
fused to a base of non-flexing iron cast 
for strength and rigidity. Fittings are 


all-brass, chrome-plated. 


Machine-ground 


ends and back 


Edges straight where they meet the 
walls, ends square with the back, 
uniform length and width dimen- 
sions, aid fast, accurate tub-setting 
and wall finishing. 


m FINISHED 
a WALL FACE 


Four cast-on supports 
on tub bottom 


Provide a firm base—time-saving 
help for leveling the tub. 

a 

Tiling-in rim 

Cross-section shows that integral 
flange simplifies leak-proof installa- 
tion with any type of wall con- 
struction—wet or dry. 


—_ 
Tight-wall hangers 
Inexpensive hangers insure firm an- 
chorage, prevent wall cracks... 
Easy to use on studding, furring 
strips and flat walls. (Furnished on 
specification ). 


KOHLER CO. Established 1873 KOHLER, WIS. 

















ed Iron and Vitreous China Plumbing Fixtures + Brass Fittings « Electric Plants + Air-cooled Engines » Precision Contr 
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An early-morning fire in 1956 turned the original Shadowbrook into a 
roaring inferno, destroying it completely. 


(Below) Shadowbrook Novitiate as it will appear at completion 
Architect: J. Gerald Phelan, Bridgeport, Conn. 

Consulting Engineers: Fletcher Thompson Inc., Bridgeport, Conn. 

General Contractor: Walsh Bros., Inc., Cambridge, Mass 

Plumbing Contractor: Crane Plumbing & Heating Co., Cambridge, Mass. 
Plumbing Jobber: Warner Supply Co., Inc., Westfield, Mass. 


New Jesuit Seminary Rebuilds for Permanence 
with Bridgeport Copper Water Tube 


Rising out of t ashes of a disastrous fire several years various sizes, will go into the completed structure 
ago is one of the largest structures in Massachusetts’ 
beautiful Berkshire Mountains —the St. Stanislaus Jesuit 
education center. Called “Shadowbrook,”. the building 
stretches along a hilltop for some 500 feet and embodies 
modern, functional design and the finest of construction 
materials inside and out. 


In this and every installation of Bridgeport Copper 
Water and Drainage Tube, a number of benefits are 
enjoyed ... long, trouble-free service, lower installation 
costs, ease of handling and fitting and the secure knowl- 
edge that once installed, Bridgeport Copper Tube is in 
to stay. 

Permanence and quality are the keynotes of the recon- These are important advantages you can’t afford to 
struction. For this reason, Bridgeport Copper Water overlook. Your plumbing wholesaler carries a full line 
Tube has been selected for Shadowbrook’s extensive Bridgeport Copper Water, Refrigeration and Drainag 
water system; 18,800 feet of this high-quality tube, in Tube. Ask for it by name 


ot 


Service lines of Bridgeport Copper Tube are Overhead mains run the length of the building on copperized 
easily installed for trouble-free permanent installation. saddles to prevent wear. 


WADE USA 
ana 


“" BRIDGEPORT COPPER TUBE az 


Bridgeport Brass Company, Bridgeport 2, Conn. « Sales Offices in Principal Cities « In Canada: Noranda Copper and Brass Limited, Montreal 
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New Products 





(Continued from page 66) 
Shower Receptor-Bath 
A shower receptor-bath for use 
where space is limited has been 
introduced by Richmond. The fix- 
ture measures 38 by 39 by 12 in. 


and is made of an acid resisting 
vitreous-glazed “Perma-Gloss.” It 
features an integral rear corner 
seat for foot and sponge baths. The 
fixture is available in a choice of 
seven colors or white. 

Manufacturer: Richmond 
Plumbing Fixtures Division, Rheem 
Manufacturing Co., P.O. Box 111, 
Metuchen, NJ. 


Glass Fiber Duct Insulation 
Owens-Corning has introduced a 
foil-faced duct insulation made of 
glass fiber. The insulation is flex- 
ible, incombustible and designed 


for external application on con- 
cealed ducts and exposed round 
ducts that carry cold air. The prod- 
uct is light in weight and includes 
a flange for sealing joints. The foil 
provides a vapor barrier. Minimum 
densities range from '2 to 1 lb per 
cu ft, and moisture absorption is 
than 2 percent by weight. 
Thicknesses are from 1% to 2 in., 
widths are 24, 36 and 48 in. and 
lengths are 50 and 100 ft. The in- 
sulation is also offered with facings 
of vinyl, duplex kraft, reinforced 
duplex and reinforced 
kraft paper. 
Manufacturer: 


less 


foil-faced 


Owens-Corning 


Fiberglas Corp., National 


Bldg., Toledo 1, O. 


Bank 


Submersible Sump Pump Motor 
A series of submersible sump 
pump motors whose internal parts 


Three New Expansion Joints for Hot Water and 
Steam Lines Are Offered by Robertshaw-Fulton 


Three new models of packless 
expansion joints designed to absorb 
expansion and contraction in pipe- 
lines have been added to its line by 
Robertshaw-Fulton. One model 
can be used in steam and hot water 
lines under low pressure. This unit 
contains a fiber packing material 


for added protection and is recom- 
mended by the manufacturer for 
baseboard heating. A second mod- 
el, equipped with a stainless steel 
bellows, has a working pressure of 
150 psig. It can be used in higher- 
pressure lines. The third model is 
made entirely of stainless steel. All 
parts are electrically welded, form- 
ing a continuous unit. This model 
is rated at a maximum operating 
temperature of 1000F and maxi- 
mum operating pressure of 700 
psig. Applications for this unit in- 
clude chemical and other processing 
plants. 

Manufacturer: Fulton Sylphon 
Division, Robertshaw-Fulton Con- 
trols Co., P.O. Box 400, Knoxville 
1, Tenn. 


are made of aluminum has been in- 
troduced by Franklin Electric. The 
motors are 


bronze cased. The case 








encloses all working parts and also 
serves as the switch-actuating float 
of an drainer. 
Both pump and motor operate in 
and under water. They may be in- 
stalled entirel 
contained in a 


assembled cellar 


below floor level, 
sump, pit or tank 
The adjustment for float-case posi- 
tion is external. 
Manufacturer: Franklin 


Co., Bluffton, Ind. 


Electric 


Backhoe 
A backhoe 


swing cylinder giving a maximum 


with a hydraulic 


continuous are of swing of 200 deg 


a * meat 


er 
= 2 
has been developed by Henry. The 
backhoe is especially designed for 
with 
mounts 


crawler tractors. It 
the the 
tractor with a detachable mounting 
that requires only two pins. It digs 
to a maximum of 12 ft, 6 in. with 
a loading height of 8 ft, 6 in. The 
unit has two individually controlled 
hydraulic outriggers with a span 
of 9 ft, 8 in. There are 12 bucket 
sizes, ranging in width from 12 to 
38 in., plus four moles paw buckets. 
A pipe pusher attachment also is 
included. 

Manufacturer: Henry Manufac- 
turing Co., P. O. Box 521, Topeka, 
Kans. 


(Please turn to page 76) 
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A husky new tractor in the lower-cost, 40 hp 
engine class—the new International 330 Utility— 
shown here with heavy-duty International Wagner 
backhoe and loader. Backhoe trenches clean to 
12-ft depth; loader handles 11 cu ft bucket. 


International’s greater built-in weight is your 


BIG MONEY-SAVER in TRENCHING! 


Yee tal. 


CEs , : AX Le 10 
wt Lh fale - 
e \ = fi et 


a 


a -3 o. - Trem, we 
A "OD +, Agee ‘ 
Here’s power and brawn to handle a 24-inch, 6.5 cu ft backhoe 
bucket — the International 350 Utility tractor with International Pippin 
backhoe. The heavy-duty International Pippin loader handles Y2 cu yd 
or 2,000 Ib. 


e horsepower with all accessories installed 


x» See your 


INTERNATIONAL 
»>HARVESTER dealer 


International Harvester Products pay for themselves in use 
Wheel Tract Motor Truck 


Twine Commer 


Office, Chi } 


You get greater built-in weight . . . up to 900 pounds 
more with the International® 330 Utility than with 
other utility tractors in the 40 hp* class. You get up 
to 1,000 pounds more in the 50.2 hp* International 
350 Utility. And here’s how that greater built-in 
weight steps up output to cut your costs in trench- 
ing, backfilling, loading, and dozing: 


First, greater built-in weight means greater down- 
pressure on the backhoe bucket when digging. Inter- 
national Utility tractor owners report up to 25 per 
cent faster trenching than with lighter-weight rigs 
formerly used! 


SECOND. greater built-in weight means more traction 
on any footing for faster backfilling with front-end 
dozer or loader. 


ruirp, greater built-in weight gives you front-end 
stability to drive the tractor safely, with a mounted 
backhoe, from job to job at speeds up to 16.7 mph. 


FINALLY. greater built-in weight means stronger 
chassis, more rugged power train . . . greater strength 
and stamina to keep you on the job with less down- 
time and minimum maintenance. 


Prove the difference! Ask your IH Dealer for a down- 
in-the-dirt, brass tacks demonstration with the new, 
lower-cost International 350 Utility —or the big, husky 
350 Utility. Look in the classified directory, phone to- 
day! For catalog, write International Harvester Com- 
pany, Dept. DE-6, P. O. Box 7333, Chicago 80, Ill. 





clele)}s) 
REASONS 
WHY 


you should specify 


the NEW wWACHO 


LOY LIZAR 


COOLING TOWERS and 
EVAPORATIVE CONDENSERS 





GE) New Plastic 

Pak weighs 90% re 
less in FLOW-MIZER ‘5 4 
TOWERS! 4 


The new all-plastic Acme-Pak makes Acme towers 
lighter, more economical than ever. In an average 
unit (100-ton), the entire pack now weighs only 
180 lbs as against 2300 lbs for a comparable steel 
pack! This means real savings on installations and 
on freight. Better still, it can never rot nor rust 
; . is cleaned more quickly, less frequently. Total 
savings are two-fold: lower installed cost, lower 
maintenance cost. 











©) Zig-Zag 

coil spacing means 
greater capacity, 
less HP in NEW a 
_FLOW-MIZER evaps | longitudinally, 


ater remains in 


two ways. 


water 
zig-zag path, 


spray 
longer 


and better 





Also, the condensed 
frigerant 


| blower hp. 








L 








Acme’s zig-zag spacing 
improves coil efficiency in 
(1) By stag- 
gering the tubes, air and 
travel 
ef- 
fecting greater turbulence 
heat transfer. 
By sloping the tubes 
spray 
longer 
pos act with each tube. 
re- 
drains more 
rapidly. The result is more 
efficient evaporation ... 
which means more capac- 
ity in less space with less 
| 


a 








E} Twice as much surface protection 


Acme’s hot-dip galvanizing after fabrication de- 
posits twice the thickness of zine that ordinary 
electroplating does. This double protection against 
rust leaves no surface exposed, Units never need 
painting. 


GB full access to coil or pak 


fast, 
offer convenient 
or coil by 
rear, 


For maintenance, the new Acme units 
access to nozzles, eliminators, pack 
removal of full-width panels front and 
Sliding doors provided for quick inspection, 


easy 


C)} Easily serviced external sump 


On both cooling towers and evaps, Acme’s external 
sump provides quick easy access. Sediment screen, 
float valve, and water treatment facilities are 
reached by lifting the cover. 


©} Balance where it counts 


After final assembly, All Acme blower units are 
now electronically balanced to assure quiet, smooth 
operation at all times less wear on blower 
bearings ... greater efficiency . . . longer trouble- 
free service. 


New Acme Catalogs, Nos. 311 and 361 give full details. Write for them today. 


ACME fone 
ey *:: 


Cor 


Liquid Heal 
Receivers 


Ory Ex 


Liquid Onillers Exchangers 


INDUSTRIES INC. Jackson, Michigan 


= & 


Condensers 


\e *) 


‘o isl 


Packaged Packaged 
Chillers Heal Pumps 


Evaporative Condenser 
& Cooling Towers 


Manufacturera of Quality Air Conditioning and Refrigeration Equipment since 1919 
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Room Conditioners 


1HAN 





“SPANG galvanized steel pipe is tops 
for quality, economy 
and service’ 


says Mr. W. Edwin Cothran, Vice President, 
J. H. Cothran Co., Inc., Altavista, Virginia 


“We turned to SPANG for our pipe require- 
ments, because they could meet our dead- 
line for top-grade pipe where others could 
not,” reports Mr. Cothran. 

“The $400,000 plumbing, heating and 
air conditioning contract for the Facquier 
Hospital, Warrenton, Va., was a big order, 
and any delay in delivery would have re- 
sulted in large unproductive time costs. In 
addition, these ‘plus’ advantages with 
SPANG Pipe: 

“By using SPANG Galvanized Steel Pipe 
instead of other kinds of pipe for the drain 
conductors, we saved about 25% fabricat- 
ing time. 

“For the vacuum lines, SPANG Galva- 
nized Pipe is ideal: it withstands more air 
pressure and is more economical than 
other kinds of piping. 

“For the steam lines we chose SPANG 
Black Pipe, because it fulfills the architect's 
requirements, has good corrosion resist- 


ance, and is low cost, too.” 


SPANG CAN GIVE YOU 
TOP QUALITY RESULTS, TOO! 


Next time you order pipe, make it steel 
pipe ... make it SPANG .. . by calling your 
local SPANG Distributor. He can meet all 
your requirements for quality-controlled 
SPANG Steel Pipe and give you top-quality 


service, 


re 


General Contractor: 

English Const. Co. Inc., Altavista, Va - 
Mechanical Contractor: J. H. Cothran Co., Inc 
Architect: Ballou & Justice, Richmond, Va 
SPANG Distributor 

Plumbing & Mill Supplies, inc., Danville, Va 


SPANG Steel Pipe is used throughout the Facquier Hospital for drain conductors, vacuum 


lines and steam lines. SPANG Pipe saved installation time, helped cut construction costs 


SPANG-CHALFANT 


DIVISION OF THE NATIONAL SUPPLY COMPARY Sparano 


General Sales Offices 


Twe Gateway Center, Pittsburgh, Pa cw STEEL PIPE 





New Products 





(Continued from page 72) 
Gas Refrigerators 


A line of 
been 


gas refrigerators has 
introduced by Whirlpool 
Four models will be available. The 
de luxe model, now in production, 
is a two-door, 11 cu ft unit with an 
automatic ice maker, a separate 
70-lb and automatic 


freezer de- 


froster. Other features of this mod- 
el include two glide-out aluminum 
shelves with safety stops, tilt-out 
compartments for butter and eggs, 


‘ 
. 
1 
“ Pek, : 


full-width door shelves, adjustable 
cold control and twin crisper draw- 
ers. Three other models will be 
available in July. 

Manufacturer: Whirlpool Corp., 
N. State St., St. Joseph, Mich. 


Tempering Valve Line 

A line of tempering valves fea- 
turing a sensitive solid-filled hy- 
draulic has been 


thermostat an- 


Watts. The units 
offered in 34 and 1-in. sizes. They 
are designed for installation on 
tankless heaters in which a direct 
“hot” line can be piped to dish- 
washinz or clothes washing appli- 
without seriously affecting 
the tempered water at domestic 
fixtures. They are adjustable from 
140 to 200F. 

Manufacturer: Watts Regulator 
Co., 10 Embankment Rd., Law- 


rence, Mass. 


nounced by are 


ances 


Brass Fittings Series 
Two series of all-brass fittings, 
styled to match modern bathrooms, 


Carrollton One-Piece Stainless Steel Sink 
Assures Proper Sealing with Any Countertop 


Carrollton has introduced a one- 
piece stainless steel sink with inte- 
gral rim that is designed to provide 
proper sealing with any countertop 
material. Specially bevelled ledges 
seal themselves into the countertop, 
forming a union. Adjustable lugs 
insure a proper fit at all points, 


even if the countertop should even- 
tually sag, so that rim dirt and 
waste cannot collect along the 
edges. Both single and double-bow] 
models are available. 

Manufacturer: Carrollton Manu- 
facturing Co., Sink Division, Car- 
rollton, O. 


Kohle 
(illustrated) 
have large five-pronged handles 


have been introduced by 


Bath-shower fittings 


topped by decorative metal discs 


These units are available in either 
polished chrome or brushed chrome 
The 


lavatory 


finishes econd series, consist- 


ing of mixing faucets, 
also have five-pronged handles, but 
are engraved with letters “H” and 
“C.” This series is available in pol- 
ished chrome. Both series have in- 


“\ GALAXY 
SERIES 


terchangeable valve units with ny- 
lon seats. 

Manufacturer: Kohler Co 
ler, Wis. 


. Koh- 


Cooling Tower Line 

A line of compact induced-draft 
cooling towers‘ for use with com- 
mercial industrial air 


and condi- 


been intro- 
Products. The 
towers are available in capacities 
from 8 to 75 tons. The 8-ton model 
requires 10.2 sq ft of floor space, 
and the 75-ton model requires 47 
sq ft. All models are factory as- 
sembled. Features include plastic 
venturi-type fan throat, 
drift eliminators, stainless steel fan 
shaft and overflow and drain fit- 
tings. 

Manufacturer: Mason Products, 
Inc., 317A Main St., West Concord, 
Mass. 


(Please turn to page 126) 


tioning systems has 


duced by Mason 
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QZZLING 


SUMMER SALES... _ 
BIG DEALER PROFITS 


when you tie in with 


CLAYTON MARK 


PUMP 
PROMOTIONS 





CLOCKS 





UNIFORMS 





Choose one of these Deals 





Ciock Deal 


From June 1 to August 31, 1958, with your first ship- 
ment of six Jet Pumps (either 3-Way or Dual) for 
stock for each place of business you operate, you will 
receive absolutely FREE one of these handsome, use- 
ful electric clocks which is beautifully decorated in 
three colors. It’s a full 16-inch size and has a famous 
lifetime Hansen motor. This regular $17.95 value 
clock makes an attractive display . . 


FREE with six Jet Pumps. 


. and it’s yours 


Also from June 1 to August 31, 1958, with each ship- 
ment of three Jet Pumps you are entitled to one pair 
of uniform coveralls with your name and address on 
the back — plus your employee’s name over the front 
pocket. (Offer limited to one coverall per employee. ) 
These are top quality, generously tailored coveralls 
made from heavy- weight fisher-stripe twill fabric 

and they have the handy two-way zipper front. They’re 
typical $7.95 value, yet you get them absolutely FREE 

. one pair with each three Jet Pumps. 


Your Clayton Mark Pump Distributor will give you further details of these two FREE offers. 


More Sales...Greater Profits 


CLAYTON MARK Pumps and Water Systems 


NOW ... more than ever... it will pay you to 
standardize on CLAYTON MARK Water Sys- 
tems because your summer and fall sales and 
profits will reach a sizzling, record high. 

CLAYTON MARK offers a complete, highly 
engineered line of water systems with built-in 
quality—the same fine degree of workmanship 
that has made CLAYTON MARK the leader in 
water well equipment since 1888. 

When you stock and sell MARK Pumps, you 


benefit from the most intensive merchandising 


and promotion program ever offered. Free con- 
sumer mailers . . . free literature . . . free wall 
posters and window streamers. And—a great big 
consumer publicity program that sells the need 
for and the advantages of proper we lle quipme nt. 
PLU S—inquiry- sproduci ing advertisements in na- 
tional magazines such as THE SATURDAY 
EVENING POST and the F ARM JOURNAL. 
Make 1958 your biggest year! Do as thousands 
of new and old dealers are doing. Climb aboard 
the fastest moving pump line available anywhere. 


Standardize on CLAYTON MARK Pumps! 





Deep Well 
Stroke 


Submergible 
Pump 


Multi-Stage 
Jet Pump 


See your Clayton Mark Pump Distributor for prices or write us for further information 


CLAYTON MARK & COMPANY 


1900 DEMPSTER STREET ° 


EVANSTON, 


ILLINOIS, U.S.A. 
































Cooperation becomes more than a catch phrase... 


MUCH HAS BEEN SAID—and rightly so—about the 
importance of cooperation between contractors 
and wholesalers. Industry associations and other 
groups are dedicated to this noble end. But, in the 
last analysis, the cooperation that is productive of 
the most concrete results is that between the in- 
dividual wholesaler and his contractor-customers. 


» The most recent example of this fact of business 
life comes from the southeast. Noland Company, 
a wholesaler with 36 branches in as many cities, 
has started a program under which time-payment 
financing of modernization jobs is made available 
to the contractors’ customers, with a minimum of 
trouble for both. It’s being done through a sub- 
sidiary, the Noland Credit Co. 

Noland not only has a simplified system of ar- 
ranging for the financing and making the collec- 


expense to make its contractors (and the public, 
through direct and cooperative advertising) thor- 
oughly conversant with the advantages and prac- 
ticalities of time-payment financing. 


« The object, of course, is more business for No- 
land by helping its customers get more business. 

Noland isn’t content to let its business derend 
entirely upon contractor initiative. It’s encourag- 
ing him to go after more remodeling sales—and 
it’s encouraging the contractor’s potential custom- 
ers to seek him out. In other words, Noland is 
helping to bring the contractor and his customer 


together. (See following pages.) 


s We're far from suggesting that contractors rely 
on wholesalers to steer them to more business 
But it’s encouraging to find industry members 
working aggressively together for their mutual 


tions, it also is going to a great deal of trouble and profit. May we have more of the same! END 


Necessity... the mother of a soil pipe jig 


ONCE AGAIN an ingenious member of our industry 
has proved that necessity is indeed the mother of in- 
vention. A Florida contractor, looking for ways to 
cut his high labor costs, invented a system for pre- 
fabbing soil pipe (shown in operation at right). 

Another Florida contractor who has been using the 
system says it saves him from 1% to 3 percent on the 
cost of a job. In one hotel job, for example, he saved 
$12,500 in labor alone. 


» Cost-conscious contractors will find it to their in- 
terest to read about the system, page 96. END 
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circle due 


Both forms are continued on the reverse side. 
For copies, write to the editor of DE. The time 
balance shown on the form has been reduced. 


Wholesaler Financing: 


A New Sales Tool for Contractors? 


Here's how it works in the 36-city area covered by Noland Company 


Financing of modernization 
jobs is being made easy for cus- 
tomers of the Noland Company, 
a 36-branch wholesaler with 
headquarters in Newport News, 
Va. Noland now is offering time- 
payment financing through a re- 
cently formed subsidiary corpo- 
ration, the Noland Credit Co. 
The financing is part of a vigor- 
ous campaign to help plumbing 
and heating contractors increase 
their business in complete mod- 
ernization jobs. 


a Specific purpose of the new 


credit company, DE was told last 
month by Lloyd Noland, Jr., 


80 


board chairman, is to help its 
contractor-customers sell remod- 
eling by providing financing for 
the contractors’ customers. 


# The financing plan is available 
only to those who serve as prime 
contractors, Noland emphasizes. 

What motivated Noland to un- 
dertake this unique venture into 
contractor service? How will it 
work? Will it set a trend for fu- 
ture wholesaler-contractor rela- 
tions elsewhere? 

To get the answers to these 
and other questions, DE editors 
interviewed officers of the newly 
formed credit corporation. They 


are: Lloyd Noland, Jr., chairman 
of the board; John Sommers, 
president; A. N. Unger, execu- 
tive vice president; M. G. Smith, 
vice president; and John Clark, 
Jr., secretary-treasurer. Fred 
Rawlinson, sales promotion rep- 
resentative of the company, also 
was on hand to answer ques- 
tions. An account of the exclu- 
sive interview follows: 


Gentlemen, please tell us just 
what your financing program is 
designed to do. 


It’s intended to help the con- 
tractor sell more remodeling by 
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BILLING ADDRESS Pleose Print 


EF. Baldwin 


COMDITIONAL SALE CONTRACT 











NOLAN D caro company 


Undersigned Seller hereby sells and undersigned Buyer purchases, 
merchandise, other equipment ond services described below. Buyer acknowledges thot 
and hos elected to purchase ot the time price 


TOCATION OF PREMIS - 600 


RE wf 
' RVICES AND PRINCIPAL TERIALS 


e 1p Tub sail Rio20 bar. 5s ee -¢ 


| Kirring, £1200 bath wAsTe And cvettin Red. Ong F412 < loser 
| combination with SEAT And owe /9” x17" PY¥jee /AvATeRy 
comP/leEereE - 414 | 47 


DESCRIPTION OF OTHER EQUIPMENT (INCLUDE MODEL NUMBERS) RIAL NUM! 





























600/\00 

















6-30- Tosavgee 7i¢ \ 4¥ 























Buyer egress to pay the Time Betence inatit $6 stive monthly i ot CADET cet ere eters ential. a 5s ° 


wONTH 
and eoch successive instalment payable on the same day of each month thereafter until the Time Balance is poid in full, at the office of Noland Credit Company, Soupat tee, Virginie. 
RECEIPT OF AN EXECUTED COPY OF THIS CONDITIONAL SALE CONTRACT IS HEREBY ACKNOWLEDGED 


wv fas naan ambi Cacorrc vom Atypnrd Lf aldatin 


By 





(individual, Partner or Officer) 


*insert dote of Sth, 13th, 21st or 28th 














CREDIT APPLICATION (facing page), signed by the SALES CONTRACT used in the Noland Credit Plan 
contractor, provides for the usual information re- contains a description of the services to be per- 
garding the prospect’s qualifications. On the back 2 formed by the contractor and is signed by both the 
of the form (see inset) are time payment terms. contractor and buyer. In the right-hand column in- 
The application then goes to Noland for approval. formation on the loan and time payments is given. 





7 NOLAND 
making time-payment financing CREDIT COMPANY 


available to his customers. FIRST NATIONAL BANK 
NEWPORT NEWS, VIRGINIA 
How does your financing plan PAY TO THE ORDER OF 

differ from arrangements al- 
ready available from banks and . , 
similar institutions? THES TUENERD SORES Ode 
Newport News, Virginia 

It differs only in that it’s tailor- 
made for the plumbing, heating Fre Sum 500, OOCTS vottars 
and electrical contractor who 
functions as the prime contrac- 
tor on the job. It’s streamlined 3 NO WAITING: Under the finance plan, the plumbing-heating con- 
ont ts handle on that © tractor gets his money fast. As soon as the remodeling job is 
= — OS Bameee, SO tes 5 nna completed, Noland Credit Co. sends a check to the contractor. 
sults in faster approvals, saving 


time and effort for both the con- 
tractor and his customer. Only 


two short forms are used—a “Sr” 
contin Gaetan ant @ eae _A, IVE: A “x” 
tional sales contract. e-jeltlex;:< 


Setting up a credit corporation 
is quite an innovation for a 


wholesaler. What made you 
decide upon such a venture? 
NOLAND CREDIT COMPANY 


Several things. Obviously, the Y NOLAND 
more we help our contractor- 




















4 PAYMENT BOOK: To make it convenient for the customer to pay 
(Please turn to page 82) monthly installments, N-land provides a handy payment book. 
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continued... 


FOR 
HOME 
iPROVEMENTS | 
Fe ie io 
F a ee ol 
NOt AND 


at 
-_ 


DEALER MANUAL: Under the Noland credit plan, contractors are provided with 
a manual containing tips on successful time-payment selling and how to use the 
new plan to help sell more plumbing and heating modernization jobs. The 
three folders reproduced above are among the items included in the manual. 


(Continued from page 81) motions and so on. Important as_ nancing puts remodeling within 
customers get business, the more these things are—and we’re cer- the reach of more people—both 
sales we make. We want to do tainly not minimizing their im-_ in fact and in their thinking. 
everything we can to encourage portance—they’re not enough if 
our contractors—who, after all, the prospective buyer doesn’t You've indicated that your 
are the people who deal directly know he can afford to modernize service is available only to — 
with the public—to go after the by buying it on time payments. Santen: enn ea seme aaa 

a , contractors. Why is that? 
lucrative modernization market ; 
in a big way. Would you elaborate upon the 

advantages you see in time- 
And financing is ene of the payment selling? 
sales tools you think should be 
at the contractor’s disposal? Yes. It’s fairly apparent, we 


We want to encourage the con- 
tractor to go into complete re- 
modeling wholeheartedly, be- 
cause it’s by handling the com- 
plete job that he'll realize the 


think, that a prospect who knows : 
full profit potential. | 


Definitely. We feel that mcdern- he can buy a remodeling job at, 
ization is in large part a selling say $20 a month, is more likely 
job in that the contractor has to to decide upon remodeling than 
stimulate interest in remcdeling. is a prospect who thinks cnly in 
This sales job needs tools. Not terms of the $800 over-all cost. It will be by the end of the sum- 
just advertising, displays, pro- In other words, time-payment fi- (Please turn to page 84) 


Is your finance plan available 
through all your 36 branches? 


They 
masterminded 
the Noland 
financing 

plan 


4 ae ‘ + . 
L. U. Noland, Jr. J. E. Sommers M. G. Smith A. N. Unger 
Board Chairman President Vice President Vice President 


Pictured elsewhere 
(page 84), John Clark 
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continued ... 


Noland Uses ‘Road 
Show’ to Explain 
Its Financing Plan 
to Contractors... 


ENTHUSIASTIC AUDIENCE: More than 200 plumbing and heating 
contractors turned out in Roanoke, Va., April 30 to learn details 
of the credit plan and how they could use it to sell. It was one 
of 36 such meetings scheduled for cities with Noland branches 


A “traveling road show” is being acceptance of the proposed remod- 
used by the Noland Credit Co. to eling job and ending with the con- 
acquaint its contractor-customers’ tractor receiving a check for the 
with its time-payment financing financing job and the customer 
program (preceding pages). The getting a coupon payment book. 
“show” is a skit acted out by No- The Noland traveling company, 
land employees and depicting, in which officially hit the road late in 
step-by-step fashion, just how a April with a premiere appearance 
contractor can use financing to sell in Roanoke, Va., expects to be on 
the modernization job he otherwise the road most of the summer, in- 
would not get. troducing the Noland Credit Co 

program to contractors in all 36 
a The skit goes on to show the con-___ branch cities. 
tractor the 10 simple steps he must “We're taking this visual-oral 
take to help his customer obtain a means of explaining how our new 
loan from Noland Credit Co.—be- credit operation works,” says Lloyd 
ginning with securing the buyer’s Noland, Jr., “because we want to 


Skit tells about new credit plan, how to 


NOLAND 
| CREDIT 
COMPANY 





make sure it’s thoroughly under- 
stood, for maximum benefit to all 
For this reason, we’re intrcducing 
the program gradually throughout 
our branch cities, instead of all at 
once. We hope to have the new 
credit company in operation in all 
cities by the end of the summer.” 


e Newspaper advertising and social 
entertainment for contractors is ac- 
companying the introduction of the 
Noland credit plan in each city. As 
the plan becomes operative in each 
area, Noland is inaugurating an 
extensive direct and cooperative 


advertising program END 


SALESMAN Bill Thompson explains details of the No- “YOU CAN HAVE your new bathroom on easy terms,” 
land plan to Mr. P.H. Contractor (Fred Rawlinson). the p-h contractor tells Mr. and Mrs. Homeowner. 
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continued ... 


(Continued from page 82) 
mer. We’re conducting a series 


of meetings to thoroughly ac- 


quaint our salesmen as well as 
contractors with the plan. 


Please give us some details on 
how the plan works. 


We'll have a credit manager at 
each of our 36 branches with 
whom contractors can work. 
Each will receive a 
“Dealer Manual” containing a 


contractor 


simply worded contract form 
that, when signed by the con- 
tractor and us, sets up a work- 
ing between us. 
There’s also a pad of “Credit Ap- 
plication” forms and another pad 
of “Conditional Sale 
The includes a 
rate card, a booklet on selling 
procedures with financing and 


agreement 


Contract”’ 


forms. manual 


another containing hints on suc- 
There’s 


sheet listing our terms and giv- 


cessful selling. also a 
ing a 10-step summary of what 


the contractor has to do. 


What are your terms? 


The following: 


The minimum 


JOHN CLARK, Noland Credit Co.’s sec- 
retary-treasurer, narrates the skit on 
“the easy way to time-payment sales.” 


amount of a contract, $100; min- 


imum term of a contract, six 
months; minimum monthly pay- 
ment, $9.50; maximum amount of 
contract, $3,500; maximum term 


of contract, 36 months. 


Would you list the steps of 
time-payment selling? 


Secure 
buyer’s acceptance or tentative 


Yes. They’re as follows: 


approval of the proposed remod- 
eling job and the credit terms. 
Complete the customer’s credit 
application form and the sales 
contract at the same time, if pos- 
sible. Both of these are 


very short, yet centain all the 


forms 


necessary information—the one, 
on the customer’s ability to pay, 
and the other, a description of 
the work to and the 
terms of sale. 


be done 


What comes next? 


The contractor presents the two 
forms to Noland Credit Co. and 
awaits notification that the loan 
has been approved. When it has 
been approved, he completes the 





PLUMBING CONTRACTOR (played by Fred 
Rawlinson) calls his wholesaler to get cred- 
it approval prior to going ahead with job. 


remodeling job and obtains two 
signed completion certificates, 
one of which he sends to Noland 
Credit Co. Noland then pays the 
contractor for the job and the 
customer receives a letter and a 
coupon payment book from No- 
land. The payments go to our 
Newport News headquarters. 


How do you expect to promote 
the plan? 


By direct mail and newspaper 
advertising. We’ve prepared an- 
nouncements, letters 
and newspaper ads informing the 
public that Jones Plumbing Co. 
“now can offer home moderniza- 


tion on easy terms.” The adver- 


gimmick 


tising is planned for a continuous 
drive with follow-up mailings 
and ads spaced for maximum 
impact. In fact, given a mailing 
list, we'll handle the actual mail- 
ing. We should point out, too, 
that our 250 salesmen are being 
thoroughly briefed on the details 
of the program and will be in a 
position to help contractors in 


every way. END 


NOLAND 
CREDIT 
COMPANY 
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“Federal Construction 
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THE HOT DEBATE on the controver- subs 
sial bid-shopping bill was reaching 
a climax last month, as the dead- 
line for possible Senate action 
neared 

The bill, H.R. 7168—officially ti- 
tled the Federal Construction Con- 
tract Procedures Act—has been 


and because it defines bid 
shopping as an unfair trade prac- 
tice, opening the door to future ac- 
tion against violators. 


s Binder, whose company has done 
some quarter of a million dollars 
worth of federal contract work un- 
der the supervision of the Corps of 
Engineers since the establishment 
ate Judiciary Committee in August of the Little Rock Air Base. work- 
of last year. 


awaiting Senate action since it was 
reported out favorably by the Sen- 


ing as a subcontractor for general 
contractors, has been in the fore- 


front of the proponents of the bill 
before its coming adjournment, the In a statement to DE late last 


bill will die. In that case, propo- month, Binder indicated his back- 


ing of the bill is based upon his 


alf the Senate doesn’t act upon it 


nents of bid-shopping legislation 
will have to introduce a new bill in 
the next Congress. 

With Senate adjournment ap- 
proaching, both proponents and op- 


Deadline for Senate action nears 
Federal Geveranet 12 as both sides look for support... 


personal experience in federal con- 
tract work and his conviction that 
H.R. 7168, while not a perfect bill, 
is nevertheless a good oné (See 
Binder’s statement, beginning on 
page 194.) 

Binder also took sharp exception 
to a statement made by T. H. Norris 
Jr., El] Dorado, Ark., contractor, one 
of the bill’s opponents, and pub- 
lished in the April issue of DE 
Norris’ reply to the protest appears 
in the letter below 


# The bill’s opponents generally 
are critical of the five-day leeway 


(Please turn 


ponents of the pending levislation Mr. Norris clarifies his statement on Jim Binder... 


were attempting to marshall thei 


forces and to convince uncommit- Et DoraApo, ArK.—It is unfor- 


ted contractors to voice their opin- tunate that in commenting 


upon 
ions to their Congressmen and_ the bid-shopping bill, I made a 


Senators. statement that James Binder of 
Little Rock, Ark., was lacking in 
# Proponents of the bill, including knowledge of the problems facing 
James Binder, Little Rock, Ark., plumbing contractors. 
contractor and president of the 
Council of Mechanical Specialty as to the qualifications possessed 
Contracting Industries, assert the by Mr. Binder. Knowing his firm, 
bill will curb bid shopping by re- I was under the impression that he 
quiring general contractors to was more concerned with the prob- 
name their mechanical specialty lems of public relations, and so, per- 


There was no reflection intended 
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haps, used an unfortunate phrasing 
in stressing my opposition to the 
bill currently under consideration 
in Congress 

I am sorry if Mr. Binder took my 
words to mean what they did not 
mean in my mind 

May I hope this will clear up 
the matter on my thoughts and let 
there be no ill feeling. We all have 
the right to differ 

T. H. Norris, Jr 

Norris Mechanical Shop 








Recession? What recession? 

This is the answer you're likely 
to get to questions about the busi- 
ness decline when you talk to con- 
tractors who are firmly established 
in the air conditioning business 
during the next 12 months. 

Survey after 
owners and occupants of all build- 
ing types—show air conditioning at 
or near the top of buying plans for 
1958-59. 


survey—-among 


#One of the most intensive sur- 
veys of its kind on air conditioning 
ever made has just been completed 
by the Du Pont Company’s Freon 
Products Division. The survey—on 
the market—sup- 
plements earlier studies on home 
air conditioning made by the firm. 

It probed into user attitudes and 
buying plans. It searched into per- 
formance characteristics and oper- 


non-residential 


ating costs. And it analyzed re- 
placement potentials. 

So much data were developed in 
the survey, a Du Pont official told 
DE, that several months will be re- 
quired for a complete analysis. 
Some conclusions, however, have 
already been drawn, and this is the 
first report on them. 


# One important statistic turned up 
by the survey spotlights the big po- 
tential in air conditioning. Seventy 
percent of the nation’s five million 
commercial and industrial business 
establishments are not mechanical- 
ly air conditioned. About 300,000 of 
these, a record number, plan to 


purchase air conditioning within 
the next 12 months. 
If survey 


respondents follow 









In for Its Greatest Year? 


Survey of non-residential field shows (1) biggest gains will be made 
in next 12 months and (2) where to pinpoint your sales efforts 


through on current plans, 1958 will 
see an increase of 20 percent in the 
number of commercial-industrial 
establishments equipped with me- 
chanical cooling systems. In addi- 
tion to new installations, the survey 
indicates, 24,000 owners of present- 
ly air conditioned quarters plan to 
add to their present cooling sys- 
tems within the next year, while 
29,000 intend to replace existing 
equipment. 

Survey conclusions, based upon 


with 2,637 business 
establishments out of a national 
probability sample of 16,365 in 103 
localities, are projectible with an 
accuracy of plus or minus one per- 
cent, research officials told DE. 


interviews 


a Nine basic types of commercial- 
industrial buildings were included 
in the survey, which the company 
said essentially all 

residential establishments in 


covers non- 
the 


(Please turn to page 88) 





Use this trouble-shooting guide to take the 
headaches out of air conditioning service 


Dip YOU EVER WISH for a simpli- 
fied guide that would show at a 
glance where +he trouble lies in a 
malfunctioning air conditioning 
system? Such a guide is now avail- 
able to the industry. 


and their 
servicemen in speeding up diagno- 
sis and treatment of the most prev- 
alent types of service problems, 
Janitrol has developed a “Road 
Map for Air Conditioning Service.” 
Check charts outline the symptoms 
of 52 service problems and present 
their solutions. 


wsTo assist contractors 


a The new guide is available with- 
out charge from Janitrol represen- 
tatives or from the factory. Address 
requests to the Janitrol Heating 
and Air Conditioning Division, 
Surface Combustion Corp., Colum- 
bus 16, O. END 
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HERE'S HOW 
TO USE 
THESE SALES AIDS 
MOST 


EFFECTIVELY ae 


Honeywell 
Hf) Fee & Cotas. 


Sie. 


A NEW INDUSTRY-WIDE sales pro- 
aimed at stimu- 
lating wider consumer understand- 
ing and purchase of residential air 
conditioning—has been launched by 
Minneapolis-Honeywell 
Company. 


motion campaign 


The new promotion is being car- 
ried out in cooperation with the 
nation’s manufacturers of original 
equipment. A high percentage of 
participation 
M-H officials told 
fact that within weeks after 
the campaign was disclosed to 118 
manufacturers, 107 
their support. 


assured, 
DE, citing the 


two 


already is 


had _ pledged 


format, the RAC (residential 
air conditioning) promotion is simi- 
lar to that of “Project Warm 
Hearted House” (DE, January, 
page 104). The campaign will be 
kicked off at the consumer level by 
a four-page advertisement in the 
July issue of House Beautiful mag- 
azine. Names of participating man- 
ufacturers will be listed. Honeywell 
estimates the new 
cost at least $100,000. 
Key to the air conditioning pro- 


alin 


program will 
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scripts, sales letters 


Regulator 


HEADQU 


Get your free + 


This 


5 A4-page answ eT 


ARTERS FOR PLANNING 


here! 


booklet 


SALES BOOSTERS, including window banners, consumer booklets, radio-TV 
and newspaper ads, are available in the M-H promotion kit. 


Plan Will Help You 


Boost Home A-C Sales... 


motion is a brightly written new 
24-page consumer book. The book- 
let—an educational vehicle—is de- 
signed to take the mystery out of 
air conditioning for the average 
and to create a desire 
for its benefits. 


homeowner, 


sHoneywell {fs copies 
available at cost to participating 
manufacturers, who in turn will 
handle distribution through their 
own organizational setups. To date, 
orders have been filled for more 
than half a million copies, with one 
firm alone ordering 50,000. 

Many manufacturers have tied 
in the new program with already- 
scheduled campaigns, which indi- 
cates that central air conditioning 
will receive an unprecedented push 
from all segments of the industry 
during 1958. 

“About 200,000 families this year 
will start enjoying a new way of 


making 


life—central air conditioning,” K. L 
Wilson, Honeywell vice president, 
said. “This campaign will spotlight 
for the homeowner the facts about 
air conditioning and do much to 
the 
public mind that it is expensive to 
buy and operate.” 
Wilson that 
sponsorship of such industry-wide 
RAC campaign 
and Project Warm Hearted House 
(which won the support of 10,300 
dealers, 60 manufacturers and 200 


correct the misconception in 


added Honeywell's 


programs as the 


wholesalers) reflects the company’s 


basic sales philosophy 


a To get 
explained, 


increased business,” he 
“it is better to expand 
the whole market to seek a 
larger stable market 
Every consumer sale adds momen- 


than 
share of a 


tum which benefits everyone.” 


The easy-to-read consume: 


(Please turn to page 88) 


When is a warm air heating system ready for the 


addition of cooling? 


(page 187) 





Honeywell Program... 


(Continued from page 87) 


booklet contains information on the 


difference between cooling and 
year-’round air conditioning, what 
needed for a 


particular home, how much it will 


size cooling unit is 


cost to own and operate an air 
conditioning system, the types of 
financing available, the various re- 
frigeration and controls systems 
offered check list of the 


things a homeowner should con- 


and a 
sider before purchase. 


booklet 


two-color 


the 
reserved for 


ws Two pages of have 


been ad- 


vertising messages by original 
equipment manufacturers. Space is 
reserved on the back page for the 
manufacturer’s logo and his deal- 
imprint. After 
initial quantity 
both 


er’s receiving an 


of booklets, 


manufacturers 


free 


dealers and 


can obtain as many copies as 
needed for a nominal charge. 
Honeywell also will furnish par- 
ticipating dealers with a complete 
set of sales booster aids, including 
window and wall banners, sample 
ads, suggested radio and television 
spot commercial 


scripts, sample 


Du Pont Survey... 


(Continued from page 86) 


nation. Separate statistics 


gathered in three major areas: 


were 


Retail, including food and drug 
stores, eating and drinking estab- 
lishments, personal—business—re- 
pair services, and all other retail, 

Other commercial, including of- 
fice buildings, hotels and motels, 
institutions, and all other public 
occupancies, and 

Industrial, which 
types of manufacturing plants and 


includes _ all 


“Now try it!” 


letter 


contractor or 


sales 
Any 


wishing to participate in the cam- 


and envelope stuffer. 


wholesaler 


paign can obtain the promotional 
package by writing to Minneapolis- 
Honeywell, Merchandising Depart- 
ment, 2753 Fourth Ave., South, 
Mir.neapolis. END 


others engaged in the production 
and processing of materials. 
Preliminary findings of the sur- 
vey indicate that tonnage 
standpoint the industry’s greatest 
sales potential exists in the retail 


from a 


building category. Based upon av- 
erages of the equipment now in use 
in such buildings, the 2% million 
non-air conditioned and 
shops represent a potential of about 
20 million tons of cooling equip- 
ment. The approximately one mil- 
lion 


stores 


conditioned business 
establishments comprising the re- 


non-air 


mainder of the commercial market 
could easily absorb 13 million tons 
of cooling, while the 180,000 in- 
dustrial buildings not air condi- 
tioned could account for 1.5 million 
tons of new refrigeration capacity. 


ws Even those in the currently air 
conditioned class represent a siz- 
able potential, research officials 
pointed out, because they include 
many buildings which are only par- 
tially air conditioned and many in 
which existing equipment is sub- 
ject to replacement. In the indus- 
trial area, for example, 19 percent 
of the nation’s 259,000 establish- 
ments are only partially air condi- 
tioned, and only 12 percent are 
wholly air conditioned. Twenty- 
nine percent of the 1.7 million 
“other commercial” establishments 
are completely air conditioned and 
20 percent of the three million re- 
tail business units are. 


s Among the 3.5 million commer- 
cial-industrial buildings not now 
air conditioned in any way, the sur- 
vey disclosed that about a half mil- 
lion have considered mechanical 
cooling, and that about half of the 
latter group plan to install such 
equipment within the next year. 
This ready-to-buy market is heav- 
iest, numerically, in the retail busi- 


(Please turn to page 190) 
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JOB PROBLEMS...and how to solve them 


! ° . “s What does modernization in- 
Here Ss help in modernizing volve? Are radical changes neces- 
° . sary for the boiler, piping, tank, 

hot water gravity heating radiators or convestors? 
e can do an elaborate job oO! 


make only the minimum changes 


By Robert H. Emerick, Consulting Mechanical Engineer necessary, depending on how fai 
the homeowner wants to go. The 


elaborate job means replacing the 


old-fashioned type radiators with 
Why modernize? What’s wrong. ators that look like iron monsters. 


with a gravity system? The home- These are unsightly, take up use- 
owner knows, and here is a brief ful space and date the household. 


new radiation—possibly convectors 
or baseboard heating. It can mean 


(Please turn to page 90) 
list of his usual complaints: 


(a) Heating is non-uniform. Cer- 
tain rooms overheat, others under- 





heat. We have no sure control. 

(b) Heating from a cold start is 
too slow. The water takes too long 
to get moving. 

(c) The piping is large and often 
complicated in appearance. 

(d) Open systems, with the tank 
in the attic, can’t be forced much 
before the water spills out through 
the overflow. There is no excess 





capacity for extra-severe weather. 





(e) Many of the old systems are 
hooked up with old-fashioned radi- 





FIG. 1: When converting to a 1-pipe 
forced circulation system, insert di- 
version fittings (circle) on radiator 
branches and balancing cocks (square 
on return mains at the “Y” junction as — 1ST. FLOOR 
shown. Many authorities recommend, o>. Aan 

when necessary, the use of diversion SYMBOLS 

fittings on the returns from radiators O=DIVERSION FITTING 

as well. Radiator capacities are O=BALANCING COCK 

shown in thousands of Btu per hour. 
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continued... 


TABLE 1 
The Modernization Choices 


What we've got: 
Open tank gravity. 

What we want: 
Closed tank gravity. 

How to get it: 


(1) Replace open tank with closed. (2) Change piping 
to tank as may be required by new tank and its location, 
whether in attic or basement. If above system, set tank 
at least four feet above the highest radiator. 


What we've got: 

Open tank gravity with reversed return. 
What we want: 

Closed tank with forced circulation. 
How to get it: 


(1) Replace open tank with closed. (2) Install circu- 
lator. (3) If more than one loop, on one circulator, install 
balancing cocks in returns. (4) Make pipe changes to 
suit new tank and circulator. (5) Provide circulator 
controls, thermostat and wiring. (6) Verify operation of 
firing equipment safety controls. (7) Clean and test the 
boiler. (8) Provide automatic air vents at high points 
of piping mains. (9) Install flow control valves. 


What we've got: 

Open tank gravity with direct return. 
What we want: 

Closed tank with forced circulation. 
How to get it: 


(1) Make all nine changes as above. (2) Convert direct 
return to reversed return. 


What we've got: 

Closed tank gravity, one pipe arrangement. 
What we want: 

Forced circulation. 
How to get it: 


(1) Install circulator, or circulators if zoning is de- 
sired. (2) Set diversion fittings in main at branches to 
radiators. (3) If more than one loop is on one circulator, 
install balancing cocks on returns. (4) Provide all cir- 

(Please turn to center of page 92) 


(Continued from page 89) 
new piping and a new boiler, in 
order to allow basement space to 
be converted into an attractive rec- 
reation room. 

For the minimum remodeling, 
more or less change is required, as 
indicated in the summary in Table 
1. By less change, we mean no 
more than is enough to provide 
satisfactory heating. 


a This article will deal with the 
three basic types of gravity sys- 
tems: closed without a compression 
tank, closed with a compression 
tank and open expansion tank. 
The function of the compression 
tank is to permit operation of the 
system at temperatures above the 
normal boiling point of water. The 
proper amount of air in the tank 
also allows the expansion of water 
when heated, without constant re- 
lieving and spilling through the 
safety valve, which would also oc- 
cur should the system not have a 
tank. Naturally every time the ac- 
tion of spillage or discharge occurs, 
the system must be replaced with 
new water, which makes the system 
more susceptible to corrosicn. In 
other words, it means that the wa- 
ter in the system would expand, 
spill and fill—expand, spill and fill. 


s The tank is initially full of air. 
However, during the filling of the 
system, cold fill water enters the 
tank, compressing the air and in- 
creasing the pressure on the sys- 
tem. During the operation of the 
system, additional water, caused by 
the expansion of the water due to 
heating, enters the tank, further in- 
creasing the system’s pressure. The 
greater the pressure of the system 
the higher the allowable operating 
temperature of the water. 


= At the times when there is not 
enough air in the tank for normal 
operation, it is necessary to build 
up the pressure by either pumping 
additional air into it while the sys- 
tem is cold, or by simply draining 
the compression tank of its water, 
then refilling it, achieving a higher 
air-to-water ratio. This can be ac- 
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complished without 


the 
entire system by installing a valve 


draining 


between the boiler and compression 
tank and having a proper draining 
the tank itself. Drain 
valves designed specifically for this 
purpose the 


manufacturers of hot water heating 


device on 


are available from 


systems or specialties. - 


=» Changes to the compression tank: 
Frequently we can leave a com- 
pression tank as it is. However, we 
strongly recommend the adoption 
of an air removal device, either on 
or near the boiler. This vents air to 
the tank. 


are available for this purpose 


Many excellent devices 


» Changes to the boiler: Its condi- 


tion and current performance will 
determine, of course, whether the 
boiler must be replaced. If it’s in 
good condition, the changes will be 
but work 


as follows: 


minor, certain must be 
done 

(1) Drain it, wash it out, clean it 
of scale, repair or replace all parts 
and areas that need repairing 


Wate: 


through it faster than ever before. 


Reason: will be 


going 


This water can bear scale and dirt 


into the new circulating pump, and 
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FIG. 3 shows a 2-pipe direct return system 





The way to modernize this at a 


minimum of cost would be to convert it to a 2-pipe reversed return system 


However, the most desirable conversion would, of course 


into the various balancing and vent 


valves, causing serious interrup- 


tions in their proper operation. 
(2) Dismount, clean and inspect 


Make that all 


gauges and controls are 


all 


necessary 


gauges sure 


present and in good working orde1 


s Reason: More than likely, the old 
equipment has long ago stopped 


The 


can’t do a complete job unless the 


functioning new circulato1 
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FIG. 2: In modernizing a 2-pipe reversed return system, the circulator is added 


to the return line and balancing cocks are installed on the returns from the 


branch circuits at the juncture of loops A and B 


1958 


center, left 


be to a |-pipe system 


1 , : 
other boiler gauges and controls do 


their duty, and 
faithfully 


represent condiiions 


We 
quite sure to find the existing pat- 
the basi 
in Figures 1 


do in each case 


« Changes to the piping: 


are 
tern in accordance with 


arrangements show: 
What t 


may be summarized thusly 
Figure 1 is a 


r and } 


l-pipe layout 
Probably it has not performed very 
well, 


are 


since these gravity 1-pipers 


sensitive to almost everything 
and wiil scurry 


the first 


out of balance ove! 


chunk of dirt 
What 


is to 


wandering 
that comes through we do to 
this prima donna insert diver- 
the main at every 
takeoff to a radiator. In 
addition, fo below the 


dive rsion 


sion fittings in 
point of 
radiators 
main, we'll provide a 


fitting on the return connection as 


well. (Many authorities also recom- 
mend, when necessary, the use of 
diversion fittings on the 1 


the 


turn con- 
nection above 

Now the 
where we wan it to go 


while the ci 


main.) 

water will go docilely 
at least 
culator is running 


a Figure 2 shows a 2-pipe, reversed 
return. With this arrangement, pip- 
the 


job is a minimum one. All we need 


ing changes are small. again if 


do is to cut into the return for the 


circulator and install balancing 


(Please turn to page 92 





continued... 


(Continued from page 91) 
on the returns from the 
circuits, at the points 
(Incidentally, some think 
it’s a good plan to provide a piping 
bypass around the circulator. If, as 
rarely happens, we must take it to 
the shop for repairs, the bypass al- 
lows a reversion to gravity heat- 
ing, rather than have the system 
shut down completely.) 
The only time we would operate 
more extensively on a 2-pipe re- 


cocks 
branch 


shown. 


Table 1 ..... continued from page 90 


versed return is when the customer 
complains about the 
pipes occupy and wants them out 
of there, or if a complete remodel- 
ing job is undertaken. Then we 
would pull out the whole thing and 
replace it with a 1-pipe system, di- 
version fittings and all. Pipe or tub- 
ing would be small-bore. 


space the 


a Figure 3 presents a 2-pipe direct 
return. We can’t consider this mod- 
ern with a circulator pushing the 


hot water around, because exten- 
sive short-circuiting is sure to 
occur. Some radiators would get 
far more water than the heating 
load calls for, and others far less 
This arrangement is a standing in- 
vitation to service calls. 

In changing around this pipe, we 
would prefer to convert the layout 
to a 2-pipe reversed return. This 
plan allows us to salvage much of 
the present piping by 
the various The 


relocating 


sizes. result, of 


(Note: On all modernizations that include forced cir- 
culation, provide some form of air removal device.) 


culator controls, thermostat, etc. (5) Verify 
safety controls on burner. (6) Clean and test 
boiler. (7) Provide automatic air vents at high 
points of main. (8) Install flow control valve. 





What we've got: 

Closed tank gravity, 2-pipe reversed return. 
What we want: 

Forced circulation. 
How to get it: 


(1) Act as directed for the open tank gravity, 
reversed return except: Leave closed tank con- 
nections approximately as they are. Tank re- 
placement possibly not needed. 





What we've got: 

Closed tank gravity, 2-pipe direct return. 
What we want: 

Forced circulation. 
How to get it: 


(1) Modify the direct return to a reversed 
return. (2) Follow the steps given for adding 
forced circulation to a 2-pipe reversed return. 


What we've got: 

Closed tank gravity, mixed piping systems. 
What we want: 

Forced circulation. 


How to get it: 


(1) Convert the direct return, if present, into 


a 2-pipe reversed return or a l1-pipe loop. (2) If 
multiple circuits are fed by a single circulator, 
install balancing cocks on all returns. (3) If a 
1-pipe circuit is present, install diversion fittings 
on each radiator supply branch. For radiators 
below the main, install diversion fittings on both 
the supply and return branches. (4) If approved, 
provide a circulator for each type of circuit. 
(5) Install control thermostats and wiring. (6) 
Verify operation of safety controls on firing 
equipment. (7) Clean and test boiler. (8) Pro- 
vide automatic air vents at high points in piping 
mains. (9) Install flow control valves. 


What we've got: 

Any kind of gravity system. 
What we want: 

The best. A de luxe modernization. 
How to get it: 

(1) Re-pipe the job, using small bore piping 
or tubing. (2) Improve the radiators in both 
type and possibly location. (3) Break up the 
load into zones—each zone to be controlled by 
its own thermostat and circulator and each zone 
to have a flow control valve. (4) Use a closed 
compression tank. (5) Verify proper function- 
ing of boiler firing equipment controls. If not 
functioning properly, replace. (6) Clean and 
test the boiler if in good condition—otherwise 
replace. (7) Provide automatic air valves at 
high points of piping mains. (8) For branch 
mains on the same circulator install balancing 
cocks. (9) Tie a big pink bow on the boiler out- 
let, and deliver to the owner with a bow. END 


DomeEstTk 





ENGINEERING, JUNE 1958 


course, is a saving in the over-all 
modernization cost. If the customer 
will accept the idea, we can switch 
to 1-pipe and tear out most of the 
main piping, replacing it with new 
material 

As previously noted, the owner 


might want to remodel his base- 


‘ment into a recreation room, in 
the probably 
would be preferred, even if it did 


cost a little more. 


which case 


1-pipe 


win Figure 4 we go to a combina- 
tion. Here we have 1-pipe, 2-pipe 
reversed return, and 2-pipe direct 
return. These conglomerations oc- 
cur as the result of a house getting 
growing pains. Each addition down 
the made at the 
lowest cost available, with no ref- 
erence to 


years has been 


how it will harmonize 
with the existing circuits. 
In a like 


make these changes: 


case this, we would 
(a) Loop A, the reversed return, 
needs only a balancing cock on the 
return at the point shown. 
(b) On Loop B, the 1-piper, we'll 
need where in- 


cocks _ if 


diversion fittings 


dicated, plus balancing 
found to be necessary. 
(c) Loop C, with its direct re- 
turn, will be remodeled into a 2- 
pipe, reversed return, with a bal- 


ancing cock near the pump. 


wA single circulator can be made 
to handle this job, despite the vari- 
ety of circuits, provided we select 
one big enough to pump all the 
gallons per minute needed against 
the head of the with the 
greatest frictional resistance. How- 


circuit 
ever, this is an absolute minimum 
the owner 
refuses to go along with a better 
one. Much better would be three 
circulators, each with its own zone 
The arrangement 
provide better heating 
throughout the building and, in the 
long run, save on operating costs 
since the different exposures of the 
different zones have different heat- 
ting demands. 


recom mendat ion when 


control. 3-zone 


would 


= General piping rules: Regardless 
of the piping arrangement 
countered, matter 


en- 


and no what 
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O=DIVERSION FITTING 





O =BALANCING COCK 








FIG. 4: This is a combination system including 1-pipe, 2-pipe reversed return 
and 2-pipe direct return. The following changes are recommended: A balanc- 
ing cock is added on the return of Loop A, a reversed return system, at the 
point shown. Balancing cocks (if necessary) and diversion fittings are added to 
Loop B, the 1-piper. Loop C, the direct return system, will be remodeled into a 
2-pipe reversed return with a balancing cock near the pump. While only one 


circulator is shown, three (each with its own zone control 


changes we make, the piping is not 
complete until we check it against 
these three rules: 

(1) Make sure that the level of 
the mains and branches pitch up in 
the direction of flow. Repitch if 
necessary, and install eccentric re- 
ducers or eccentric bushings where 
needed to pockets 
where the piping steps down in size. 

Reason: Faulty pitch and air 
pockets produce confusion in the 
water movement, which is followed 
by noise and circulation trouble. 

(2) Be sure that automatic air 


eliminate air 


ore recommended 


vent valves and 
working, at high points on both the 
supply and return piping. 


Reason: To provide points of exit 


are in position, 


for air in the piping 

(3) Examine the locations of the 
mains for possible excessive expo- 
sure, or subjection to a cold draft 
Cover if necessary 


ws Reason: With rapidly circulating 
hot water, the heat loss from bare 
pipe in exposed locations becomes 
substantial and costly END 
(To be continued next month) 


Here are more winners of Achievement Awards 
in the Big Push Remodeling Sales Contest . .. 


LAst MONTH, DE published the 
names of 130 winners of valuable 
and merchandise 
certificates in its Big Push Remod- 
eling Sales Contest. First prize was 
a $3800 motor truck, and the total 
value of all awards was close to 
$25,000. 

The board of industry judges also 
named 70 honorable mention win- 
ners out of a total field of 704 


product prizes 


contest entrants. This group will 


receive handsome two-color 
Achievement Awards (as will the 
product prize winners) suitable for 
store or office display 


follow: 


Their names 


aA. H. Kingsreiter, 
Kingsreiter, Milwaukee. 


Hecher & 


wsRobert Almquist, Quibell’s 
(Please turn to page 203) 













































PRIVAZONING... 


what builders think of it 


WHAT DO ARCHITECTS and builders 
the men who design and build 
think of Priva- 
zoning? Will it catch on with this 
segment of the building industry? 


the nation’s homes 


To find out, Domestic ENGINEER- 


ING interviewed a_ representative 
group, both in person and by mail 


The 


builders who specialize in custom- 


men queried ranged from 
designed single dwelling units in 
the 


brackets to designers of large de- 


medium and _higher-price 
velopment projects. 

As may be expected, few builders 
answered with an unqualified “yes 
I like it” or I don’t like it.” 
Rather, they gave thoughtful, ap- 


“no 


praisive answers that brought out 
youn le pros ana cons i e case 
both tl 1 cons in th 

for Privazoning. 


# Here’s the consensus on the posi- 
tive side: Unquestionably, today’s 
concept of modern living calls for 
more privacy and less congestion 
in the bathroom, particularly dur- 


and evening “rush” 


ing 


morning 






hours. Many builders pointed out 
that even in middle-income new 
homes, the bath-and-a-half already 
is standard. If the element of priv- 
acy can be extended even more, 
through Privazoning, so much the 


better, they said. 


the 
magazines 


= There’s luxury aspect too. 


Women’s have formed 
the taste of American women in the 
direction of a desire for greater 


comfort, convenience and_ good 
looks in the home. The bathroom 
has come in for a greater share of 


attention—to such a degree, in fact, 


What Is Privazoning? 





HAPPY ABOUT the whole thing: 
Sheldon Kay, first builder in 
America to use the new plumbing 
idea—Privazoning—in his homes, 
says: “People like it and want it, 
and we’re going to give it to them 
in all homes we build in the fu- 
ture.” In Miami, these pretty mod- 
els greeted 15,000 people who vis- 
ited Kay’s first Privazoned home. 


that it tends more and more to be a 


key factor in a home sale, over and 
above the bedroom, for example. 
The consensus on the negative 
side: Cost and space factors may 
render Privazoning prohibitive in 
many cases. In houses that sell for 
$18,000 the added 
of Privazoning may not be a de- 
terrent. But in that cost 
$18,000 it may be. Many 
builders think Privazoning would 
add $1,000 to $1,500 to the cost of 
their Few estimated the 
added cost at less than $1,000. 


and up, cost 
homes 
under 


homes. 


ws As for space, the builders agreed 
that in many cases, particularly in 
middle-income with chil-~ 
dren, parents may not be willing to 


homes 


sacrifice space in the bedroom for 
this “luxury” of Privazoning, not 
even if some functions formerly 
performed in the bedrooms were 
transferred to the “dressatory”— 


the name given to the dressing- 


Privazoning is a new concept in bedroom-bathroom-dressing room 
facilities, designed by the Plumbing Fixture Manufacturers Assn. It calls 
for realigning the functions of the bedroom and bathroom by concen- 
trating all grooming functions in a combination dressing-bathing-toilet 


room called a dressatory. 


There would be a dressatory for each occupant of the home. 


Two 


occupants of a bedroom would, for example, have their own individual 


dressatories. 


Full details of the plan appeared in March DE. 
contractor reaction to the concept was published in April and May DE. 


Initial 
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Third of a series on the “best idea the 
plumbing industry has had in 20 years” 


bathing-toilet area under the Pri- 
vazone concept 


The 


include 


first builder in America to 


Privazcning in his homes 
is unqualifiedly enthusiastic about 
the new concept in design. He’s 
Sheldon Kay, of Century Con- 
struction Co., builder of the Priva- 
zone house that was opened in Mi- 
ami for public inspection early in 
April. Some 15,000 people viewed 
the home on its opening day alone 
In Kay’s house, built at a cost of 
about $20,000, 


$700 extra 


Privazoning cost 


a Privazoning can’t miss,” 
“It offers 
It'll 


ing industry and make every home 


Kay 
says luxury at a modest 
price revolutionize the build- 
that doesn’t have it obsolete.” 
Kay that 


Privazoning “will establish the most 


confidently predicts 


important trend in home-building 
since the kitchen revolution 

“People like Privazoning. They 
want it and we're going to give it to 
them in all future Century-built 
homes,” Kay says. He feels he’s on 
sure ground because some buyers 


who had deposited down-payments 


DONALD HASTINGS, Ind. 
“Ideas sell houses and we’re always 
willing to promote a good one like 
Privazoning. | believe it would be 
limited to homes priced from $15,000 
to $19,000 and up in our area.” At 
right is a DE reporter, Hal Meier. 


La Porte, 
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on conventional Century homes re- 
quested that their homes be rede- 
after 


had inspected the model home 


signed for Privazoning they 


a Joseph Brickman, a major build- 
er of medium-priced homes in the 
greater Chicago area, called Priva- 
zoning “basically a sound idea, of 
But, he added. “I think 


there are distinct drawbacks. I per- 


course.” 


concentrate on making 
the $125-a-week 
We're giving him a standard bath- 
and-a-half. We think his family is 


more 


sonally 


houses for man. 


interested in having bigger 


bedrooms or general living space 
than in sacrificing this space for a 
dressatory. I don’t think our poten- 
tial customers would want to pay 
the extra $1,500 that the dressatory 
The 


homes of 


idea would cost in this area 


idea would be good in 
$25,000, however, and, with a little 


promotion, should go over easily.” 


s Harry Quinn, president of Pace- 
maker Homes and developer of a 
600-home suburban 
Holland, Ill., likes 
idea. He agrees with Brickman that 


community in 


the Privazone 


HARRY QUINN, South Holland, Ill.: “I 
like the Privazoning idea but it will 
have to get its start in the single-unit, 
custom-built houses in the higher-in- 
come bracket. I’ve already put single 
dressatories in some of my custom 
homes, one ‘for each master bedroom.” 


it must have its start in single-unit 


dwellings higher-income 
bracket rathe 


ing lows r-cost 


ir tne 

than in mass hous- 
type ol homes 
a The 
ing Is very important, Quinn points 
out. He adds I've ali 
porated the dressatory idea in some 
Except that I built 


one instead oft two 


privacy aspect of Privazon- 


eady incor- 


of my homes 
each master 
bedroom : 

Another 


opinions on Privazoning is Joseph 


builder with definite 


Goldman, vice president in charge 


of construction for American Com- 
Builders 
nationally for its development of 
the 8000-home community of Park 
Forest, II] 
as a model planned community 

Goldman thinks the 


too elaborate” for anything 


munity His firm is known 


Park Forest is regarded 


Privazone 
idea is 


but a custom home. “In a housing 
where there are lots 


of children, the 


development 
big need is for extra 
bathing 


rooms, not elabcrate 


areas,” said 
aA Williams 
Carl Anderson 


zoning 


Bay. Wis.. 
thinks the 


idea is so 


builder, 

Priva- 
that the 
to be a factor 
Robert 
the 
Associates 
He thinks 
architects 
page 191) 


good 
added cost will 


ceast 


in a very short time 


Schwartz, an architect with 
A. J. Del 


firm of Chicago agrees 


Bianco and 


along with many othe 


(Please turn t 


ROBERT SCHWARTZ and Jack Hettel, 
Chicago architects It 
higher-priced 
nomic 


will go into 
first, but 


will not 


homes eco- 
keep 
Privazoning out of lower-cost ones for 
long, particularly as 


of reducing costs are 


considerations 


various ways 
developed.” 










He uses a new prefab device to... 





Beat High Labor Costs on 
Soil Pipe Assemblies .. . 


In Lake Worth, FLa., a plumbing 











contractor installed the cast iron 
soil pipe for a residential bathroom 
in less than one hour. 

In West Palm Beach, anothe: 
contractor stayed “a floor ahead” 
with soil pipe assemblies through- 
out construction of a resort hotel 
‘with more than 500 baths 









It’s a spectacular achievement on 
either job, the large or the small 
And in both cases it was made pos- 


sible through the same kind of 










magic—prefabrication. 





a This, however, is a new kind of 
prefabrication, according to Clar- 
ence Coston, the West Palm Beach 
contractor. Through the “Mickey 
System,” invented by George 
(Mickey) Kjellberg of Lake Worth 


also a plumbing contractor, the 











guesswork and the tedious calcu- 
lating (and frequent errors) gener- 
ally associated with prefabrication 


of soil pipe have been eliminated 

















With this new system the contractor 
now can prefabricate soil pipe as- 
semblies in his shop with nothing 
more than the ingenious Mickey 
jig (see photo), a set of templates 
and a stock of special graph paper 
The system does the measuring, and 


the jig permits easy packing and 
leading of all joints on a level plane, 
regardless of the number of fittings 


or the angles. 


sw Without even pausing to think, 









Coston counts up these advantages 
with the new system: 


THE MICKEY SYSTEM soil pipe jig (model 1. Eliminates handling of mate- 
reproduced above) includes (1) mounting rial not needed to and from the job 
plate, (2) swivel that permits pipe-support site. 





column to rotate 360 degrees, (3) locking 
pin that holds column at desired angle, (4 
adjustable clamps for holding pipe assem- ; Pty ie — ae 
bly in position, (5) adjustable pipe-support. 3. Makes fabricating in the shop, 
Inset shows the jig set at 45-degree angle out of the weather, possible 


2. Eliminates costly mistakes in 





code and layout. 

















Domestic ENGINEERING, JUNE 1958 








2° X 12° P TRAP 
TO SHOWER 


3° SHORT SWEEP 


4" X 3" REDUCER 


DOUBLE Y 


4" DOUBLE COMBINATION 4°—\% BEND 
Y & % BEND TO TOILET 


= 


«ww 4’ 6° 
TO NORTH WALL 


6° PIECE 


© 


HOW IT WORKS: As a first step in the prefabri- 
cation of soil pipe assemblies with the Mickey 
jig, the shop foreman uses the Mickey templates 
to transfer soil pipe layout measurements from 
the blueprints to working drawings that 
guide workmen in assemblies 


THIS JOINT TO BE 
CAULKED ON JOB 





TO SEWER 


+ > 


HOUSE DRAIN 


will 





making the TO BATH /3 


SEE SHEET A49 


4. Makes it possible to stay ahead 
of other craftsmen on the job. 

5. Speeds up the actual assembly 

6. Use of graph sheets provides 
an accurate record of the job fo: 
future reference and as a guide to 
similar jobs 

7. Saves lead, because all joints 
are always level in leading 


8. Results in tighter joints 


Domersik 1958 
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9. Results in a precision plumbing 
job. 

Here’s how Coston actually uses 
the Mickey System to do a soil pipe 
prefabricating job. 


is possible with their use. Pinpoint 
holes allow pencil markings on the 
special graph sheets. 

For example, template 1 provides 


true-to-size measurements for com- 


His 
templates, transparent and color- 
coded red for 4-inch pipe and fit- 
tings, green for 3-inch and black for 
2-inch. Any type of soil pipe layout 


equipment includes three bination Y and % bends, 


straight 
and reducing long and short sweeps, 
sanitary tees, tapped tees, cleanout 
tees and P traps. Template 2 has 
straight and reducing Y’s, upright 
Y’s and vents and vent branches. 
Template 3 has %, %, % and Me 
bends. The % bends are for stand- 
ard, 12-inch and 18-inch lengths 
This template also has a 45-degree 
(Please turn to page 98) 


ANY TYPE OF LAYOUT is possible with the 
use of plastic templates that have the nec 
essary fittings etched on them. Pinpoint holes 
allow pencil markings on special graph 
sheets placed underneath. With the fittings 
marked in the proper position, pencil lines 
are drawn to connect the reference points 
A special ruler that has an inches-and-feet 
scale corresponding to the reduced scale of 
the graph paper is then used to read meas 
urements directly in feet and inches to 
determine the required pipe lengths. 





Beat High Labor Costs on Soil Pipe Assembly . .. . . (continued) 





and a 221-degree line. 

In using the templates, Coston 
places the one for the correct fit- 
ting over the graph sheet. Through 
the tiny holes, he pencil-marks ref- 
erence points on the paper. “These 


points,” says Coston, “designate the 





spigot end and the back of the hub 
of the soil pipe fittings, which, of 
course, are all uniform in size ac- 
cording to federal specs.” 

Coston says that when all fittings 
needed for the layout shown on the 
blueprint are marked in the proper 


position on the graph paper, he 
simply connects the reference points 
with a pencil line. “This gives me 
the proper fittings and the length of 
pipe between pro- 
portions,” he says, adding, “The pa- 
per is lined so each little 


them in scale 


square 








From drawing board to shop... 


From the drafting room, the scene shifts to the shop. Here, three 
Mickey jigs are being used to prefabricate soil pipe assemblies at 
Coston Plumbing Co. The jig is a vise-like device that holds the pipe 
assembly. It rotates from a hub, so the assembly can swing in a full 
360-degree arc and can be stopped and held steady in any position 
convenient for leading. Note pit in the foreground, which permits 
full-circle rotation with longer pipe lengths. At right is a finished unit. 








Meet Mickey... 


George (Mickey) Kjellberg, Lake Worth, 
Fla., plumbing contractor, conceived the 
idea for the Mickey System of prefabricat- 
ing cast iron soil pipe assemblies six years mt 
ago and began using it on his own jobs. In ow = 


Je 


ie a 
1955, he patented the idea and is now ready ——— - 


to market the jig nationally ; , 


s Readers who want additional information ™ 

about the system can write Mickey, Inc., 510 ; rs ) 

North G Street, Lake Worth, Fla ; er. . 
‘ 1 : 


represents an inch of actual pipe, firm, estimate the Mickey System total saving of eight hours in labo: 
to scale. Then I just measure the saved them a minimum of $12,500 on the job site. At the Florida scale 
pipe lengths between fittings as on labor alone. A contractor can of $3.30 per hour, this would be 
shown on the graph paper with a_ figure the system will save him $26.40 saved in labor costs per 
special plastic ruler that has an anywhere from 1% percent to 3 house 
inches-and-feet scale correspond- percent on the total cost of a job, But in addition, Coston points 
ing to the reduced scale of the graph Coston asserts. out, there would be a great saving 
paper. In other words, with the Expressing this saving in terms in lead over a period of time, and 
ruler, I read measurements directly, of working on a two-bath home, in job stoppages due to bad weath- 
in feet and inches, not in squares. Coston says the average such home er. “We save about 10 percent on 
This is accurate to '% inch.” in Florida, with two stacks, slab lead,” he says, “and in a short peri- 
and house drain, runs about $800 od of time that easily pays for the 

# Coston thus knows what sizes and_ for plumbing. There would be a_ equipment.” END 
lengths of pipe must be cut for 
proper assembly on the prefab jig 

The jig itself is adjustable for all 
sizes, and is a vise-like apparatus 
that holds the pipe assembly. It ro- 
tates from a hub, so the assembly 
can swing in a full 360-degree circle 
and can be stopped and held steady 
in any position for level leading 

“The adjustable feature,” he says, 
“eliminates the need for a second 
man to hold the pipe being joined.” 


Saves $12,500 on One Job 


Concerning the aforementioned 
hotel job, Coston said the Palm 
Beach Towers was built on a total 
contract of $7,000,000, and the 
plumbing contract was $500,000. He 
and Hank McCall, a partner in the 


VERSATILITY: The Mickey System works on 
small jobs as well as big ones. The soil pipe 
for this bathroom addition was prefabbed in 
two sections and trucked to the job. Actual 
time spent on the job was less than an hour. 
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Report on Water Systems Progress... 


WHAT DOES THE MAN on the firing line in the 
water systems business—the p-h contractor— 
think about submersibles? How does he sell them? 
What do his customers think of them? What kind 
of service problems do they pose? Can they be 
used successfully in shallow wells? 

To get the answers to these questions, DoMESTIC 
ENGINEERING editors interviewed hundreds of con- 
tractors in person and conducted a comprehensive 
35-question survey of 11,000 contractors by mail. 


Sales Points for Submersibles 


Here’s what they found: Sales point No. 1 in 
favor of submersibles as far as contractors are 
concerned is that “they deliver more water at 
greater pressure with less horsepower.” 

Other sales points in the order of their mention: 
They’re easy to install, are quiet in operation, 
won't lose their prime, require few service calls, 
offer few maintenance problems, and require 
“lower initial cost because of ease of installation.” 

Some contractors cited “glamour” as a note- 
worthy factor. The submersible, they feel, has 
become a welcome addition to the pump family 
because of its glamorous appearance. It lends 
itself well to merchandising along with kitchen 
and laundry appliances and bathroom fixtures. 


“Mystery"—Advantage or Disadvantage? 


This is the view of Leroy Bollweg of Warren- 
ville, Ill., for example. “Until submersibles came 
along,” he says, “a pump was a pump, and that’s 
about the only way we sold it—on function. The 
submersible, on the other hand, has just a bit of 
mystery about it, because of its missile-age shape 
and the fact that it operates under water. This 
intrigues a lot of people and gives us something 


different to talk about right at the beginning.” 

On the other hand, this “mysterious” aspect of 
the submersible was also cited as a selling draw- 
back by some contractors—one that has to be 
initially overcome before the performance fea- 
tures of the submersible can be used as selling 
points. R. S. Starling of Emporia, Va., sums up 
this point by saying, “Some people just can’t seem 
to realize that an electric motor can function prop- 
erly under water, and we have to convince them 
first that it can.” 

Other “sales drawbacks” cited: They can’t be 
installed in wells under four inches, can’t be used 
in wells with excessive sand conditions or in dirty 


GLAMOUR APPEAL? Because of the mis- 
sile-age appearance and unique features, 
submersibles even interest the ladies, says 
Leroy Bollweg, Warrenville, Ill. Here, he 
tells a showroom visitor how they work. 



































(2nd article of a series) 


Can submersibles — considered by many to 
be suitable only for deep wells —be used 
successfully in shallow wells? Here's an 
answer to this and other timely questions 


wells, the pump has to be pulled for servicing, 
and higher product cost. All contractors report- 
ing said they have been able to overcome most of 
these “limitations.” 

An interesting aspect of the “con” as compared 
to the “pro” side of the survey is that many of the 
“disadvantages” were cited by contractors who 
had been selling submersibles for a relatively 
short time, or were not selling them at all. 


Price Objection Fades 


Take the matter of initial product cost, for ex- 
ample. Contractors who cited cost as a selling 
drawback went on to say that it did not remain 
as great a one when the performance features of 
the submersible were taken into consideration too. 
This means that the initial product cost is a draw- 
back only to the man who neglects to establish 
performance strongly enough—and early enough 
—in his sales talk. 

And on the matter of service problems—many 
contractors who said customers view the neces- 
sity of pulling a pump for servicing as a drawback 
went on to say, to a follow-up question, that they 
hadn’t had to service any! 


What Contractors Say About Service 


In all, 82 percent of the contractors surveyed 
reported they have had no particular service prob- 
lems. Many of them specifically cited the negligi- 
ble servicing required as a major advantage. 

Now let’s run through a few typical person-to- 
person interviews conducted by DE editors for 
some first-hand observations. One was with Leroy 
Bollweg, of Warrenville, Ill. Bollweg reports that 
submersibles have caught on so well in his trading 
area that in 1957 his submersible sales surpassed 
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THE BEST WAY TO SELL water systems of any kind, 
says Bollweg, is to sell your prospect first on the 
many convenience products that running water 
makes possible. Close identity with these related 
products is established in Bollweg’s store sign 


sales of jets in deep and shallow wells combined 

“And I expect that percentage to keep on ris- 
ing,” Bollweg said. “As far as deep wells are con- 
cerned, I believe the field will be 100 percent sub- 
mersible someday in our area.” 

Speaking of price, Bollweg said that “if the price 
comes down, subs will start going into shallow 
wells too.” 

How does he sell submersibles? “I find subs 
are presold in large part,” he says. “People in my 
area known about them in advance, largely from 

(Please turn to page 102) 





“SUBMERSIBLES? | like ‘em. They’‘re definitely growing in 
says L. M. Donahue, Mendota, Ill., p-h con 

interview with DE’s Ed Howard. He's al 
58 will be his best 


acceptance,” 
tractor, in an 


ready equalled last year’s sales, says 


continued 


wordeolemouth advertising 

“People talk about their pumps 
more than you'd think, and good 
pump news travels fast,” Boll 
wer adds 


While 


a major 


satisfied customers are 


advertising faetor for 
Bollweg, he doesn't leave it at 
that. Most of 
his leads come from phone book 
This 


prising since he has 35 listings in 


the remainder of 


advertising isn’t too sur 
phone books in five surrounding 
communities 

His good-looking store with a 
sign that’s a real merchandiser 
(see page 101) also attracts at- 
tention and results in leads for 


new or replacement jobs. 


= Bollweg has the following sug- 
gestions for contractors who are 
just getting into submersibles: 
(1) Know everything there is 
to know about the lines handled. 
(2) Have the proper equip- 
ment for installation and service. 
The job has to be done right. 
(3) Know 


something about 


Thin ta 


selection and application of the 


wells eanential for propel 
reht pump for the job 

(4) Be prepared to give imme 
diate service 

(5) Be 
other 


prepared to service 


makes as well as the line 
you handle 

Bollweg installed 45 submersi 
and 30 last year. He 


expects to better that in 1958 


bles jets 


e From Warrenville, we move 
west to central Illinois to talk to 
L. M. Donahue in Mendota. 

Do you handle submersibles? 

“Yes. In fact, you might say I 
pioneered them here. I put in a 
and 
sales effort to put them across.” 

What do you think of subs? 

“TI like ‘em. They’re definitely 
the coming thing in pumps.” 

What, specifically, do you like 
about them? 

“More water per horsepower, 


good year of advertising 


quiet, easy to install, few service 
calls.” 
What is the average depth of 


“YOU HEAR SOME PEOPLE SAY 
only for deep wells,” says H. J. Weslow, West Allis, Wis. 


over the casing and in flowing wells 


that submersibles are 


but I've put them in where water was about to flow 


They work fine 


the well in which you install 
submersible water systema’? 

‘About 270 feet,” 

What is the minimum depth’ 

“No minimum, really, | have 
one installed in a spring practi 
I used a sub 
600-foot 
from the spring to the house and 
the 


I put in another recently 


cally on the surface 


because there's a run 


I needed pressure and ca 
pacity 
in a well less than 10 feet deep 
Haven't had any trouble.” 
You don’t object to installing 
subs in shallow wells, then? 
“Not at all. As long as there’s 


enough water, they’ll do well.” 


=» Where do you get most of your 
pump leads? 

“Most come from satisfied cus- 
tomers, from wholesalers 
and I pick up some each year 
with my county fair exhibit.” 

What kind of competition do 
you have here? 

“Well, a big mail-order house 
has a branch here. It sells pumps 
and plumbing products too.” 


some 
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“YOU CAN CUT SERVICE CALLS down to practically noth- “WELL SATISFIED,” is the way R. W. Bark, Sandwich, Ill., 
ing if the submersible is installed properly,” says Ernest describes submersible users to DE reporter Jim Malone 
Wiedenhoft (left), Walworth, Wis. To become proficient right Most of my jobs are replacements for people 
in installation, he attends manufacturer training schools who want more water and pressure than they’‘re getting 


Capsule report: The contractor's 
experience with submersibles... 


(Based on firat 951 replies ta DE's 
survey of 11,000 p-h contractora)* 


Number of submersibles sold by survey 
respondents in 1957 Sa 


Hiow do you meet that kind of 
competition? 
Mostly, by using the rieht Average per contractor 6.2 


kind of publie relations and pro Percent increase over 1953 12"; 


moting quality products and 
Average number of years respondents 


workmanship, I have Domest 
have handled submersibles 3.75 


ENGINEEBRING's Qualified Contrac 
tor Kit to help establish me as Where submersibles are installed: 


the man to call when plumbing Farm homes, buildings 46° 


and heating jobs are needed.” ts 
Nonfarm homes 37% 


. . Other 17% 
« How do things look this year : 
for pump sales? -_ 
es P - New installations 76°; 
Good. Farm income is up and 7 
Replacements . 24°. 
this is good farm country any- 
time. I’ve already equalled my 
Pete Sis Deep wells 
submersible sales for all of last Shall r 
year and expect to have my best — To 
year in water systems. Servicing of submersibles: 
. ; 82% said they have had no par- 
s DE next interviewed Ernest ticular service problems; 18% said 
Wiedenhoft of Walworth, Wis. they had. 


He’s handled subs for about six 
“Answers not given in the mail survey were 


obtained through personal interviews. 





years, installed about 20 last year 
in wells averaging 100 to 150 feet. 
He likes submersibles because 
they’re “easy to install, deliver 
more water per horsepower and 
(Please turn to page 110) 


Five years ahead in submersibles... turn page 
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THEY SOLD. THEMSELVES on submersibles and now sell their customers. 


Gordon (left) and Elmer operate the Elmer Bruhn and Son Co., Winters, Calif. 


It’s BEEN ESTIMATED that ap- 
proximately one out of every six 
pumps sold for deep well water 
sysiems service in 1957 was a 
submersible, and that within the 
next five years, submersibles will 
be used in at least half of the 
deep-well installations. 

If so, Elmer Bruhn and Son, 
Winters, Calif., p-h contracting 
firm, is some five years ahead in 
submersible sales, because half 
of the pumps it installed in deep 
wells last year were subs. 

The reason? Gordon Bruhn, 
the junior partner in the firm, 


Five Years Ahead 
in Submersibles .. . 


Bruhn and Son tell how they got there... 





Water systems report.....continued 


puts it this way: “We’re sold on 
submersibles and we've sold our 
customers on them. In our opin- 
ion, it’s a highly practical and ef- 
ficient pump for deep wells, if 
conditions are right. Besides, it’s 
a good profit item.” 


» Here, briefly, is Bruhn’s for- 


mula for submer- 


success in 
sible water systems: 
(1) Handle only quality prod- 
ucts. A good installation can be 
offset by a poor quality pump. 
(2) Sell yourself on the prod- 
ucts. Become completely familiar 





with them by attending your 
manufacturers’ sales and service 
schools, as well as field schools 
offered by wholesalers. 

(3) Train your employees. 
Good workmanship and proper 
installations are musts. 

(4) Sell your prospects on the 
need for plenty of water. They 
usually underestimate their re- 
quirements. 





#» (5) Sell them on the related 
products that become possible 
with adequate capacity provided 
by submersibles. 

(6) Provide good service after 
the pump is installed. 

On the matter of service, 
Bruhn has had to pull only one 
submersible for servicing in the 
last three years. The secret, he 
says, is in making sure the well 
is right for a submersible pump. 








































































ONE JOB SELLS ANOTHER: A prospect 
views a submersible installation on a 
ranch as Gordon Bruhn describes it. 
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“Before we install a submersi- 
ble, we make sure the well has 
enough capacity to meet the re- 
quirements of the pump and that 
it doesn’t contain excessive 
sand,” Bruhn says. 


«For testing purposes, the firm 
uses a line shaft (turbine) pump 
with a right angle gear head. The 
test does two things. First, it KNOWING YOUR PRODUCT is ao must in selling submersibles, Bruhn 
shows the capacity of the well. believes. He’s shown here (right) at the F. E. Myers & Bro. Co. plant at 


P es Ashland, O., where he attended a sales and service school. At left is 
Then it shows sand conditions J. F. Simmons, sales manager, with E. M. Myers, vice president of sales 
“Most wells in our area, when 


first drilled, produce dirty wa- 
ter,’ Bruhn pointsout. “Too much 
sand can cause unnecessary wear 
on a submersible, or any pump 
for that matter. We continue to 
test-pump until the water is 
sparkling clean. 

If the well fails to clear to 
Bruhn’s satisfaction, he selects 
another pump for the job. 


» Bruhn keeps a complete stock 
of repair parts on all major 
makes of pumps sold in his area 
because “you never know when 
a service call will result in a new 
pump sale—especially if it’s a 
low-capacity pump. That gives us 
an opportunity to sell the cus- 
tomer on more water—and a sub- WHAT HE LEARNED oat the manufacturer's school is passed on by Gordon 


mersible.” END Bruhn (left) to company personnel back home at an informal training 
session. Others are Lovis Campos, Kenneth Donaldson and Elmer Bruhn 


More things 
you should 
know about 
water systems 


58 gage 


HEADQUARTERS of Elmer Bruhn and Son. The firm maintains a complete repair shop 
for all major makes of pumps installed in the area, uses service calls to get more leads. 
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continued... Things you should know 


about the water systems business 


2nd Report from 
La Porte County 





WHERE IS YOUR BEST water sys- 
tems market? Who’s buying most 
of the electric water systems? 

What add-on products bring 
the biggest return after a water 
system has been sold? 

Is the public really conscious 
of the need for an adequate wa- 
ter supply? 


#A six-man team from DomeEs- 
TIC ENGINEERING recently invad- 
ed La Porte County, in north- 
western Indiana, to find the an- 
swers to these and other ques- 
tions. La Porte is DE’s Pilot 
Area No. 1 on electric water 
systems. It’s the first of the re- 
gions to come under the editorial 
microscope in DE’s continuing 
study of the size and nature of 
the water systems market and 
the ways and means of selling it. 


#The DE team _ inter- 
viewed everyone who knows 
anything about water systems— 
city, county and state officials, 
plumbing and heating contrac- 
tors, wholesalers and well drill- 
ers. And, of course, consumers: 
the farmers and residents of ru- 
ral nonfarm homes and the oper- 
ators of commercial, institutional 
and other establishments. 


survey 


The team interviewed both 
those who sell and those who 
buy. It asked questions you 
would want to ask if you were 
visiting Pilot Area No. 1. 

Here’s what the survey team 
found: 

While La Porte County is not 
necessarily “typical” of Ameri- 
can counties, it offers many com- 
mon denominators that are typ- 
ical as far as consumer need and 
demand are concerned. 


La Porte is not typical in that 
it has extremely sandy soil. Many 
of the wells are driven, and two- 
thirds of these fall within the 30 
to 40-foot range. A large per- 
centage of the wells are two 
inches or less in diameter. This 
means, of course, that most of 
the pumps used in La Porte 
County are either jet or recipro- 
cating types. 


#The county is, however, un- 
doubtedly typical in consumer 
attitude toward the need for an 
adequate water supply. 

In the rural farm area, there’s 
the attitude of the farmer—and 
that of his wife. Both must be 
noted and taken seriously by the 
p-h contractor who’s looking for 


the water systems market and 
wants to know what motivates 
people to buy. 


= Basically, the man on the farm 
is interested “in the hogs.” He 
can be sold on having an ade- 
quate water system by being 


FIRST STOP by the DE reserach team 
was at the office of Everett Hartman 
(left), county agent. He provided DE’s 
Don Young with vital statistics on La 
Porte County, and suggested that p-h 
contractors become acquainted with 
their own county’s agent as a means 
of getting closer to the rural market. 
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milk, egg yield. Rt To Belgrade: 


DE’s survey showed that some 31 percent of 


farm consumer motivation is based on this type 


‘ F PAGE-2 STORY in the May 10 edition of La Porte’s 
of appeal—the increased farm production that is 


Herald-Argus told the residents of this northwest 
(Please turn t» page 108) ern Indiana community about DE’s depth survey. 


“| LIKE A GOOD PRICE, who doesn’t?” says farmer George “STUNG? We thought we were when 
Warnke to DE’s Jim Morrison. “But the first thing | look for even we bought this house. The pump just 
before | talk price, no matter what I’m buying, is—who’s. the wasn’t delivering enough water 

dealer? His reputation has to be good, or he isn’t dealing with says Mrs. Jene Burrows, a rural non 
me. | have to know his work is good and that he stands behind farm housewife. She told DE that a 
his products. | have to know in advance that he'll service what contractor made a survey of water 
he installs if something goes cockeyed. This is what I'll be look- needs, suggested a larger pump 
ing for when | buy my next water system, which will be soon.” “Now we've got plenty of water 
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“BELIEVE IT OR NOT, I’ve paid for a new water system in one year’s MUSEUM PIECE: That’s what Tom Holman 
use,” says farmer Elmer Heiden. ‘Milk production is up 10 percent calls the hand pump still standing on his 
since each cow was given a drinking fountain all her own. The cow place. When Holman bought the home, he 
pushes her nose into the cup, and water flows up for drinking.” Oth- added many “city” conveniences, says older 
er farmers said increased milk, egg and meat production are “the folks make good customers, “because they 
best selling points the contractor has for plenty of running water.’ want to live out their time in comfort 


... continued 


made possible with a modern 
electric water system. 

More than 65 percent, how- 
ever, is based on what the little 
woman on the farm wants—com- 


are & 
fort, convenience and beauty in r* a’ 
the home. She wants a good- 
looking and efficient kitchen, a 


beautiful bathroom, with plenty rusty water and its effect on our clothes,” says Mrs. Duane Babcock 
of hot. running water. She wants to DE’s Paul Werner. The solution to this problem, suggested by a 


“WHEN WE MOVED FROM TOWN | wasn’t ready for the hard and 


p-h contractor, was water conditioning equipment. According to 
those interviewed in the La Porte survey, a water test is the rela- 
tively easy first step in selling water conditioners to the rural market. 


a house that’s warm and cozy 
during the winter. 


# As one farmer, moved to phil- 
osophize, said: 

“Life on the farm is a good tures of fancy bathrooms and assumed the typical male pose 
and healthy one. But it means’ kitchens and wants to know why’ of amused tolerance toward his 
hard work, even with today’s ours isn’t like that. wife’s interest in “fancy things,” 
modern machines. If you’re go- “Well, we have a modern  DE’s survey shows that the man 
ing to keep the young folks down kitchen now—even have a dish- on the farm is more conscious 
on the farm, they have to have washer that my wife finds espe- and appreciative of health, con- 
most of the conveniences of city cially handy when we have extra venience and beauty factors of 
living—things like electricity and hands in during the busy seasons. living with modern, water-using 
plenty of running water, both “Knowing my wife asI do, I’ve appliances than he was a genera- 
hot and cold. And all those mod- __ resigned myself to buying one of tion ago, possibly because of the 
ern appliances. those fancy bathrooms.” aforementioned awareness of 


“My wife looks at those pic- While the farmer quoted above (Please turn to page 110) 
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What La Porte County told us about 
water systems, related products... 


(Unless otherwise indicated, farm and rural nonfarm are grouped 
together. All figures are rounded to the nearest percentage point.) 


Is your present water system adequate 
for all your needs? 


Do you plan to buy an additional or re- 
placement electric water system within 
the next two years? 


Yes..20% No..65% Maybe. .15% 
From whom do you intend to buy your next 
electric water system? 

Plumbing-heating contractor 


Mail order, chain store, well 
driller, hardware store 


Undecided 
Why do you es to buy a new electric 


water system? (Asked of those who indi- 
cated firm buying plans.) 


Need more water, more pressure 
for livestock watering 


Old one is “about worn out” 


Need more water, more pressure 
for water-using appliances 


Fire protection 
Don’t have one now 


Irrigation 


Ability to buy: How does your income so far 
in 58 compare with °57? 


Farmer 
Nonfarm rural 
What factors, in the order of their impor- 


tance, will guide you in buying from a par- 
ticular dealer? 


Reputation of the dealer 
Quality of the product 


Ability of the seller to handle 
servicing 


Reasonable price 


Related product sales: These are the most 
popular add-on products, in the order of 
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preference, following the pump sale. (New 
and replacement sales included.) 


1. Water conditioner (s) 
. Water heater 

. Kitchen sink 

. Bath fixtures 

. Laundry machines 
6. Heating 


(Others mentioned: automatic dish- 
washer, food waste disposer, kitchen 
cabinets and appliances, air condition- 
ing, shower cabinet.) 


Remodeling plans: La Porte County rural 
residents planning to modernize bathrooms, 
heating or kitchens in next two years: 


Bathrooms 
Heating 


Of the water systems sold in 1957: 
64% were for new installations. 


36% were for replacements. (Of the 
replacement installations, about 40% 
were complete systems and 60% pumps 
only.) 


60% were for farm homes and other 
farm buildings and uses; 35% were for 
rural nonfarm homes, and 5% were for 
other uses. 


Age of electric water systems: 


On farms, 46% are over 10 years old. 
On rural nonfarms, 30% are over 10 
years old. 


Number of wells reported on the 1,750 La 
Porte County farms: 
12% have one well; 59% have two, and 
29% have three or more. 


No water system: 


13% of the farms and 6% of the rural 
nonfarms have no automatic electric 
water system. END 





La Porte Survey... 


(Continued from page 108) 
needing additional incentives to 
“keep the young folks down on 
the farm” by giving them the 
conveniences of city living along 
with. the desirable 
farm life. 

This means, of course, that the 
consumer appeals available to 
the p-h contractor wanting to 
sell the rural farm market are 
basically the same as those in 
urban areas—except that, in 
many instances, the rural market 
is greater. (See tables of statis- 
tics for breakdown of market po- 
tential by type of products.) 

It’s noted that 
whereas in the city much of the 
potential business is in the re- 
placement market, a larger part 
of the rural potential lies in ini- 


features of 


also to be 


Submersibles . . . 


(Continued from page 103) 
cut servicing down to nothing.” 
of his 


satisfied cus- 


Seventy-five percent 
leads come from 
tomers, 10 percent from phone 
book advertising and 15 percent 
from well drillers. 

On the question of customer 
attitudes toward submersibles, 
Wiedenhoft says: “For the first 
two years or so, I had to convince 
customers that a pump under 
water would stand up. However, 
I can do that in about 15 minutes. 
For the past three years I haven't 
had any problems like that. Cus- 
tomers like them.” 


# Wiedenhoft says he averages 
about 20 percent in add-on sales 
following the installation of a 
He finds that in 
his area water softeners are the 
No. 1 follow-up sale. Following 
are bathrooms, laundry equip- 
ment and water heaters. 

The best method for making 
follow-up sales, Wiedenhoft says, 
is to sell the idea of related prod- 


water system. 


110 


tial installations of water-using 
appliances, made possible by the 
addition of an adequate water 
supply. 

However, the potential market 
in initial add-on sales often 
means a replacement market in 


the 


present inadequate water supply. 


water systems because of 


aIn general, the same facts ob- 
tain about the rural nonfarm 
market. This is the area beyond 
the city water mains or where 
the city does supply water but 
not enough for heavy loads. The 
DE survey showed that the heav- 
iest extra drain on the rural non- 
farm dweller’s water supply is 
for lawn and garden sprinkling. 
Many suburbanites who are get- 
ting tired of periodic curbs on 
their use of water during sum- 
mer dry spells are putting in 


ucts right from the beginning and 
then promote the idea further on 
callbacks after the pump installa- 
tion is made. 

A friendly call to make sure 
the system is operating satisfac- 
torily provides an excellent op- 
portunity to bring up related 
products that will make the pros- 
pect even more happy with his 
initial purchase, Wiedenhoft told 
DomEsSTIC ENGINEERING. 


= On the question of depth, Wie- 
denhoft does not personally in- 
stall submersibles in most shal- 
low wells. 

“Such wells usually lack the 
capacity for using a sub and will 
pump the water down to the 
point where sand becomes a fac- 
tor,” he says. 
he does have two 
installations, one at eight feet 
and the other about 30, “which 
are performing satisfactorily.” 


However, 


» Pursuing the matter of depth 
a bit further, H. J. Weslow, West 
Allis, Wis., says: “You hear some 
people say that the submersible 


their own automatic water sys- 
tems to augment the city’s sup- 
ply—or could easily be induced 
to do so by the merchandising 
contractor. 

The DE found that 
some 20 percent of nonfarm ru- 
ral dwellers expect to buy addi- 
tional pumps in the next two 


survey 


years or so. 

Interesting to note, both farm 
and nonfarm rural homeowners 
showed keen awareness of the 
importance of buying from qual- 
ified installers, who can also be 
counted upon to provide service 
should the need arise. 

#How these and other factors 
are taken into account by La 
Porte County p-h contractors in 
selling their market will be de- 
scribed in the next article of this 


series. END 


is a deep well pump. I have one 
installed in a flowing well and a 
couple of weeks ago I put one in 
a well where the water was only 
five inches from overflowing the 
casing. Both are doing fine.” 


s Phil Moran, also of West Allis, 
reports numerous installations in 
shallow wells, many with five- 
foot pumping levels or 
“They work fine,” he says. 

However, some other contrac- 
tors report that they aren’t in- 
stalling submersibles in shallow 
wells “at this time.” 


less. 


Obviously, there’s no unanim- 
ity of opinion on this point. Prob- 
ably the best guide for contrac- 
tors to follow is to stick to manu- 
facturers’ recommendations, cou- 
pled with their own individual 
experiences in their own areas. 


# Following this summary of con- 
tractor attitudes on submersi- 
bles, forthcoming articles will 
discuss the application of sub- 
mersibles to both deep and shal- 
low wells and will present in- 


stallation and servicing tips. END 
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to use Nibco 
drainage 


fittings 


45° INLET LONG TANGENT 
CLOSET BEND 


90° INLET CLOSET BEND 
AND FLANGE 


45° INLET 
CLOSET BEND 
AND FLANGE 


DOUBLE T-Y’'S 


Shown are just a few of the 134 new 
copper drainage fittings that have been added to 
the NIBCO line. These new fittings 
save extra joints, time and labor for the 
plumbing contractor, and meet 
requirements of new building codes. 
OFFSET . - = See them all in the new NIBCO 
CLOSET FLANGE ‘ 
“Drainage Catalog DWV-2.”’ 
Ask your 
wholesaler 


or write. 


UTILITY 
SANITARY 
TEE 


NIBCO INC. 


Dept. H-5506 


opine wd \ eo *% Elkhart, indiana 
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-new one-piece connector and cable now. 
available with leading submersibles 


Without sacrificing the advantages of above-ground, control box service- 
ability, Franklin Electric Motors now provide continuous-lead, unitized 3-wire 


cables with standardized, lock-in connectors that offer these advantages . . . 


@ NO SPLICING REQUIRED... 


connector plugs in and locks water-tight 


@ NO WRONG CONNECTIONS... 


connector is keyed in; control box is color-coded 


NO WATER-ENTRY POSSIBLE... 


exclusive water-stop prevents motor damage even 
if cable is cut 


NO POWER-LOSS WORRIES... . 


cable wire is gauged to motor requirements 


EASIER INSTALLATION ... 


less handling because cable is shipped disconnected 


EASY CABLE REPLACEMENT... 


new cable plugs in without need of replacing motor 


CONNECTOR FITS 4" SIZES... 
same units fit 1/3, 1/2, 3/4, 1, 1-1/2, 2 and 3 h.p. 


submersibles 


CHOICE OF 9 CABLE LENGTHS... 
50, 70, 90, 110, 130, 160, 190, 220 and 250 feet 


stock lengths are “‘standard” 


SAVES TIME! 


With Franklin Motor equipped submersibles, you simply connect pump to 





drop pipe . . . plug selected length cable into motor fitting . . . tighten 


connector . . . and lower assembly into well, taping cable to pipe at intervals. 


Franklin Electric Co., Inc. BLUFFTON, INDIANA 
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FACTORY-PACKAGED CABLE CUTS COSTS 


Everyone . . . pump manufacturer, distributor and user . . . benefits when inventory 
and installation problems are minimized while performance and service-ability are 


improved. Only with Franklin Motors are such cable-connector benefits available. 


**DEPENDABLE Prarbeseys... 


Separately packaged connector-cable units 
reduce inventory. Pumps may be stocked 
without regard to cable-lengths. You choose 
the cable-length needed and apply it for 


each installation. 
DEPENDABLE SUBMERSIBLES ARE 


us ” 
[= * ne d 

Leading manufacturers of the more dependable submersible pumps rely on 

Franklineering . . . the application of Franklin Electric Motors to their products 

... for dealer and user satisfaction. 





CUTS SERVICE PROBLEMS 

Control box is coded for 3-wire cable. Starting 
and protective devices are ABOVE-GROUND 
for easy access. Franklin 3-wire motors per- 
mit servicing of control box equipment with- 


out removing pump from well. 


PLEASE RUSH “FACTS” ABOUT NEW BENEFITS 


Yes, tell me more about Frank- 
lin Submersible Motors and 
profit features such as the new 
packaged connector-cable . . . 


INSIST ON 


Prandin Metew 
FOR DEPENDABILITY 


You'll do better . . . longer. . . in the 
growing submersible pump business 
if you buy, sell and install only the 
most dependable pumps. They are if 
they are equipped with Franklin-built 


Electric Motors. NAME 





 enteietenetestentententesteteta | 


ADDRESS. 





home of dependable electric motors 


CITY. 
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at that Wheel — Tough malleable iron. 
Design unequalled for cool, sure grip. 


at the Index Plate — Has Fig. No. 
etched in green background. Held by wheel nut 
which is secured by rolled-over spindle end 


at that Spindle — Made of high tensile 
bronze. See how much heavier it is . . . how many 
more deeply cut threads engage bonnet. And, the 
crowned head that_reduces friction on disc holder. 
Sure, it costs more to make a spindle this way. 
But it reduces wear, preserves packing, means 
easier operation. 


at the Packing Nut and Gland—Note 
the heavy and deep bronze hex. And, that bronze 
gland designed to compress packing toward spindle. 


at that Packing Box — Its depth 
equals 142 times spindle diameter. More packing 


JENKINS FIG. 106-A BRONZE GLOBE 








) MiecsneMiahe Beh, Boh. Bask bebe beck eteeeeen 


150 LBS. STEAM... 


space means less repacking. An asbestos, lubri- 
cated and graphited packing is used. 


at that Bonnet — One-piece, screw- 
over design with big hex surfaces is easy to 
remove. Take an extra look at the bevel joint 
between bonnet and body, serving as an internal 
brace against the crushing effect of the bonnet 
assembly. Millions of Fig. 106-A in use for years 
prove this unique design licks distortion and 
springing. 


at the Disc Holder — It’s the Stip-on 
Stay-on type originated by Jenkins. Correct pro- 
tective depth prevents flaking or cracking of disc. 


at the Disc — Easily renewed without 
removing valve from line. Made of compositions to 
suit various services . . . and made by Jenkins, the 
only maker of both valves and discs. 


THE FIRST renewable composition disc valve was a Jenkins Valve, originated 
nearly a century ago. Compare today’s Fig. 106-A Bronze Globe with any other. See 
why so many valve users agree that a Jenkins is still the FIRST for top value. For 
descriptive folder No. 189-B on the full line of Jenkins Bronze Globe, Angle and Check 
Valves write to Jenkins Bros., 100 Park Avenue, New York 17. 






. 300 LBS. 0.W.G. 


at that Body — Just compare wall 
thickness of this high tensile bronze body with 
any other valve. The factor of safety is many 
times higher than rating requires. See the curved 
diaphragm to protect seat from distortion by pipe 
strain. Note that the raised seat is higher to 
permit more reseating operations . . . and wider, 
so it won't cut into disc. Pipe threads are full 
length and clean cut. 


at this . . . for Throttling 


Just replace the standard disc <— » 


nut with this Throttling Nut and 
a Fig. 106-A becomes well-suited 
to throttling service. This unique 
nut reduces the effects of wire 
drawing and its long legs restrict 
flow for accurate control. Many plants take ad- 
vantage of this versatile valve to reduce valve and 
parts inventory. 


JENKINS 
VALVES 
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ONE APPLIANCE is made out of this grouping in AGA’s 
new Multimatic Wall. The wall can serve as a partition in 
a new house or to replace a wall in a remodeling job. 
The unit is the result of two years’ research and develop- 
ment by the gas industry. It includes about 18 cubic feet 
storage and nine 


square feet of counter space. 


Everything but the Kitchen Sink... 


New appliance developed by the American Gas Assn. includes water 


and space heating in addition to laundry, 


A NEW CONCEPT in appliances was 
introduced at a special press con- 
ference May 22 in New York City. 

Called the “Multimatic Wall” by 
its originator—the American Gas 
Assn.—the unit is a compact, wall- 
type treatment which includes 
cooking, laundering, refrigeration, 
house heating and water heating, 
all gas operated. The sink, dish- 
washer and disposer are not in- 
cluded, “to permit greater flexi- 
bility in the placement of dining 
and clean-up areas.” 

The unit—10 feet long, 33 inches 
deep and just an inch under 8 feet 
high—can be shipped fully assem- 
bled. Most of the plumbing, elec- 
tricity and flue requirements are 
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built in at the factory. Chester 
Stackpole, managing director of 
AGA, told DE “the price of produc- 
tion units is expected to be less 
than the total of the individual ap- 
pliance components.” 

The unit includes an oven and 
broiler, waist high, and five burn- 
ers that fold up when not in use 
into a stainless steel backsplash. In 
their up position they form an at- 
tractive harlequin design. The gas 
shuts off automatically when the 
burners are moved to this position. 

A combination washer-dryer is 
built into the unit under the burner 
counter, and beside it is a shallow 
row of shelves for laundry mate- 
rials. Behind this storage area is 


range and refrigerator 


A standard-size 
refrigerator includes an ice maker, 
defroster 


the water heater. 


automatic and freezer 
compartment. 

An 80,000 Btu furnace is placed 
horizontally along the top behind 
frontal storage space. The furnace 
is adaptable to the installation of 
“add-on” air conditioning. 

All major components ef the wall, 
AGA says, are accessible from the 
front for maintenance and service. 
Appliances can be removed from 
the front of the unit for replace- 
ment if desired. An outside ter- 
minal, on the rear or at either end 
of the wall, exhausts products of 
combustion. A ventilating fan is 
also included. END 





Beginning ...a new series: Men who make 


the plumbing and heating industry 


THE STORY OF A COMEBACK 


How do you bring a company back to a leading position when it's last 
in a field of 90? This story of the Tait Mfg. Co. gives the answers... 


TEN YEARS AGO, after 40 years on 
the market, the Dayton was a pump 
that cash couldn’t prime. Using 
outmoded methods in a floundering 
factory, bored men went through 
the motions of putting pumps to- 
gether, not on an assembly-line 
basis, but one man to a pump. The 
men were tired, careless, indiffer- 
ent to their jobs. They thought 
nothing of stepping out to do their 
grocery shopping or having a hair- 
cut on company time. 

There was just one fact of which 


About the series: 


they were all sure: In a field of 
about 90 pump manufacturers, 
Dayton Pump and Manufacturing 
Co. had a firm grip on last place, 
with only one major customer and 
obsolete products. A company 
that had developed the first com- 
pletely automatic electric water 
system and which had nearly 2 
million pumps in dependable oper- 
ation all over the world was close 
to failure. 

But now, in 1958, an entire indus- 
try looks with amazement toward 


THIS NEW SERIES about manufacturers and whole- 
salers who help set trends in the plumbing and heating 
industry will be provocative, stimulating, inspirational. 

Supplementing DE’s continuing coverage of contrac- 
tor activities, these articles frequently will be contro- 
versial . . . but it will be hard to come away from them 
without a better understanding of the things, and the 
people, that spell success in the plumbing, heating and 


related equipment industry. 


If these articles generate discussion and stimulate 
thinking, Domestic ENGINEERING will have accom- 
plished its purpose in presenting them to its readers. 


« Next in the series: The story behind a big equip- 
ment manufacturer’s decision to enter the residential 
heating field . . . and what it means to you. 


Dayton, O., where an old company 
(Dayton) with a new name (Tait) 
has fought back to a position of 
leadership. 

How did it happen? 

It’s not hard to find the answer. 
The answer is good organization, 
with dedicated people behind it— 
and a leader by the name of Louis 
Wozar in front of it. 


a When Wozar took over Dayton’s 
management 10 years ago, he did 
not bring an outstanding wealth of 
management experience and he did 
not bring money. But he brought 
boundless energy, vision, method 
and conviction to the company 
and the realization that it takes 
top men to do top jobs. He built a 
management team, and then he 
built a company. 

The Dayton Pump and Manufac- 
turing Co. was founded in 1908 by 
inventor-industrialist Frank Tait. 
But the years 
passed, Tait himself was not able to 
give it the benefit of his own vigo- 
rous management because of the 
press of other enterprises. He be- 
came involved in the building of 
highly successful utility companies 
all over the world. 


increasingly, as 


a So for two decades prior to 1948, 
the company had floundered in red 
ink. After pouring some $900,000 
of his personal funds into the com- 
pany for payroll alone, Tait was 
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about to let the firm fold. It was 
then that Lou Wozar, a 36-year- 
old self-educated, former 
maker, asked Tait to give him the 
chance to revitalize it. 


tool- 


Wozar’s enthusiasm and self-con- 
fidence communicated itself to Tait. 
He got the job. 


eBut in giving Wozar the go- 
ahead, Tait stipulated two things: 
funds 

And 
the company must be operating in 
the black within two years. 

Wozar met the challenge. From 
the acknowledged bottom of the 
heap in 1948, the firm has forged 
to a position of leadership. Re- 
named Tait Manufacturing Co. in 
1956 in honor of its founder, the 
company is now on firm footing in 
management methods, 
product development, sales, and 
confidence in the future 


No more of his personal 


would go into the company 


personnel, 


a Here’s the current business pic- 
ture at Tait: Sales were up 10 per- 
cent in January over the year be- 
fore; steady for February; up 34 
percent in March; up 32 percent in 
April. 

And here’s what production looks 


like: In two plants, one devoted ex- 
clusively to the manufacture. of 
submersibles, automation is every- 
where apparent. Time and motion 
studies have eliminated assembly- 


line confusion. New products are 
being turned out by up-to-date 
machinery. Tait’s production is now 


4% times greater than it was in 
1948, although its work force has 
been reduced from 500 to 450. 

As far as products are concerned, 
Tait today makes a broad line of 
single and multi-stage jets and two 
and three-wire submersibles, and 
in addition, is one of America’s ma- 
jor producers of piston pumps. A 
complete line of cellar drainers and 
water softeners also is produced 


eHow did Wozar accomplish this 
new state of affairs? 

When he first took over, it was 
immediately apparent to him that 
he had to change basic attitudes 
throughout the entire company 
The 


management 


from the bottom to the top. 


firm needed a new 
team, one that could instill confi- 
dence and pride in a demoralized 
work force. People would have to 
change before the company could 
Wozar 


started out by running 


TAIT. 


ADVANCE 


GREATER PROGPESS 
















. 









DYNAMIC is the word for Tait Co 


boss Lovis Wozor. His goal: an- 
nual sales of $60 million through 
introduction of products, 
plant acquisitions and mergers 


new 


rough-shod through indolent, 


wasteful He held shop 


practices 
meetings to explain what he ex- 
pected, formalized management or- 
and channels of 


ganization com- 


munication and reorganized office 
and plant layouts 
First reaction to Wozar’s efforts 


(Please turn to 118) 


page 
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MANAGEMENT TEAM at Tait includes (1) Charles Rike, 
vice president and production control manager; (2) Frank 
Hickey, Jr., vice president in charge of sales and market- 
ing; (3) Arthur Layman, vice president and industrial 
relations manager; (4) Louis Wozar, president and gen- 


eral manager; (5) Kenneth Lung, vice president and en- 
gineering research manager; (6) John Thomas, Dayton 
factory manager; (7) Robert Weaver, vice president and 
treasurer; and (8) Burns Young, branch manager of Tait’s 
Gettysburg, O., submersible factory. 
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SALES STAFF is directed by Frank Hickey, Jr. (center). Others include 
Frank Stecher (left), sales training manager, and Brand Laseter, sales 
manager of the firm’s Rapidayton and Commander divisions. Says 
Hickey: ‘The real consumer in the water systems business is the p-h 
contractor, because he’s the one who sells the products that a water 
system makes possible.” Hickey himself is the son of a plumbing con- 
tractor. The pump in the photo is a Rapidayton convertible Champion jet. 














The Story of a Comeback ..... (continued) 


was dramatic in terms of resent- ment supplemented Wozar’s own 
ment and resistance on the part of infectious determination “to be part 
some “old-timers.” Once, when of a leading team.” 








Wozar was inspecting the galvan- In the drive to build up such a 
izing department, he was “deliber- leading executive team, Wozar be- 
ately splashed” with molten zinc. came a salesman. “I had to,” he 


He found that some associates were says. “Everybody knew Dayton 












trying to undermine his closeness 
with Mr. Tait. A sales department 
employee was channeling new or- 
ders to a competitor. New ideas 
that were being injected into plant 
operations and which should have 
been regarded as company secrets 
were becoming public property. 













a Wozar’s reaction to this rebel- 
liousness was typified by his action 
after the zinc-splashing incident. 
He simply went home, changed into 
fresh clothes and in two hours was 
back quietly reorganizing the gal- 
vanizing shop according to plan. 
But sheer drive wasn’t enough, 
and no one knew it better than Wo- 
zar. “Get everybody to cooperate 
and to work—but make them like 
it” was his motto. Incentive plans, 
merit raises, company recreation 
and social activities, and closer liai- 
son between workers and manage- 
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Pump was on shaky ground. I had 
to sell good men—the kind I wanted 

-on the idea of accepting the chal- 
lenge to help build up a company.” 

First to join Wozar’s team was 
Charles Rike, vice president of 
production and materials control, 
who came in August of 1948. In 
1950, Wozar hired Kenneth Lung, 
vice president of engineering and 
research. Art Layman, vice presi- 
dent of industrial relations, and Bob 
Weaver, administration and finance 
vice president and treasurer, joined 
in 1951. Next year came Frank 
Hickey, Jr., sales and marketing 
vice president, and Dayton factory 
manager John Thomas. Burns 
Young, manager of Tait’s submers- 
ible plant, opened in May, 1957, 
came up from the machine shop. 


ain each case, the men were in- 
trigued by the challenge offered 
them by Wozar—and his own dy- 
namic assurance. And in each case, 
they cut through a tangled web of 
inherited complications to achieve 
Wozar’s vision of an effective ex- 
pansion-oriented program. 

Take Frank Hickey, for example. 
Son of a plumbing contractor with 
a strong background in marketing 
at both the retail and manufactur- 
ing levels, Hickey joined Tait when 


WHERE DO WE STAND? Data on every phase of the business picture is 
at Wozar’s fingertips, on a chart rack with sliding panels enclosed in a 
cabinet behind his desk. Here, he’s making notes on the distribution of 
the firm’s sales dollar. From “exploded” views of the company’s finances, 
such as this, Wozar can spot and avert trouble before it arises. 
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the firm was still working to re- 
assert itself in sales. 

Hickey, then 27, the youngest of 
this young management team, for- 
mulated a plan aimed at develop- 
ing past 


and obtaining 


new ones. An intensive sales effort 


accounts 


was directed at the plumbing con- 
tractor and his wholesaler—“the 
real consumers in the water sys- 
tems business,’ as Hickey puts it. 
a “Water systems,” Hickey points 
out, “can’t be sold directly to the 
public the way our industry’s more 
glamorous products are. Tait first 
sells the wholesaler and the con- 
Together, they sell the 
with our ‘backstage’ 
help. They sell the water system by 
telling the about the 
comfort and convenience of water- 


tractor. 
consumer, 


consumer 


using appliances. Our direct con- 
tact with the public,” Hickey con- 
tinues, “is limited largely to pro- 
moting benefits and brand-identifi- 
cation.” 


ws Strong on service to Tait whole- 
salers and their key dealers, Hickey 
offers a wide range of point-of-sale 
aids, direct-mail help and _ local 
advertising materials. In demand is 
a customer collection manual that 
enables the dealer and the pump 
prospect to select the proper pump 
for a particular installation. 

Training programs for whole- 
salers, their salesmen and dealers 
are held both in Dayton and in the 
field. programs 
such as a tie-in with the activities 
of local rural electric companies are 
also available. 


Volume-building 


eHickey added, “We believe we 
have one of the largest and most 
selective advertising budgets in our 
industry—and feel that the constant 
telling of our story through such 
publications as Domestic ENGINEER- 
ING effectively supports the work of 
our wholesalers in building a larger, 
more loyal dealer following.” 
Hickey gives due credit for much 
of his sales and marketing program 
to the G. W. Young public rela- 
tions firm in Dayton, which became 
associated with Tait early in 1952. 
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ORDAINED MINISTER Art Layman is industrial relations manager. His job 
Keeping morale high “because the man who likes his job does it well.” 


Initially, the organization exploited 
new products that were then being 
developed. Later, it 
volved in employee, community and 
trade relations. In October, 1955, it 
took over all advertising as well, 


became in- 


with Dave Thomas coming in as ac- 
count executive. 
“As we see it,” says Gerry Young, 


head of the p-r firm, “one of our 


significant early contributions was 
to help Mr 


ment of a cooperative attitude on 


Wozar in the develop- 


the part of the average employee 
By 1955, the vast majority of the 
older employees wanted the com- 
pany to succeed as much as man- 
They not only had 


accepted the new management, they 


agement did 


(Please turn to page 148) 


ENGINEERING and research have played an important role in Tait’s rise 
in the water systems field. Here, Kenneth Lung 
of engineering and research, and Tony Lotspih, chief laboratory engineer, 
discuss a technical problem. The pipe rising from the floor in the fore- 
ground leads to a well used for testing new pump models. 


right), vice president 
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Homeowners are urged to modernize 
now in new nationwide ad campaign 


ACTUAL SIZE of the HIC ad (reproduced at left) is 12 by 


20 inches. 





—- aE 


A ForMuta for stimulating the 
nation’s troubled economy is being 
tried by the Home Improvement 
Council in cooperation with adver- 
tising media. 

Leaping into the lead while the 
Congress and the nation generally 
wonder what to: do, the HIC has 
launched a nationwide campaign 
to tell homeowners that now, when 
the country needs the extra spend- 
ing, is the time for home improve- 
ment projects. 


ws HIC’s implementation is as big 
as the idea. The public service ad 
appearing with this article was sent 
out to 1,400 newspapers, 1,000 radio 
stations and 500 television stations 

-all media that are cooperating 
with HIC. The ad also went to all 
leading consumer and trade maga- 


zines and government officials. HIC 
members received the message too, 
with the recommendation that they 
talk up its compelling theme with 
editors, customers and others at the 
local level. 


= The ad is frank in telling readers 
“no one modernizes his home, of 
course, just to help the economy, 
and we aren’t seriously asking you 
o.” That’s a line with which every 
reader of the ad will agree. And 
that flash of agreement establishes 
contact with the reader of the ad 
to lay a quick-setting foundation 
for listing the reasons why home 
modernization projects should be 
undertaken now. 

Briefly, the reasons given are: 

1. Prices are right. 

2. In time of recession, the home 


It is also available in folder form for mailing 


is the best investment and increas- 
ing its value is better than money 
in the bank. 

3. More dealers and contractors 
are fully equipped now to do the 
complete job in one package. 

4. Men to do the work are more 
available. 

Reprints of the ad, available also 
in folder form for mailing, can be 
obtained from HIC, 2 E. 54th St., 
New York City 22. 


a Member services of HIC include 
extensive sales promotion and ad- 
vertising kits (three already is- 
sued) and direct participation in 
HIC-sponsored campaigns, such as 
the “How’s Your Home?” and “Bet- 
ter Your Home” consumer contests 
in which $175,000 is being offered 
as prizes. END 


Shyster modernizers are target of new ethics code... . . see page 56 
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Look around. You'll find Harcraft everywhere. Because the 
clean contemporary design, sparkling triple chrome finish, 
and precision engineering make Harcraft the best 

choice for any installation. And look at 

these bonus advantages ... modern 

illustrated packaging ...renewable and 

interchangeable parts... competitive price 

(check it). No matter where you do business, 

Harcraft’s sales representatives and warehouses 

give you convenient fast service. 

That’s why, everywhere ...and everyone — 

once they compare — call for Harcraft Brass, first. 


He teil thing Neal Lo wale... 


Harcraft Brass 


A DIVISION OF HARVEY ALUMINUM 


Warehouses in Atlanta, Boston, Chicago 
Datias, Los Angeles, New York 


GENERAL OFFICES: TORRANCE, CALIFORNIA 





Trade Literature 





(Continued from page 36) 

been issued by Ramset Fastening 

The sheets show how to obtain 
maximum efficiency from Ramset 
fasteners when hanging pipe from 
structural steel, concrete 
and poured concrete ceilings. 

Available from: Ramset Fasten- 
ing System, 12117 Berea Rd., 
Cleveland 11. 


beams 


Duct Insulation 

A brochure containing eight 
pages of practical information on 
duct insulation for residential air 
conditioning is available from Gus- 
tin-Bacon. The booklet discusses 
“how, when, where and why” resi- 
dential ductwork should be insu- 
lated (for thermal protection) and 
lined (for acoustical treatment). 

Available from: Gustin-Bacon 
Manufacturing Co., 210 W. 10th St., 
Kansas City, Mo. 


Liquid Cooler Bulletin 
A 16-page bulletin describes Bell 
& Gossett’s complete line of pack- 


LIQUID COOLER 


© COMPLEIE cowlng peckege 


ot Beir & Gossett Company 


age liquid coolers. Included are de- 
sign features, typical installations 
and a description of the compo- 
nents. The line ranges in capac- 
ity from 74% to 150 tons. 

Available from: Bell & Gossett 
Co., 8200 N. Austin Ave., Morton 
Grove, IIl. 


Plumbing Specialties Manual 
A new manual on its cleanouts 
and other specialties has been is- 
sued by Wade Manufacturing. The 
72-page manual contains such spe- 
cialties as shokstops, hydrants, 
basins, test balls, grease traps and 


interceptors, among others. Fea- 


tured in the catalog are some 215 
cleanouts and access doors, includ- 
ing 50 items newly introduced. 

Available from: Wade Manufac- 
turing Co., Elgin, Il. 


Heating-Cooling Specs 

Two specification sheets on its 
1958 line of air conditioners and 
one on its space-saver commercial- 
industrial furnace line have been 
issued by Armstrong Furnace Co. 
One a-c spec sheet contains infor- 
mation on single-unit and _ split- 
system conditioners. The other lists 
specifications of Armstrong’s entire 
line of summer air conditioners. 
Gas and oil-fired commercial and 
industrial furnaces with ratings 
from 200,000 to over 350,000 Btu 
are covered by the third spec sheet. 

Available from: Armstrong Fur- 
nace Co., 851 W. 3rd Ave., Col- 
umbus 8, O. 


School Heating-Cooling 

A catalog on its Kinetic Barrier 
unit ventilator school conditioners 
and accessories is available from 
Trane. The 56-page catalog offers 
complete engineering data on the 
automatic heating-cooling units, 
with a special two-page section fea- 
turing a typical unit and a wide 
selection of accessories. (The full 
line comes in a wide range of ca- 
pacities, two models, and nine 
cabinet styles for steam and hot 
water systems.) The catalog also 
includes data on hot water coils, 
control cycles, roughing-in draw- 
ings and dimensions. 

Available from: The Trane Co., 
La Crosse, Wis. 


Manual on Wall-Hung 
Plumbing Fixture Supports 

A 24-page manual describing its 
Thinline supports for wall-hung 
closets, urinals and lavatories has 
been published by Zurn. A two- 
page spread features minimum 
space requirements, commonly used 
combinations, photographs and en- 
gineering drawings, enabling users 
to specify the right combination for 
a particular installation. 


Available from: Zurn Industries, 
Inc., Plumbing Products Division, 
1895 Pittsburgh Ave., Erie, Pa. 


Duct, Pipe and Fittings Catalog 

A 40-page catalog describing 
Seal-Tite prefabricated duct, pipe 
and fittings for heating and cooling 
has been issued by Williamson. 

Indexed for speedy reference, it 
illustrates and identifies each fit- 
ting with complete specifications. 
In addition, there are charts, dia- 
grams and engineering data to save 
time and trouble on various types 
of cooling, forced air and gravity 
heating installations. 

Available from: The Williamson 
Co., 3500 Madison Rd., Cincinnati. 


Industrial Pipe Fittings 
CoveredinNew Brochures 


A file folder of two-color bro- 
chures covering its line of clamps, 
couplings and joints for industrial 
uses has been issued by Marman. 
The brochures provide detailed in- 
formation on sizes, dimensions and 
applications of the products. In- 
stallation instructions are included. 

Available from: Marman Divi- 
sion, Aeroquip Corp., 11214 Ex- 
position Blvd., Los Angeles. END 
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Are You Missing The Profit Parade? 


As the chart at right shows, copper drainage tube DWV is 
being used more and more by wide-awake contractors. 
Don’t let this opportunity slip past you... ride the trend and 
profit. Here are the reasons for that trend: 
1. Reports from contractor after contractor show installed 
cost to be lower than for rustable materials. 
2. Every step of installation is quicker, easier. 
3. Largest size in 20’ lengths can be handled by one man. 
Fewer hangers are required. 
4. Copper can’t rust...is virtually impossible to clog. 
5. Fewer, tighter joints. 
6. 3” stack fits 2” x 4” wall partition. 
7. Ideal for prefabrication in shop. 
8. Copper is accepted by builders and owners as the badge 
of quality construction. 


JOIN THE PROFIT PARADE NOW! SEE YOUR REVERE DISTRIBUTOR 
FOR SIZES AND COMPLETE DETAILS OR SEND FOR FREE DATA FOLDER 


REVERE COPPER AND BRASS INCORPORATED 


Founded by Paul Revere in 1801 
230 Park Ave., New York 17, N. Y. 
Mills: Rome, N.Y.; Baltimore, Md.; 
Chicago, Clinton and Joliet, I/l.; Detroit, 
Mich.; Los Angeles and Riverside, Calif.; 
New Bedford, Mass.; Brooklyn, N.Y.; 
Newport, Ark.; Ft. Calhoun, Neb. Sales 
Offices in Principal Cities, Distributors 
Everywhere. 


MADE IN USA 
TO THE STANDARDS 
OF AMERICAN INDUSTRY 
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IN 2 YEARS THE USE OF TYPE “M" AND DWV 
COPPER TUBE HAS INCREASED 29% 





ist Half 1957 
Type M DWV 


ist Half 1956 
Type M DWV 


ist Half 1955 
Type M DWV 











Total 
TOTAL 





16.0 

















Distribution expressed in Ibs. per Housing Start Less than 0.05 


Source: U.S. Dept. of Labor 


Above table shows results of recent survey made by U.S. Department of 
Labor on the use of Type ““M"’ Copper Water Tube and Copper Drainage 
Tube DWV, as determined by shipments. Note that while use of Type “M 
has decreased 35%—1957 over 1955, Type “DWV” has increased a 
phenomenal 575% for the same period.- 











CONTRACTORS * WHOLESALERS * MANUFACTURERS 


CONTRACTOR ASSNS. . 


June 22—NARDA—Summer 
ing of the National 
Radio-TV Dealers 
Hotel, Chicago. 


meet- 
Appliance and 
Assn.; Sheraton 


June 23-25—ASHAE—Semi-annual 
meeting of the American Society of 
Heating and Air Conditioning Engi- 
neers; Nicollet Hotel, Minneapolis. 


June 30-July 3—NAPC—76th annual 
convention and exposition of the Na- 
tional Assn. of Plumbing Contractors; 


. . National 


Pan Pacific Auditorium, Los Angeles 


Sept. 20-26—ASSE—Annual meet- 
ing of the American Society of Sani- 
tary Engineering; Claridge Hotel, At- 
lantic City, N. J. 

Oct. 12-15—RACCA—Annua! 


con- 


vention and junior exposition of new 
products of the Refrigeration and Air 
Conditioning Contractors Assn; 
Hotel, Colorado Springs, 


Broadmoor 


Colo. 


CONTRACTOR ASSNS. .. . State 


June 26-29—New Jersey—Annual 
convention of the New Jersey State 
League of Master Plumbers; Traymore 
Hotel, Atlantic City. 


Aug. 1-2—Texas—Quarterly meet- 
ing of the Mechanical Contractors 
Assn. of Texas; Hotel Baker, Dallas. 


Aug. 7-10—South Carolina—Annual 
convention of the South Carolina Assn 
of Plumbing, Heating and Air Con- 
ditioning Contractors; General Ogle- 
thorpe Hotel, Savannah, Ga. 


Jan. 26-29 (1959)—Illinois—Annual 
convention of the Illinois Assn. of 
Plumbing Contractors; Faust Hotel, 
Rockford. 


Feb. 2-4 (1959)—Wisconsin—An- 
nual convention of the Wisconsin 
Assn. of Plumbing Contractors; 
Schroeder Hotel, Milwaukee. 


Feb. 5-7 (1959)—Ohio—Annual con- 
vention of the Ohio State Assn. of 
Plumbing Contractors; Netherland- 
Hilton Hotel, Cincinnati. 


‘eb. 12-14 (1959)—Minnesota—An- 


the Minnesota 
Contractors; St. 


nual convention of 
Assn. of Plumbing 
Paul Hotel, St. Paul. 


Mar. 9-10 (1959)—Nebraska—An- 
nual convention of the Nebraska 
Plumbing and Heating Contractors 
Assn.; Hotel Sheraton-Fontenelle, 
Omaha. 


Apr. 9-11 (1959)—Michigan—An- 
nual convention of the Michigan Assn. 
of Plumbing Contractors; Statler- 
Hilton Hotel, Detroit. 


Apr. 10-11 (1959)—Virginia—Annual 
convention of the Virginia Associated 
Plumbing and Heating Contractors; 
John Marshall Hotel, Richmond. 


Apr. 23-25 (1959)—Iowa—Annual 
convention of the Iowa Assn. of 
Plumbing Contractors; Blackhawk 
Hotel, Davenport. 


WHOLESALER ASSNS. 


June 5-8—NYSPHW-—Spring meet- 
ing of the New York State Plumbing 
and Heating Wholesalers; Thousand 


Island 


s Club, Alexandria Bay, N. Y. 


June 13-15—PHWNE—Spring con- 
vention of the Plumbing and Heating 
Wholesalers of New England; Mount 


Washington 


N. H. 


Oct. 


Central Supply Assn.; 


Hotel, Bretton Woods, 


1-3—-CSA—Fall meeting of the 


Palmer House, 


Chicago. 


Oct. 


22-24—ACRW—Annual meet- 


ing of the Air-Conditioning and Re- 
frigeration Wholesalers; Sheraton- 
Palace Hotel, San Francisco 


Oct. 


of the 


Assn.; 


26-29—AI—Annual convention 
American Institute of Supply 
Hotels Roosevelt and Jung, 


New Orleans. 


Nov. 
of the 


Assn.; 


Beach, 


Nov. 


§-12—NCSA—Annual meeting 
Northern California Suppliers 
Del Monte Lodge, Pebble 
Calif. 


30-Dec. 3—NHAW—Fall con- 


vention of the National Heating and 


Air Conditioning 


Wholesalers; Hotel 


Statler, Cleveland. 


Feb. 


15-17 


(1959)—_W DA—Annua!l 


convention of the Wholesale Distribu- 


tors Assn.; 


Shamrock Hilton Hotel, 


Houston, Tex. 


Apr 


conve 


Wholesalers 


. 5-7 (1959)—MAWA—Annual 
ntion of the Middle Atlantic 
Assn.; Chalfonte-Had- 


don Hall, Atlantic City, N. J. 


Apr. 


22-24 (1959)—SWA—Annual 


convention of the Southern Whole- 


salers 
Hotel, 


Assn.; Palm Beach Biltmore 
Palm Beach, Fla. 


MANUFACTURER ASSNS. 


Jun 
tion < 


Institute 


Park 


Jun 


e 9-12—OHI—Annual conven- 
and exposition of the Oil-Heat 
of America; Coliseum and 
Sheraton Hotel, New York City 


e 10—SKCMA—Annual meeting 


of the Steel Kitchen Cabinet Manu- 
facturers Assn.; Edgewater Beach Ho- 


tel, C 


hicago. 


June 15-17—WCF—Spring meeting 
of the Water Conditioning Founda- 
tion; Lake Lawn Lodge, Delavan, Wis 


June 22-28—CIPH—Annual conven- 


tion 
Plumk 


of the Canadian Institute of 
xing and Heating; Jasper Park 


Lodge, Jasper, Alta. 


Jun 
store 


Modernization 


New 


e 23-26—SMI—Fifth national 
modernization show of the Store 
Institute; Coliseum, 
York City 


Aug. 6-9—NASWSO, WCRC—An- 
nual convention of the National Assn. 


(Please turn to page 146) 
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CLIMATE CHANGER FAN-COOLING UNIT contains fan, coil and filter for cooling that is independent of the heating system. 


2, 3 and 5-ton capacities; fits into just 5 sq. ft. in attic, utility room, basement or garage. 


Now! reliable cooling equipment 
from a reliable source —'Trane! 


Climate Changer units for homes and smaller buildings 
now being produced in a new, ultra-modern factory! 





If you have sold and installed TRANE heating and air condi- 
tioning equipment, you’re familiar with the fine engineering, 
construction and performance TRANE products are known for. 
You know, too, that TRANE has been a leader in bringing you 
new equipment to meet your needs . . . the famous TRANE 
Convectors . the CenTraVac, world’s best-known her- 
metic centrifugal compressor. 

Now, The TRANE Company has engineered a completely 
new line of residential and small building Climate Changer 
heating and cooling units that you can install with confidence 
and pride . . . because they are built by the people who know 
all phases of heating, cooling, ventilating. These new units 
are being produced in a new TRANE factory exclusively de- 
signed for the manufacture of packaged air conditioning 


HEAT AND COOL with this TRANE year- 
around Climate Changer. Gas-fired heating 
units from 77,000 to 154,000 Btu. Cooling 
unit for bonnet or duct installation. 


self-contained unit 


COOL STORES, offices with this trim, quiet 
with 
design. Complete range of sizes from 3 to 
20 tons. Air cooled models to 15 tons. 


equipment. They are matched units . . . designed and built 
together to give your customers full-rated capacity, trouble-free 
operation > to give you simplified installation, with no 
costly callbacks. 

New TRANE Climate Changer units are versatile: you can 
offer your customers cooling equipment that goes with any 
type of heating. And there are new TRANE gas-fired Climate 
Changer units, too—built from the start for use with cooling. 
The cooling section may be added later, or installed with the 
heating, whichever your customer prefers. 


Want more facts? Get the whole story on new TRANE 
Climate Changer units from your nearby TRANE Sales Office. 
Or write TRANE, La Crosse, Wisconsin. 


For any air condition, turn to 


TRANE 


MANUFACTURING ENGINEERS OF AIR 
CONDITIONING, HEATING, VENTILATING 
AND HEAT TRANSFER EQUIPMENT 
The Trane Company, La Crosse, Wis 
Mfg. Div., Scranton, Pa. « Clarkeville Mfg Div., 
Clarkaville, Tenn. « Trane Company of Canada, 


Limited, Toronto « 97 U.S. and 19 Canadian 
Offices. 


new “‘iso-sound”’ 


e Scranton 





New Products 





(Continued from page 76) 
Wall Closet Supports 


A line of “thinline” supports for 
wall-hung water closets has been 
developed by Zurn. Reduced di- 
mensions between the center line 
of flow and front of face plate make 
it possible to install, for instance, 
the “Z-1205” series single horizon- 
tal adjustable system (illustrated) 


in a pipe chase space as small as 
64 in. This feature provides addi- 
tional bathroom floor space. Other 
features include an offset vent con- 
nection to save time in installing 
flush valve piping, strong diagonal 
ribs that guard against excess 
stresses and help support closet 


bowls, a specially designed lead 
seal that insures watertight con- 
nections between face plate and fit- 
ting and full adjustability from the 
highest position on the drainage 
line to the lowest. The supports can 
be used with any wall-hung closet 
and are available in combinations 
to choose for single, battery or 
back-to-back installation. 

Manufacturer: Zurn Industries, 
Inc., Plumbing Products Division, 
Erie, Pa. 


Lavatory and Closet 

Two vitreous china fixtures—a 
reverse-trap closet combination 
and a ledge-back lavatory—have 
been announced by Ingersoll-Hum- 
phryes. The closet is a close- 
coupled unit with syphonic-action 
flush. It features an opaque gloss 
finish and an all-glazed 2%-in. 
trapway. It is available in 12-in. 
roughing-in size. 

The lavatory measures 19 by 17 
in., drilled on 4-in. centers. It fea- 
tures a deep-tapered bowl with 
integral twin self-draining 
dishes, concealed front 


soap 
overflow 


Non-Corrosive, Acid-Resistant Sink Frames Are 
Added to Its Stainless Steel Line by Selck 


Selck has announced a series of 
non-corrosive, acid-resistant stain- 
less steel sink frames. Manufac- 
tured from .316 stainless steel, the 
frame is particularly suitable for 
doctors and dentists’ offices, X-ray, 
photographic or chemical laborato- 
ries and other areas in which non- 


126 


corrosive acid-resistant qualities 
are required. 

The frames are available for flat 
rim or vitreous china sinks, with 
corner radii up to 2% in. 

Manufacturer: Walter E. Selck 
and Co., 225 W. Hubbard St., Chi- 
cago 10. 


and wide anti-splash rims. The 
lavatory also has the opaque gloss 
finish. Both fixtures are available 
in a choice of six colors or white. 

Manufacturer: Ingersoll-Hum- 


e 
phryes Division, 
Corp., Fifth and 
Mansfield, O. 


Borg-Warner 
Newman Sts., 


T & P Relief Valves 

A series of temperature and 
pressure relief valves for use on 
water heaters has been introduced 
by A. W. Cash. The valves feature 
sidemounted fusible plugs that sim- 
plify plug replacement without re- 


moving or disconnecting the valve. 
They are made of bronze and are 
available with or without test lev- 
ers. Male inlet connections are % 
or 3% in. 

Manufacturer: A. W. Cash Valve 
Manufacturing Corp., Wabash and 
Morgan Sts., Decatur, III. 


Water Heater Dust Filter 

A dust filter made of wool for 
use on its water heater controls has 
been introduced by Robertshaw- 
Fulton. The filter is located ahead 
of all adjustments and is for filter- 
ing natural and LP gases. The com- 
pany reports that a mineral wood 
“sum” filter will continue to be 
used in controls for manufactured 
gas applications. 

Manufacturer: Robertshaw-Ful- 
ton Controls Co., Grayson Controls 
Division, 100 W. Victoria St., Long 
Beach 5, Calif. 

(Please turn to page 128) 
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GEMLIKE BEAUTY PLUS 
LASTING PRACTICAL VALUE 
_+«sYOUR ASSURANCE OF 


| "hat Devi 2 el 
~ “RICHMOND 


The Fastest Growing Name in Plumbing Fixtures 


The perfectly matched color 

of Richmond Fixtures, their lifetime 
design and performance... 

these are strong selling points 

for you—whether your customers 

Me rape are building, remodeling or 

Lh ™ — merely replacing present 
MELLOW RED ils ae ‘, egy \ facilities. The wide range of 
. + » Richmond styles ( Vitreous 

China, Enameled Cast Iron 

and Steel) , Richmond’s seven 

non-fading colors and famous 

“Whiter-White” enable you to 

suit any customer’s preference. 


QUAKER GREY 


And, tied in with national 
consumer advertising, Richmond 
gives you powerful selling aids, 
as well...in-store displays, eye-catching 
streamers, newspaper advertising 
mats, suggested radio and TV 
commercials, hard-sell 

consumer booklets and brilliantly 
colorful direct mail pieces. 
Promotion... plus topnotch 
quality ...makes it 

doubly easy to sell Plumbing 
Fixtures by Richmond! 

“Enjoy the Brilliance” of 

the Richmond Display at the 
NAPC Show, Los Angeles, 

June 30—July 3. 


© RICHMOND 


PLUMBING FIXTURES 


Division of Rheem Manufacturing Company 
16 Pearl Street, Metuchen, N. J. 


RICHMOND CREATES THE FINEST BATHROOM AND KITCHEN PLUMBING FIXTURES © HEATING EQUIPMENT 
OTHER RHEEM PRODUCTS: WATER HEATERS * WATER SOFTENERS * WEDGEWOOD GAS RANGES # STEEL CONTAINERS 
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New Products 





(Continued from page 126) 

Hydronic Convector Series 
Hydrotherm has added a series 
of year-round cabinet units to its 
line of hydronic heating and cool- 
ing equipment. The units are avail- 
able in two sizes, one 3950 Btu/hr 
with chilled water of 42F average 
temperature and the other 8600 


Btu/hr with water chilled to the 


OD ie 
same temperature. The units con- 
sist of a copper coil heat exchanger 
and a centrifugal fan with a filter, 
all housed in a compact steel cabi- 
net that may be installed either 


free-standing or partially or fully 
recessed. If desired, the units may 
be used initially for heating only, 
with cooling to be added later with- 
out installing additional piping. 
Manufacturer: Hydrotherm, Inc., 
Clinton Ave., Northvale, N.J. 


Master Heating Control 

A master heating control com- 
bining an inside program time 
switch and an outdoor weather 
head to provide “balanced” heat- 
ing has been developed by Tork 
The unit regulates heating in mul- 
tiple unit dwellings and commer- 
cial or industrial buildings. It fea- 
tures an automatic cutoff, making it 
applicable to all systems, whether 
automatic gas, oil or coal-fired. The 
cutoff stops operation after the last 
cycled heating operation; there is 
no startup until the scheduled 
morning cycle. The control also 
times heat to the weather and syn- 
chronizes heat output to the de- 


Case Crawler Tractor-Shovels Now Feature 
A Choice of Bucket Styles to Fit Job Needs 


A choice of bucket styles to fit 
job requirements is now offered on 
Model 1000 Case “TerraTrac” 
crawler tractor-shovels. In addition 
to the front-hinged bucket with 
extra-high dump clearance, a new 
rear-hinged bucket is now avail- 
able on the company’s 100-hp mod- 
el for heavy-duty digging. Both 
buckets are rated at 2 cu yards ca- 
pacity. However, the rear-hinge 
design has more than 25 percent 
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greater breakout force and about 
600 lbs greater carrying capacity 
for handling heavy materials. It is 
wider, shallower, and has a steeper 
grading angle. Other features of 
the crawler include torque convert- 
er drive capable of delivering up 
to 24,000 lbs drawbar pull or push, 
power shifting and high forward 
and reverse travel speeds. 

Manufacturer: J. I. Case Co., Ra- 
cine, Wis. 


mands of the weather. For summer 
use, the “off” position allows the 
system to provide hot water with- 
out heating the building. An omit- 
ting device for automatically skip- 
ping operation on days when the 


building may be closed is optional. 

Manufacturer: Heating Controls 
Division, Tork Time Controls, Inc., 
1 Grove St., Mount Vernon, N.Y. 


Ventilator Control Package 

A control package for use on 
classroom-type electric-heat unit 
ventilators has been announced by 
Barber-Colman. The package con- 
sists of a dual element thermostat 
that provides control of both room 
and discharge air, an electric motor 
operator to position heater control 
switches and outdoor and return 
air dampers. It also contains a 
step controller to regulate heaters. 
The package is completely pre- 
wired. 

Manufacturer: Barber-Colman 
Co., 1300 Rock St., Rockford, IIl. 


Oil Burner 

An oil burner specifically de- 
signed to burn No. 4 fuel oil has 
been announced by Electrol. The 
unit features a thermal circuit 
check that prevents cold oil from 
being sprayed and a cutoff valve 
that prevents afterdrip. It’s avail- 


able in three models with capac- 
ities from 2 to 20 gph. 
Manufacturer: Electrol Burner 
Manufacturing Co., 22 Union Ave., 
Rutherford, N.J. 
(Please turn to page 134) 
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lastalle Like Lightaings, 


“T’-TYPE SINK FRAME* 


{. Built-in Corner Supports! 


No Extra Parts—one tool—a screwdriver. 
Just Tap-in the Color-Tabs—it's locked tight. 


2. Ridged Corners for Strength! 


Speeds installation—stops warp 
and wobble. 


3- Installs Fast—Sells Fast! 


on the line—on the job—or 
in the store. Builds profit—cuts time. 


Contact your wholesale distributor or write: 
_——— 


v4 
MINIGHANDE \ SINIDIOST I UL as 


INCORPORATED 
5860 N. Pulaski Road, Chicago 30, Ill. 
5250 W. 102nd St., Los Angeles 45, Cal. 
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Arcoleader 
packaged 


G-2 packaged 
oil boiler 


gas boiler 


h <—</l NG , 


G-4 gas boiler Severn oil or coal boiler Oakmont oil boiler 


Arcoliner oil boiler 


wow BOILERS GUARANTEED FOR 25 YEARS 


Here’s a powerful new selling extra for you from American-Standard 


Here's a new feature that will help you close more boiler sales in both 
the replacement and new construction markets. It’s a full, 25-year 
i guarantee on the cast iron boiler sections that backs up the well-known 
IM PO RTANT! quality and long-life dependability of American-Standard hot water 
The American-Standard boilers. This gives you a real clincher in selling replacements to home- 
25-year guarantee owners. And in selling to home builders, be sure to point out how they 
covers the complete cast can use the guarantee to merchandise their houses—how 25-year 
men sedions..the werle guaranteed cast iron boilers by American-Standard add extra quality 
: 5 to their homes. 
ing core of the boiler— 
not merely the outer 





All six hot water boilers are available at regular prices. And the new 
“shell.” Arcoleader and G-2 are packaged to reduce installation cost. Ratings 

3 are I=B=R approved. For details, see your distributor or write 
AMERICAN-STANDARD, PLUMBING AND HEATING DiIvIsION, 40 W. 
40th Street, New York 18, N. Y. 





i, Piha Rinch Sy MEE, BbcFEY Aah ABE ce Bi: 





Apaumican -“Standard™ and “Standard” are trademarks of American Radiator & Standard Sanitary Corporation 


American-Standard guaranteed boilers are a development in hydronics, the science of heating and cooling with water. 


American-Standard 


PLUMBING AND HEATING DIVISION 
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BLOW 
THE 
WHISTLE 


-L0-UMSE Ue codls / 


On (WNMNG 


Shrinking profit margins demand maximum effi- 
ciency of your productive resources. That’s why it 
pays to let your Republic Pipe Distributor help you 
blow the whistle on rising ready-to-use pipe costs. 

As a regular supplier of steel pipe—as well as 
valves, fittings, fixtures and other supplies—he 
takes over the problems and expense you face in 
maintaining your own inventory. These costs, in- 


cluding space, equipment, manpower, taxes and 


_ ~~ 


insurance, are spread over his diversified stock 
including all sizes and weights. 

The result is lowest ready-to-use unit cost. More- 
over, his efficiency combines with the dependabil- 
ity of steel pipe prices to assure a fair profit to you 
and top value to your customers. 

Take steps now to assure yourself of lowest 
ready-to-use pipe costs. Contact your Republic 


Pipe Distributor. He’s anxious to serve you. 


CALL YOUR LOCAL REPUBLIC DISTRIBUTOR FOR QUICK DELIVERY OF STEEL PIPE 


REPUBLIC Gteel, Pipe 





WHAT? 
NO PEDESTAL 
FOR 
CON-X-ALL? 


Pardon us, but we believe these machined brass couplings and adapters 


for plastic pipe deserve one! They were the first of their kind—and they 


still haven’t been surpassed for quick, dependable and long-lasting con- 


nections. In fact, American Sanitary CON-X-ALL fittings are erecting 

their own monument in the form of a sales record that keeps getting bigger 

every day. Have you re-stocked lately? 
CON-X-ALL ADAPTER CON-X-ALL ADAPTER CON-X-ALL COUPLING 
(p'astic to iron pipe) (plastic to copper) (plastic to plastic) 
WE DISTRIBUTE THROUGH WHOLESALERS ONLY 


Over Forty Years Leadership In The Plumbing Industry \S AMERICAN SANITARY 


MFG. CO., ABINGDON, ILLINOIS 


AMERICAN SAMRAT AR YV 
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From #{s modern $10,000,000.00 plant im Long Beach... 


Robertshaw enters the manufacture 


factor in the successful development 
and production of millions of depend- 
able water and space heater controls. 


of G ‘ ntral Heating Controls * Exacting Quality Control—a proved 


Unitrol 110—the standard of the water 
heater industry... more than 3,000,000 con 
trols produced and sold with less than one- 
half of one percent returns 


* Exacting Quality Control—now 
lends its technique to the manu- 
facture of Central Heating Controls 

and Accessories! 


CONTACT : 


Dependable Robertshaw controls @ 
are advertised nationally to your 
customers in Good Housekeeping, , ents © ow OTT eR 


American Home, Sunset and 
Saturday Evening Post. GRAYSON CONTROLS DIVISION, LONG BEACH. CALIFORNIA 





New Products 





(Continued from page 128) 
Vanity Ensembles 
A series of vanity ensembles, in- 
cluding a basic 21 by 24-in. model 
(illustrated), has been announced 
by Aetna. The lavatory is an inte- 


gral one-piece top and bowl made 
of cast iron and finished in acid 
resistant porcelain enamel. It is 


available in colors to match those 
of major manufacturers and in a 
new type pattern with six color 
combinations. Cabinets are made of 
34-in. plywood and are bonded in- 
side and out with plastic. Cabinet 
exteriors are available in frosted 
walnut, grey limba, golden ballet 
and white onyx marble designs. 
Interiors are finished in stippled 
lacquer. 

Manufacturer: Aetna Porcelain 
Enameling Co., 4701 W. Augusta 
Blvd., Chicago 51. 


Cellar Drainer Pump 

A cellar drainer sump pump has 
been announced by Wayne. Dis- 
charge capacity of the unit is 2810 
gph at 5-ft head. The pump fea- 
tures a 43-hp motor with built-in 
overload protector, a stainless steel 
shaft, bronze column and bearings, 
bronze impeller and choice of dis- 
placement weights or copper ball 


Youngstown Enters the Custom Cabinet-Top Field. 
Offers New Line of Stainless Steel Sink Bowls 


Youngstown Kitchens has en- 
tered the custom  cabinet-top 
market with a line of tops and a 
new line of porcelain and stainless 
steel drop-in sink bowls. The tops 
feature a _ stainless steel coved 
backsplash and rolled front edge 
trim. They are made on a strictly 
custom basis, with cutouts for sink 
bowls and range tops. They are 
offered in any variation to fit in- 
dividual kitchen installations. Tops 
are of steel construction covered 
with plastic laminate and are of- 
fered in a wide range of patterns 
and colors. The backsplash is ad- 
justable to meet the contour of out- 
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of-square walls. The _ porcelain 
enamel sink bowls are the ledge 
type, offered in both single and 
double-bowl styles. Each style 
features an impressed soap dish 
that drains into the bowl and 
straight sides to prevent water 
splashing. The double-bowl model 
measures 32 in. wide and the 
single-bow] unit 24 in. wide. Three 
stainless steel drop-in models also 
are available. One is a 32-in.-wide 
double-bowl model, and the others 
are 24 and 16-in. single bowls. 
Manufacturer: Youngstown 
Kitchens, Division of American- 


Standard, Warren, O. 


float. A two-prong cord set is 
standard; a three-prong cord set 
can be supplied on request. 








on 


Manufacturer: Wayne Home 
Equipment Co., Fort Wayne, Ind. 


A-C Line 

A line of air-cooled air condi- 
tioners for residential and light 
commercial applications has been 
announced by Thatcher Furnace. 
Two types are available, one a 
self-contained packaged model and 
the other a remote-condenser unit. 
Packaged models are offered in 2 
and 3-ton capacities; remote-con- 
denser models in 3 and 5-ton ca- 
pacities. When a unit is connected 
to ductwork and an electric power 
supply, installation is completed. 
The remote units feature pre- 
charged refrigerant piping and 
quick-connect valves. 

Manufacturer: Thatcher Furnace 
Co., Garwood, N.J. 


Air-Cooled Air Conditioner 

A self-contained air-cooled air 
conditioning unit for light commer- 
cial and residential applications has 
been developed by Utility Appli- 
ance Corp. for its Gaffers & Sattler 
line. The 3-ton unit consists of a 
3-hp compressor, four-row con- 
denser coil, large-capacity conden- 
sing air fan and an evaporator with 


twin blowers. It can operate with- 
out interruption in ambient tem- 
peratures as high as 130F. 
Manufacturer: Utility Appliance 
Corp., 4561 E. 50th St., Los Angeles 
58. 
(Please turn to page 138) 
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24 miles of 
(iss) National Pipe — 


used in Steinberg Memorial Ice Skating Rink 


Twenty-four miles of USS* NATIONAL PIPE lie 
beneath the concrete surface of the Mark C. 
Steinberg Memorial Ice Skating Rink, St. Louis, 
Missouri. The steel pipe is used to carry the 
calcium chloride brine which will be circulated 
through the system from zero to 10°F. Of the 
128,917 feet of USS NaTIONAL* PIPE installed, 
over 112,000 feet was 14” pipe for the coils. 
The additional footage was made up of sizes 6 
through 14” seamless pipe which was used as 
headers. The coils were fabricated at the site 
—a job made easy by the extreme flexibility of 
the 14” diameter pipe. 


Let National Tube supply the top-quality steel 
pipe you need for ice skating rinks, snow-melting 
and radiant-heating installations. USS 

NATIONAL PIPE will pay you back in outstanding 
service many times over for every dollar 

you spend for it. If you’d like further information 
or immediate assistance with your pipe problems, 
write to National Tube Division, United States 
Steel Corporation, 525 William Penn Place, 
Pittsburgh 30, Pa. 


‘“*The world’s largest and most experienced manufacturer 


of tubular products—NATIONAL TUBE” 


National Tube 
Division of United States Steel 


Columbia-Geneva Steel Division, San Francisco, Pacific Coast Distributors « United States Stee! Export Company. New York 
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best 
sellers 


...with dealers who know 


their business. 


Where control performance is nec- 
‘essary for customer satisfaction 
you'll find dealers relying on the 
dependability, accuracy and hand- 
some appearance of White-Rodgers 


Controls. 


If your reputation and business 
are built with each job you do, 
use White- Rodgers for replacement 
service...and on every order for 
new equipment write ‘‘Ship with 


White-Rodgers Controls’’. 





Makers of FASHION and 
PUSHBUTTON ... World's 
Most Modern Thermostats 
— y | 
WHITE-RODGERS (WR 
Automatic Controls for Heating, Air Conditioning and Refrigeration 
ST. LOUIS 6, MISSOURI! 7 TORONTO 6, CANADA 
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Never Underestimate the 


WORK CAPACITY 


of a JOHN DEERE Induotuial TRACTO 


The highly mobile New “440” 
Wheel Tractor, shown here equip- 
ped with the John Deere “71” 
Loader, fits ideally into the modern 
construction picture. The “440” 
Wheel Tractors and Crawlers can 
be equipped from a complete line 
of matched equipment. 


HE amazing quality about John Deere Industrial Trac- 
tors is their ability to turn out an amount of work far 
“above and beyond the call of duty.” 

Contractors and builders are constantly finding that they 
can assign to these trim, efficient wheel tractors and crawlers 
jobs previously thought suitable only for much larger, more 
expensive units. And now, as John. Deere owners, they are 
counting the benefits in dollars—dollars saved in the initial 
price as well as in fuel, maintenance and servicing costs. 

John Deere Industrial Tractors are rugged, not-to-be- 
babied power units with an almost unbelievable capacity 
for work, yet boasting all the nimbleness and versatility 
necessary in the construction field. 

And you have four John Deere models from which to 
choose—the new heavy-duty “440” and the long-proved 
**420” in both wheel and crawler models. 


JOHN DEERE 


Indust? af 


Conpletily Enginacred for Sndaily 
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6 eh) 


“440” Wheel Tractor 
with Trencher 


SEND FOR FREE LITERATURE 
JOHN DEERE—INDUSTRIAL DIVISION 
MOLINE, ILLINOIS @ DEPT. D-57-F 
Please send additional information on items checked: 
(1) “440” Wheel Tractor, [] “440” Crawler, [] “420” Wheel 
Tractor, [] “420” Crawler. 


Name___ 





Firm 
Address 


City. State 
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New Products 





(Continued from page 134) 


Rotary Pipe-Hole Saw 
Starbuck has added another 
model to its line of rotary pipe- 
hole saws. Designed primarily for 
wood, this model cuts round 3%- 
in. holes 234 in. deep. It features 
an accurately tempered tooth form 
with a tough base to prevent shat- 
tering. There is no projecting 
shoulder, permitting the saw to 
pass easily through the hole. Other 
features include large knockout 
holes to simplify plug removal, a 


A 


built-in wrench hex on the saw 
and wrench flats on the shank. 
Manufacturer: R. M. Starbuck & 


Sons, Inc., P.O. Box 1318, Hartford 
1, Conn. 


Zone Control Valves 

Edwards Engineering has devel- 
oped two motorized zone control 
valves for use on hot water heat- 
ing systems. The valves, which are 


available in % and 1-in. sizes, re- 
quire low-voltage wiring. Electri- 
city is used only for the 10-sec. 
period during which the valves are 
opening. No current is drawn to 
hold them open or to close them on 
signal from the controlling ther- 
mostat. From one to six thermo- 
stats, each activating a separate 
valve, can be joined on the same 








New Brammer Wood Kitchen Cabinet Line 
Features Flush Door and Drawer Fronts 


A line of wood kitchen cabinets 
with flush door and drawer fronts 
has been introduced by Brammer. 
These cabinets feature birch exte- 
riors, hollow core door and drawer 
fronts and adjustable shelves in 
base and wall cabinets. The cabi- 
nets, which are competitively 
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priced, are available in a complete 
range of unit sizes up to 96 in. wide. 
The units are featured in “plati- 
num” (illustrated) and “driftwood” 
finishes. 

Manufacturer: Brammer Manu- 
facturing Co., 1441 Rockingham 
Rd., Davenport, Ia. 


system. The same signal also turns 
on the burner and pump. 

Manufacturer: Edwards Engi- 
neering Corp., 101 Alexander Ave., 
Pompton Plains, N.J. 


Tempering Valve 

A tempering valve featuring a 
thermostat that completely shuts 
off cold water supply when there is 
excessive demand for hot water 
has been introduced by Watts. By 
stopping the cold water supply, the 
thermostat insures delivery of the 
system’s full rated capacity. The 
valve (No. 70) is available in a 
14-in. size with sweat copper fit- 
tings. It can be adjusted over a 


wide range and is competitively 
priced. It “defies corrosion” be- 
cause any lime or scale accumula- 
tion is penetrated by the “irresis- 
tible force” thermostat. 
Manufacturer: Watts Regulator 
Co., 10 Embankment Rd., Law- 


rence, Mass. 


Control Valve for Jet Pump 

A control valve for use on deep- 
well jet pumps has been announced 
by Dorward Pump. The control 
valve features a venturi tube that 
acts as an air charger. The tube 
throws a “gulp” of air into the 
pressure tank each time the pump 
is started. The air volume control 


device helps maintain a tank air 
cushion for long periods of time. 
Manufacturer: Dorward Pump 
Division, Besler Corp., 4053 Harlan 
St., Emeryville, Calif. 
(Please turn to page 142) 
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ich dishes CLEAN! dry them BRIGHT! 
hitchenAid 


AUTOMATIC OISHwasHheR 
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Dishwasher performance determines 


your real profit! 


Profit cannot be measured by the price tag on the dish- 
washer you sell. Ease of installation and performance of 
the unit AFTER it is installed have a big bearing on your 
real profit! 

KitchenAid dishwashers are performance-proved, de- 
signed to do the job right. Easy to install in any model, 
KitchenAid almost never needs service... when needed, 
service can be accomplished entirely from the front with- 
outunplumbing. Built-in, standard cabinet width, straddle 
construction permits unit to slide in easily over roughed- 
in plumbing. A// connections can be made at the front. 


Visit our Booths 568 G 62A at the NAPC Convention June 30 - July 3 


KitchenAid. 


dishwashers 


The Finest Made...by @ 


The World’s Largest Manufacturer of Food, Kitchen and Dishwashing Machines. 
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Homemakers like KitchenAid because it washes and 
rinses thoroughly and safely with the exclusive Hobart 
revolving wash arm. KitchenAid has most effective wash- 
ing capacity. There are no blind areas in the wash pat- 
tern. The dual strainer system keeps water clean and pre- 
vents food particles from spraying back on tableware. 
Drying is complete with sanitized air, heated electrically 
and circulated by a separate blower-fan. Uniform heat 
prevents crazing or discoloration of dishes. One way to 
make sure of rea/ profit—handle a dishwasher that doesn’t 
require constant service and adjustment. 

Mail coupor: for information on new dealer promotional package 


Eee 
| KitchenAid Home Dishwasher Div., Dept. KDE 
The Hobart Manufacturing Co., Troy, Ohio 


Please send details on new dealer display merchandiser. 


roo 
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Cast on Pipe 
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FIGURE ON CENTRAL FOUNDRY 


“SPUN” SOIL PIPE! 


FOR JOB-GETTING, PROFITABLE BIDDING— You can 
count on important savings in labor and instal- 
lation costs when you base your bid on Central 
Foundry “Spun” Pipe. Assembly is speeded 
and simplified by spigots and reinforced hubs 
that line-up every time—by rifle-barrel straight 
pipe lengths that are always identical—by 
machine-made fittings that always fit. 


HIGHEST QUALITY WITH SAVINGS— Machined metal 
molds give a truly sound and dimensionally 





VALUABLE BOOKLET 
Write today for free copy of 
“ABC’s of ‘Spun’ Soil Pipe.” 
It answers all your ques- 
tions. 





exact casting, with seamless, smooth walls of 
uniform thickness. No leaks can result from 


sand holes—there’s no sand in the mold. 


A YEARS-AHEAD DEVELOPMENT—Only Central 
Foundry, which was years ahead in pioneering 
“spun” soil pipe, gives you the big advantages 
of centrifugal casting in machine-finished all- 
metal molds—all without adding a penny to 
your cost! 


THE 


CENTRAL FOUNDRY 


COMPANY 


Centrifugal Cast Soil Pipe Machine-Made Fittings 
Bituminized Fibre Pipe 
Main Office: Foot of Pacific Street, Newark 5, N. J 


Plant: Holt, Ala 
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HOW TO 


Cut Job Costs in 
kabricating Soil Pipe 
... AND REDUCE Man Hours TO A MINIMUM 


Tried, Tested and Approved 
from Drafting Room to Job! 


Special locking device permits you 
to make 90% of your joints in hor- 
izontal position by swinging jig to 


any desired degree, from O to 360 











e SIMPLE! 
« ACCURATE! 
e FOOLPROOF! 


The Mickey System is the modern, 
practical method for prefabricat- 
ing and installing soil pipe. It’s as 
simple as A-B-C! Job is laid out 
in a matter of minutes with the 
aid of especially made templates, 
scale rule and graph paper. Pipe 
is then cut to proper lengths, as- 
sembled with fittings in jig, with 
each joint being swung to a hori- 
zontal position for level pouring 
of lead and caulking. 





Why contend with adverse weather or working conditions that delay your soil 
pipe installations? You no longer have to use obsolete methods that tie up 
your jobs. With the Mickey System you get in and out F-A-S-T-! 


On job after job, wherever the Mickey System is being used, it is cutting 
installation costs to a minimum. It will enable you first, to lay out, then 
prefab the various fittings and pipe lengths for a complete installation 

and you do it in a fraction of the time ordinarily required. 


The man hours now wasted on hit and miss methods can now be converted 
into productive, profitable effort. The Mickey System makes the big difference! 
For complete details write today to 


MICKEY, INC., 510 NORTH G STREET, LAKE WORTH, FLA. 





e 


SOIL PIPE 
FABRICATING 








1 Coae"s S//) ae SCALE RULE 
ae seu vOD We: rqUTn / CONFORM TO 
t tesco ice FEDERAL 


TEMPLATES AND 























SPECIFICATIONS 
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New Products 





(Continued from page 138) 

Heating, Cooling Line 

Carrier has expanded its Weath- 
er-maker line of heating and cool- 
ing products. The line now includes 
16 new oil and 12 new gas-fired 
furnaces. All new furnace models 
have increased air handling capaci- 
ties for air conditioning. Gas-fired 
units, available in upflow and 
downflow styles, have outputs 
ranging from 75,000 to 185,000 Btu. 
Oil-fired models, in upflow, down- 
flow, horizontal and lo-boy styles, 
have capacities from 84,000 to 140,- 
000 Btu. Fan motors do not have 


Packaged Refrigerants 

Ansul Chemical Co. has entered 
the packaged refrigerant field with 
five refrigerants—Freon 12, Freon 
22, Freon 114, methyl chloride and 
sulfur dioxide. They come in 1 and 
2-lb disposable containers and are 


D REFRIGERA 


“FREON-114” 


designed for use in systems where 
a small charge is needed. 

(Ansul is an authorized repack- 
ager of Du Pont’s Freon refriger- 
ants.) 

Manufacturer: Ansul Chemical 
Co., 1 Stanton St., Marinette, Wis. 


Warm Air Furnaces 

A series of suspended oil-fired 
warm air furnaces has been added 
to its line by John Wood. Bonnet 
ratings range from 84,000 to 112,000 
Btu/hr. The models are two-in-one 





end 


deinen 





units that can be used in suspen- 
sion or hi-boy styles. Conversion 
from one installation technique to 
the other is effected by rotating the 
blower motor, placing oil cups in a 
vertical position and rotating the 


to be changed when cooling is 
added. Three new condensing sec- 
tions also have been introduced, 
providing a complete capacity 
range from 2 to 10 tons. A year- 
round model with a 2-ton capacity 
for residential and small commer- 
cial uses has also been announced 
by the company, along with a new 
air handling unit. The air handling 
unit, available in 7% and 10-ton 
sizes, can be horizontally mounted 
on the ceiling or vertically on the 
floor. 


Manufacturer: Carrier Corp., 


300 S. Geddes St., Syracuse 1, N. Y. 


observation door 90 deg. to the 
vertical position. Turning the unit 
over, end for end, reverses air flow 
and provides flexibility in suspend- 
ed installations. 

Manufacturer: John Wood Co., 
Heater and Tank Division, Consho- 
hocken, Pa. 


Brass Sump Pump 

An automatic brass sump pump 
has been developed by Kam Prod- 
ucts. The unit has a capacity of 
3000 gph at 5-ft head. Discharge 
connection is 1%4-in. pipe. Other 
features include a weight-operated 


®t 
new 8 


switch, noncorrosive oil-less bear- 
ing, a pressure-cast coupling to in- 
sure proper alignment, electric cord 
and plug and a close-fitting strain- 
er to prevent debris from clogging 
the pump. Motor and switch are 
by General Electric. A cast iron 
sump pump with the same capaci- 
ties and discharge connection is al- 
so available. 

Manufacturer: Kam Products 
Corp., 237-249 Alabama Ave., 
Brooklyn 7. 





Forced Air Furnace 

A foreed air furnace for use in 
multiple unit dwellings has been 
added to its Gaffers & Sattler line 
by Utility Appliance Corp. The 
unit features a low-speed “squirrel 
cage” blower. Input is 47,000 Btu 


from a single-section heat ex- 
changer. The furnace is available 


= | 
aé 
EE 


in 14-in.-wide casings to permit 
substitution of oversized blower 
and motor for addition of summer 
air conditioning up to two tons in 
capacity. 

Manufacturer: Utility Appliance 
Corp., 4561 E. 50th St., Los Angeles 
58. 


Air Diffuser Line 

A new line of square and rec- 
tangular air diffusers has been de- 
veloped by Titus. The diffusers are 
available in one, two, three and 
four-way air patterns and need not 
be centrally located. They can be 
used for heating, cooling or venti- 
lating and can be installed on ceil- 
ings or sidewalls. One series (illus- 
trated) consists of one-piece units 
for all types of ceiling installations. 
A second series is supplied as two- 
piece units. These models feature 
a special mounting arrangement to 
speed up installation. Also avail- 
able as part of the first series are 
combination supply and return 


= 


models, furnished in either square 
or rectangular styles and with the 
same directional and pattern con- 
trol. 
Manufacturer: Titus Manufac- 
turing Corp., Waterloo, Ia. 
(Please turn to page 146) 
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THIS IS FOSTORIA’S NEW 
MODEL 400A WATER CIRCULATOR 


+ « » an exceptionally quiet, seal-less pump for closed 
hot water heating systems. it can be installed in any 
position, serviced and replaced with only a screwdriver. 
Needs no lubrication, starting device or 

overload protecting mechanism. 

Capacity: circuits or zones up to 100,000 BTU. 

Cost: lowest on the market. 

Operation: finest in Hydronics. 


Write for detailed information to the Fostoria 


Pressed Steel Corporation, Pump Division, 
Fostoria, Ohio. 
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If you sell only 
people who want 
the cheapest, you 

may sacrifice 
your profits 








SELL 


The Mighty Widdbe 


The Mighty Middle — the vast majority of buyers — 
want quality products but can’t afford expensive ones 
with useless fancy trimmings. Here is the biggest, 
most profitable market for plumbing fixtures. 


The Mighty Middle is Gerber’s market. To help 
you sell it, Gerber specializes in quality plumbing 
fixtures with deluxe features usually found in lines 
costing much more. 


The Mighty Middle is a market where sensible 
prices pull sales. With Gerber you can sell the 
Mighty Middle without sacrificing quality or cutting 
your profits. 


Gerber makes a complete line of vitreous china, 
steel enamelware, and brass plumbing fixtures. Write 
for catalog G-7, and you'll see how you can sell The 
Mighty Middle. 


SELL 
03302939 FO Plumbing Fixtures 


Gerber Plumbing Fixtures Corp., 232 N. Clark St., Chicago 1, “Ill. 


81 O84 Offuny 
S Searesioed by Dependable service from leading jobbers, or delivery 
Good Housekeeping / direct to your job from any of 5 modern plants: 
£0 ag ast 
Kokomo, Ind.; Woodbridge, N. J.; Delphi, Ind.; Gadsden, Ala.; West Delphi, Ind. 
Export Division: Gerber International Corp., 500 Green St., Woodbridge, N. J. 























If you sell only 
people who want 
the fanciest, you 
may sacrifice 
your volume 


FOR FURTHER 
INFORMATION 


OR WRITE FOR COPS 
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Davis Backhoe on Work Bull 202 
digs flush alongside obstructions 
loads directly into trucks 


Pipe and Cable Layer cut 

and buries cable at depths to 
182" at rate of 2 to 3 mph. Han- 
dies diameters to 112” 


Work Bull 202 and Auburn 
Trencher with hydraulic drive digs 
at speeds up to 600 feet per hour! 


ie 


MORK SMYwLE £26 & ana 
OZ\J7O0S3 BOADWSR? - BASCSHIOEg 


BEST POWER-MATCHED EQUIPMENT A 
PLUMBER CAN BUY! 


Here, at last, is a powerful industrial tractor, loader, and backhoe 
designed and integrated to each other. They work together as a single 
unit that is unsurpassed for lowering utility line construction and 
maintenance costs! 


The all-new Work Bull 202 Tractor has low-silhouette styling, full- 
time power steering, dual-range, multi-speed transmission plus many 
other features to increase your on-the-job efficiency. High-torque 40 h. p. 
engine delivers more sure-footed lugging power at low speeds than any 
other tractor in the utility class. 


Look how the Davis Loader is matched to the Work Bull. Tractor 
has built-in mounting to eliminate necessity for bumper. Assures easy 
installation and service — plus greater reach out front. Scarifier, Fork 
Lift, Landscape Bucket, Angle Dozer, and Crane attachments provide 
quick-change versatility. 


The Davis Backhoe — the only machine in the world that can flush- 
dig alongside obstructions as well as handle normal digging assign- 
ments — features 10,000 pounds of breakaway and exclusive seat that 
swings with the boom so operator always faces his work. Five-minute 
detachability simplifies mounting Massey-Ferguson Power-Matched 
attachments such as the Cable Layer, Tipping Trailer, Cordwood Saw, 
Post Hole Digger, Side-Mounted Mower, Wagon Chassis, Auburn 
Trencher, and others. 


Get the Full Story on How to Save Manpower and Equipment 
Expenditures. Write for this free copy of the 28-page, fully 
illustrated brochure on the complete Work Bull and Davis 
Line. Ask for Brochure W-2. 


MASSEY-FERGUSON INDUSTRIAL DIVISION 


1009 SOUTH WEST ST. + WICHITA 13N, KANSAS 





MASSEY-HARRIS-FERGUSON, INC 





New Products 





(Continued from page 142) 

Swimming Pool Filters 

Two filters for use in private 
swimming pools have been devel- 
oped by Bowser. The filters pro- 
vide 15 and 20 sq ft of filter area. 
They feature a horizontal design 
with top-mounted integrated pump 
and either 43 or 4%-hp motor. In- 
stallation may be made with either 


plastic hose or piped-in connec- 
tions. Filter elements consist of 
perforated metal .tubes encased in 
woven plastic sleeves. Occasional 
cleaning is accomplished by open- 
ing the case spinoff cover and 
rinsing with a garden hose. A fil- 
tering aid is then mixed with wa- 
ter and poured into the case, which 
coats the surface of the filter ele- 
ment’s fabric and the cover is re- 
placed. 

Manufacturer: Bowser Inc., 1302 
E. Creighton Ave., Fort Wayne, Ind. 


Concrete Drilling Machine 

A drilling machine that can cut 
up to 14-in. diameter holes in re- 
inforced concrete has been intro- 
duced by Molco. The unit, which 


is gasoline powered, cuts concrete 
at the rate of 4 in. per min. It fea- 
tures a diamond core and can be 
mounted on a truck or weighted 
vehicle for transport. A two-speed 
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drill bit feed mechanism aids in re- 
ducing drilling time. Other features 
include a water pump, water swivel 
and a steel base on which the 15- 
hp engine, starter, 12-volt genera- 
tor, clutch and governor are 
mounted. 

Manufacturer: Molco Drilling 
Machines, Inc., 1100 20th St., N.W., 
Washington, D.C. 


Central A-C Units 

A line of central air conditioning 
units for commercial and institu- 
tional applications has been intro- 
duced by Young Radiator. The 
units are available in vertical, hori- 
zontal and multi-zone models. Ver- 
tical and horizontal units are of- 
fered in 10 sizes; multi-zone units 
in nine sizes. Horizontal models 
are available with three optional 
discharge arrangements; verticals 
with six discharge arrangements; 
and multi-zones with one standard 
arrangement, offering 2 to 21 zones. 
Other features include self-align- 


Convention Dates 


ing bearings, adjustable motor 
brackets, six types of water coils, 
three types of steam coils and hu- 
midifiers and flat or “V” filter sec- 
tions. 

Manufacturer: Young Radiator 
Co., 709 S. Marquette St., Racine, 
Wis. 


Water Supply Filter 
A filter unit that removes soluble 
iron and sediment from domestic 
water supplies has been announced 
by Purolator Products. It converts 
soluble iron to solid rust particles 
and removes solid materials 10 
microns or larger in size from the 
water stream. Housing for the 
filter unit is anodized aluminum. 
The entire assembly measures 15 
in. long and weighs 8 lbs. It can 
be hooked into the supply line 
before the water-use point. In 
cases where copper tubing is in- 
stalled, the unit can be mounted 
on the wall with its own cast iron 
head bracket. It uses a dry-type 
replaceable filter. 
Manufacturer: Purolator 
ucts, Inc., Rahway, N. J. 


Prod- 
END 





(Continued from page 124) 
of Soft Water Service Operators, in 
cooperation with the Water Condition- 
ing Research Council; Schroeder Ho- 
tel, Milwaukee. 


Sept. 22-24—AMCA—Annual meet- 
ing of the Air Moving and Condition- 
ing Assn.; The Greenbrier, White Sul- 
phur Springs, W. Va. 


Sept. 28-30—NIWKC—Fall conven- 
tion of the National Institute of Wood 
Kitchen Cabinets; Skytop Lodge, Sky- 
top, Pa. 


Oct. 13-15—AGA—Annual conven- 
tion of the American Gas Assn.; The 
Auditorium, Atlantic City, N. J. 


Oct. 29-30—NADFPM—A nnual 
meeting of the National Assn. of Do- 
mestic and Farm Pump Manufactur- 
ers; Sherman Hotel, Chicago. 


Oct. 30-31—AHLMA—12th national 
home laundry conference sponsored 
by the American Home Laundry 
Manufacturers Assn; Chase Hotel, St. 
Louis. 


Nov. 10-14—NEMA—Annual meet- 
ing of the National Electrical Manu- 
facturers Assn.; Traymore Hotel, At- 
lantic City, N. J. 


Nov. 30-Dec. 3—NSPI—Annual con- 
vention of the National Swimming 
Pool Institute; Ambassador Hotel, Los 
Angeles. 


Jan. 26-29 (1959)—ASHAE—Annual 
meeting of the American Society of 
Heating and Air Conditioning Engi- 
neers, in conjunction with the 14th 
international heating and air condi- 
tioning exposition; Convention Hall, 
Philadelphia. 


Apr. 1-3 (1959)—-GAMA—A nnual 
meeting of the Gas Appliance Manu- 
facturers Assn.; Americana Hotel, Bal 
Harbour, Fla. 


Apr. 8-10 (1959)—WCF—Annual 
meeting of the Water Conditioning 
Foundation; Edgewater Beach Hotel, 
Chicago. 


Apr. 22-24 (1959)—LIA—A nnual 
meeting of the Lead Industries Assn.; 
Drake Hotel, Chicago. 


May 3-4 (1959)—LPGA—Annual 
convention of the Liquefied Petroleum 
Gas Assn.; Conrad Hilton, Chicago. 


Nov. 2-5 (1959)—ARI—1I1th exposi- 
tion of the Air Conditioning and Re- 
frigeration Institute; The Auditorium, 
Atlantic City, N. J. END 
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THIS MORNING A COM- 
PLETE BASEBOARD 
INSTALLATION...AFTER 
LUNCH, ANOTHER! 


Two men with hammers,* 

that’s what it takes when 

the baseboard is “contrac- 

tor-designed” Slant/Fin. 

No screws, no special tools, 

no hooks, no wires...NO 
TIME WASTED! Nail the back panel to the 
wall and all parts snap-on or telescope in 
position. 


Slant/Fin 34” Baseboard works with the 
contractor from the moment it comes on 
the job in easy-to-handle, easy-to-sort, col- 


*Corry the torch for Slant/Fin 


or-coded packages. Pre-cut at the factory in 
4, 5, 6, and 8 foot lengths to eliminate costly 
cutting on the job, Slant/Fin works in com- 
bination with a unique adjustable 14-inch 
extension panel which allows 1” to 12” 
adjustment. What’s more, Slant/Fin base- 
board is assembled within the carton, with 
support-brackets and free pivot-action 
damper already in place. It means an end 
to fussing with odds and ends. No more 
wasted time figuring out where parts belong. 
REMEMBER: the real savings in base- 
board heating aren't in the pennies a foot 
you save on material, but in the profit per 
foot you make on efficient installation. So 
right now, investigate the profit-plus design 
qualities of Slant/Fin 34” baseboard. 


we couldnt eliminate soldering 





ON CUTTING BASEBOARD INSTALLATION COSTS" 
Here an important check t of installation economies 
peed up boseboord bs 
age, gives you the fact 


n yourself. Which be 


[]Builder 
[ ]Contractor (Other 
Name 


Firm 


SLANT/FIN RADIATOR CORP. 
87-51F 130th Street, Richmond Hill 18, N. Y. 


SEE THE SLANT/FIN EXHIBIT AT BOOTHS 401—403 O.H.!I. EXPOSITION, NEW YORK COLISEUM, JUNE 9—12 
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PRODUCTION KEEPS UP with sales, and no time is lost in making shipments 
from the water systems assembly line, with the help of this order control 
center developed by production boss Charles Rike, shown here in action (center). 


The Story of a Comeback . . . . . (continued) 





(Continued from page 119) 
also wanted to participate actively 
in the success of the company. 

“From 1953 through 1955, we 
helped persuade the plumbing con- 
tractor and other dealers that Tait 
was an important 
source for water systems, particu- 
larly jets,’ Young says. 

“We emphasized the fact that 
Tait products were among the most 
modern and salable on the market. 
We could speak of this as an ac- 
complished fact after the jet line 
had been completely redesigned. 

“Having developed this back- 
ground of a company with ability 
to improve 


increasingly 


it was 
easier to introduce a submersible 
pump with different features and 
win acceptance in a hurry.” 


its products, 


a Sales, as Wozar well knew when 
he still had only nearly obsolete 
pumps to sell, depended upon put- 
ting new and redesigned products 
on the market. What had he done 
to supply his aggressive new sales 
team with competitive merchandise? 

He hired Kenneth Lung, a young 
man who had built an enviable rep- 
utation as a designer of jet pumps 
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and who had been in the industry 
since 1923. 

Lung’s first project was to design 
a pump using the same axial flow 
principle as the jet engine. Then he 
discovered that Tait’s machinery 
was too obsolete to produce the unit 


and that there was no money as yet 
to retool. 

So Lung revised his approach, 
adapting his ideas more closely to 
existing machinery, plus the addi- 
tion of one or two used automatics 
that he was able to squeeze from 
a very limited budget. The result 
was a versatile packaged jet water 
system that converted 
from a shallow well to one as deep 
as 70 feet without the use of an 
additional pump part. And although 
this system had quality features, 


could be 


the suggested retail price was less 
than $100—an almost 
figure at that time. 


unheard-of 


s This packaged system gave indus- 
try its first inkling that something 
important was happening at Tait. 
Combined 
tactics, the system started to bring 


with aggressive sales 
in the revenue that made it possible 
for Lung to design new products 
and purchase the automatic ma- 
chines that would improve effici- 
and maintain quality. The 
snowball had started. Within three 
years, Lung had designed a com- 


ency 


pletely new line of jet pumps. 
As soon as Wozar started making 
a_ significant 
amount of it in further research. 
In 1953, Tait was charged with 


money, he invested 


AUTOMATION-CONSCIOUS Louis Wozar tells Jim Purnell, DE’s managing 
editor, how modern machinery can cut costs. This machine cut pro- 
duction time on a water system component from 30 minutes to 30 sec- 
onds. At left is Burns Young, manager of Tait’s Gettysburg, O., plant. 
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Wozar on submersibles: 


For SOME TIME we at Tait have been call- 
ing the submersible “the pump of the fu- 
ture.” Now we know it is the pump of today! 
The swing toward subs—for both shallow 
and deep wells—is gathering momentum. 
For the first quarter of 1957, unit sales of 
submersibles represented 7.24 percent of all 
water systems sold. For the same period in 
1958, subs represented 9.32 percent of the 


chandising, a substantial gain 

can be made in profits. Look 

what the installer has to sell: 

A pump that can’t be seen or 

heard, can’t freeze, never needs to be oiled 
or primed, needs no space in the home and 
produces more water under greater pres- 
sure. Field tests show subs delivering 1,000 
gallons for the cost of one kilowatt hour. 


total—a substantial increase in just a year. The contractor will find that today’s sub- 


mersible is easy and inexpensive to install. 
He'll discover, too, that most of the so-called 
installation and service problems that were 
once mentioned in connection with submersi- 
bles have almost completely vanished. 

Yes, the modern submersible, in our opin- 
ion, is the pump of today. END 


sIt seems clear that the plumbing contrac- 
tor who does not soon become headquarters 
for submersibles, along with jets, is certain 
to miss a large share—and a very profitable 
share—of the water systems business. 

With the submersible, and aggressive mer- 


being the firm that 
price on 


“broke” the 
systems. Wozar 
answers this charge by saying, “Our 


away from a detrimental, deep-set the operations” is Rike’s capsule 
version of what he has contributed 
to Tait’s rebirth 


Heading another 


water company tradition—an easy-going 
work pace under foremen who had 


manufacturing economies, plus the no authority or recognition. 


phase of the 
operation is Bob Weaver, treasure: 
and vice president. 


fact that it was necessary to gain 


‘overnight’ recognition among dis- mLayman, an ordained minister, Among other 
tributors and dealers, led to our’ knew that to change basic attitudes important innovations, he reorgan- 
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decision to make the price of our 
single-stage jet $99.50, not $139.50.” 
Wozar feels this “awakened” many 
in the industry to the need for im- 
proved engineering, research and 
manufacturing facilities. 


a It’s typical of Wozar that he likes 
to tell of his associates’ accomplish- 
ments more than his own. About 
Lung, he says, “From conception 
to production, he is one of the most 
creative, talented men in the in- 
dustry.” 

Wozar’s enthusiasm extends to 
all members of his executive com- 
mittee. Another example is Art 


Layman, his industrial relations 


manager, who was given the job 
of “leading” the 


working force 
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he had to impart an element of 
faith and confidence in the com- 
pany, consciously or unconsciously 
This had to be related to one, or at 
the most, a few individuals in top- 
level management. 

That “faith” in Wozar 
and his leadership ability eventu- 
ally grew is illustrated by the pro- 


such a 


duction records set in every depart- 
ment last year. Incentive plans for 
foremen, a unique management 
idea, have proved unusually suc- 
cessful. Employee suggestion plans 
have met with wide acceptance. In 
one case, of the first 80 suggestions 
submitted, 32 were adopted. 
Another top man at Tait is 
Charles Rike, vice president of pro- 


duction. “Mechanize and condense 


ized the old accounting system to 
insure greater accuracy and speed 


in supplying cost information 


wAs the 


double anniversary this year—its 


company celebrates a 
50th year in existence and 10th 
year under Wozar’s management, 
the Wozar team admits a certain 
sense of achievement. But any sat- 
isfaction about the past 10 years is 
overshadowed by what they expect 
for the future 

“Eventually,” 
hope to realize annual sales of $60 
million through new products and 


says Wozar, “we 


acquiring or merging with other 
organizations.” 
That's a long-range idea. Wozar 
r >} 


lease turn to page 150) 





(Continued from page 149) 
has immediate goals. One 
about which he speaks enthusias- 
tically—but with top-secret caution 
—is a new design principle that he 
says will pump much more water 
per horsepower than anything Tait 
now has on the market. 

This Wozar’s 


trump card, however. He considers 


more 


is by no means 
that the future of the submersible 
pump, for example, is “unlimited.” 

Still factor in Wozar’s 
optimistic attitude toward the fu- 
ture is the 
plumbing contractors who are in- 


another 


growing number of 


THE FUTURE OF SUBMERSIBLES is discussed by Lovis Wozar 
(shown holding a Tait two-wire submersible) during a 
Domestic 
Making up the audience are 


recent day-long interview in 
editorial offices in Chicago. 


creasing their merchandising activ- 
ity in water systems. 

“We at Tait believe the plumbing 
contractor can get a_ substantial 
share of the pump market,” Wozar 
says. “This is particularly true of 
the replacement market. The 
plumbing contractor has become an 
excellent salesman, and that’s the 
kind of a 


are looking for.” 


man all manufacturers 


adds: 


a Hickey “The 
contractor has a major advantage 


plumbing 


in selling pumps—that is, he can 
offer unmatched service. The pub- 
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Peerless Heater Announces 25 Year-Lifetime 
Guarantee on Its Line of Residential Boilers 


The Peerless Heater Company, of 
Boyertown, Pa., has placed a 25 
year-lifetime written guarantee on 
its complete line of residential boil- 
ers. Peerless will replace or repair 
(at its option) any cast iron boiler 
section proved defective in mate- 
rial or workmanship for a period of 
25 years. 

The guarantee 
lifetime provision 
iron boiler 


includes a 
the 


25 


also 
covering 
after 


cast sections 


150 


years for the normal lifetime of 
the boiler with replacement or re- 
pair at 50 percent of the retail 
value. 

Boilers covered by the guarantee 
must be installed and operated un- 
der conditions of the guarantee. A 
numbered registration certificate is 
provided with each guarantee and 
must be signed by the homeowner 
and returned to the company before 


the guarantee is effective. END 


lic knows this and prefers to deal 
with such a businessman.” 

Wozar, Lung, Hickey and the rest 
of the management team all have 
unbounded confidence in the fu- 
ture. Not that they don’t expect to 
face up to fresh problems. But 
with organization replacing mana- 
gerial chaos, and black ink flowing 
instead of red ink or molten zinc, 
Wozar is certain Tait will “continue 
a leading role” in a fast-stepping 
industry. “Our story of the past 10 
years is an exciting one, we think,” 
Wozar says. “But we’re confident 
that the best is yet to come.” END 


(seated from left to right) Ed Bogusz, DE; Gerry Young, 
of Tait’s advertising agency; Frank Hickey, Jr., Tait; Ken 
Lung, Tait; and Ed Howard, DE. Standing are Paul Werner, 
DE; Wozar; Jim Purnell, DE; and Charles Staples, DE. 


Cop Is a Wash-Out 


A report from Kansas City (Mo.) 
tells about a homicide detective 
who has made many a tough guy 
come clean. 

But, the report says, he couldn’t 
do it with the family washing ma- 
chine that he installed himself. No 
matter how his wife tried, she 
couldn’t get enough hot water. 

The detective called a plumbing 
contractor in on the case. He soon 
had the pipelines working right. 
Originally the detective had con- 
nected both lines to the cold water. 
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It’s Wheeling SOFIITE for ductility 


dH Wheeling sorTiTE is ideal for 
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Find out for yourself about all of the 
advantages you can gain by using 
Wheeling sorTiTE, Wheeling Galvanized 
Steel Pipe and the many services of your 
nearby Wheeling Distributor. If you're 


District Sales Offices: Atlanta, Boston, Buffalo, Chicago, Cincinnati 
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Cleveland, Detroit, Houston, New York, Philadelphia, St. Louis, 


and surer when 
the pipe you use bears the famous 
“Wheeling” For Wheeling 
Continuous Weld Steel Galva- 

nized Pipe is consistently 
ductile, uniform and 
easy to weld because it is al- 
ways made of Wheeling’s 


Jobs are easier 


name 


strong, 


own controlled quality steel. 


A nearby Wheeling Distributor 
wants Backed by 
years of experience in serving cus- 
he always 
carries a well-rounded stock of 
Wheeling Steel Products so he 
can quickly and efficiently fill all 
of your needs for galvanized sheets 
and steel pipe. 


to serve you! 


tomers just like you, 


not already doing business with him, why 
listed 
below for his name and address. Or write, 
Wheeling Steel Corporation, Wheeling, 
West Virginia. IT’S WHEELING STEEL 


not contact the nearest sales office 





San Francisco, Wheeling. 





By Hal Bergdahl, manager of dealer sales, Crane Co., Chicago 


About Being a Leader 


THIS MONTH our subject is 
leadership, and no compliments 
are intended to be dished out. 
Probably a few roses would be 
in order, but too few. 

But this much is for sure— 
whether we like it or not, every 
aspect of living demands guiding 
hands and that includes govern- 
ment — business—professions— 
the fine arts, and yes the me- 
chanical arts as well. 


Bold Leaders Change History 


And you’ve got to admit that 
momentous events throughout 
history have had bold leaders to 
bring significant changes. Du- 
rant makes one of his characters 
say “the masses do not accom- 
plish much-—they like to follow 
the lead of exceptional men.” 

The mechanic who has a help- 
er assigned to him is a leader. 
The office worker with a secre- 
tary is a leader. All leaders have 
the same responsibilities and the 
opportunities irrespective of the 
spheres they operate in. 

Where do leaders come from? 
Almost anywhere! Some emerge 
humble others 
come from the mansions of the 
wealthy. Some are educated in 
country schools, others in city 
schools. 


from homes; 


The Self-Starter Type 


The person who is able to 
generate energy (the self-starter 
type) —initiative—and an insight 
into what makes people tick is a 


candidate for leadership. 

Some people are content to go 
through life getting lifts from 
other people—who wait until ac- 
tion is forced upon them. These 
folks are not leadership material. 


The Cost of Leadership 


Sure, the man who would be 
a leader must pay the cost in- 
volved — that’s true of every 
endeavor of life. But this does 
not mean that he must withdraw 
from the world—no sir. But it 
does entail restraint, control and 
moderation wherever these are 
necessary to achieve the ends 
that he seeks. The man who has 
not learned to render prompt 
and willing service to others will 
find it difficult to win and keep 
control of his followers. 


How Leaders Are Born 


It is essential in leadership to 
stay ahead. The leader cannot 
set up a procedure and then lin- 
ger lazily watching it work. He 
cannot be content merely to see 
new trends and take advantage 
of them. He must, rather, keep 
his imagination vividly alive, so 
as to originate ideas and start 
trends. 

Ordinarily, a leader comes to 
his position by one of several 
ways—he may have graduated 
through the factory, where he 
was working with things; he may 
have come up through the office, 
where he dealt with figures and 
charts; or he may have been edu- 


cated at one of the special schools 
where he learned out of books. 
But no matter how educated, all 
must deal with people. And the 
highest peak of leadership con- 
sists in getting people to work 
for you when they are under no 
obligation to do so. 

It is also generally agreed that 
the higher up in leadership a 
man goes, the broader his life 
and his vision should become. He 
must not gear his brain to details, 
going around scratching the bark 
of trees and never coming out to 
look at the woods as a whole. In 
addition, the leader must origi- 
nate. He must be an innovator. 


Coping with the Unexpected 


But he needs to do more; he 
must push plans through to suc- 
cessful execution, coping with 
the unexpected and the unpre- 
dictable, using originality and 
ingenuity and copious amounts 
of courage. That’s just another 
way of saying if you can’t “take 
it” don’t aspire for leadership. 

A philosopher is reported to 
have maintained that the most 
important thing in life is not to 
capitalize on our gains—any fool 
can do that. The really important 
thing is to profit from our losses. 


Dictators—Go Elsewhere! 


From now on let’s have more 
and better leaders in our indus- 
try—dictators and tyrants please 
go elsewhere. 


Bergie 
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HEATING CONTRACTORS 
TO SHARE IN $4,250,000,000' 
HOME REMODELING BUSINESS 


Dunkirk Helps Contractors 
Sell More Modern 
Heating Equipment 





The DUN YKIRK RADIATOR CORPORATION 
is your one source of supply for sleek looking 


jacketed Boilers made of Cast Iron, the lifetime 


metal, for hot water or steam...oil...gas... 


or coal. 


Dunkirk Radiant Baseboard heating is smart, yet 
inconspicuous. Warms comfortably and quietly. 


‘CONSTRUCTION REVIEW, issued by the U.S. 
Department of Commerce and Department of 
November 1957, records that $4,250,000,000 
may be spent in 1958 for additions and alterations 


Labor, 
to residential buildings ...a large portion of this 


sum will be spent for replacing and revamping 


heating systems. Modern equipment by DUNKIRK 
for Hot Water or Steam Heating will help you get 
your share of this remodeling business. 


Dunkirk factory assembled Boilers are crated 
and wrapped to keep them sparkling clean. 


The Dunkirk family oj Blue Circle Boilers, 
radiation and accessories assures a matched heating system 


You can select from a complete line of slender 
tube Cast Radiators, Cast Radia- 
Vectors, which may be recessed in walls, Cast Iron 
or Fin-Tube Baseboard Radiation for today’s 
finest in HYDRONIC* heating, 
nized accessories for 


Iron lron 


nationally recog- 
automatic comfort control 
and a matched heating system. 


You save time and increase profits with DUNKIRK. 


Write for your copy of Bulletin No. 
name of DUNKIRK wholesaler. 


1157 and 


*Hydronics — the science of heating and cooling with water 


DUNKIRK RADIATOR 


DUNKIRK, 
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R A T 
NEW YORK 


Member of the Institute of Boiler and Radiator Manufacturers 





News . . . continued from page 60 


t oem 


NOVEL COFFEE BREAK is enjoyed at Michigan convention by William Pousho, 
Detroit contractor, shown “pouring” from a White Products Corp. undercounter 
model water heater, and contractor Russell Oliver (left) of Birmingham, Mich. 
“Hosting” in the background are William Krugman, vice president of Builders 
Plumbing Supply Co., Grand Rapids, Mich., and John Schaap of the same firm. 


Knowland Tells Senate About Industry's Campaign 


to Quicken the Economic 


Wasuincton, D. C.—Plumbing- 
Heating-Cooling Month won a big 
boost and official recognition in the 
halls of Congress on the first day 
of the promotion—May 1—when 
Republican minority leader Senator 
William Knowland spoke. 

Knowland called it “a campaign 
to quicken the economic pulse of 
the country by the 
modernization of homes.” He 
added: “We cannot and should not 
depend on alone to 
meet the challenge of recession.” 


stimulating 


government 


= Knowland noted that of the 50,- 
000,000 homes in the U. S., almost 
half are more than 30 years old and 
10,000,000 are 50 years old or more. 
The very age of these homes, he 
said, indicates a tremendous need 
for improvements. 

Knowland reported: “Remodel- 
ing of even 25 percent of these 
homes would put large numbers of 
men to work and put more money 
into circulation.” 

Knowland told the Senate: “An 
important group of our citizens has 
organized for the purpose of per- 


Pulse of the Nation’ 


suading householders not to defer 
much-needed modernization but to 
proceed with it now. 

“T refer to the campaign ‘Renew 
the Heart of Your Home’ sponsored 
by the plumbing-heating-cooling 
industry through the medium of 
the Plumbing-Heating-Cooling In- 
formation Bureau,” the senator 
added. “In order more effectively 
to call attention to the magic that 
ean be achieved in our homes by 


modernization, the industry has 
designated May as Plumbing-Heat- 
ing-Cooling Month. 

“This great industry, employing 
more than 1,000,000 workers, is sec- 
ond to none in its contribution to 
modern living. Without the sanita- 
tion supplied by the plumbing in- 
dustry, our great cities would be 
uninhabitable. Equally significant 
is the contribution of the heating 
and cooling industry in providing 
a healthful and comfortable envi- 
ronment wherever men and women 
live, work, play or worship.” 


s Knowland cited the specific goals 
of the p-h-c industry and added: 
“I commend the officers and di- 
rectors of the Plumbing-Heating- 
Cooling Information 
the members of the _ industry 
throughout the Unted States. I 
compliment them on their enter- 
prise in organizing an effort that 
cannot help but result in stimula- 
tion of employment at all levels.” 
(NEWS continued on page 156) 


Bureau and 


3 ¢ 

SENATOR KNOWLAND of California 
told Congress recently that the p-h in- 
dustry deserves praise for its Plumb- 
ing-Heating-Cooling Month promotion. 





United States 
of America 


Congressional Record 


PROCEEDINGS AND DEBATES OF THE 85% 


CONGRESS, SECOND SESSION 





Vol. 104 i 


WASHINGTON, THURSDAY, MAY 1, 1958 


No. 69 





A CAMPAIGN TO QUICKEN THE ECO- 
NOMIC PULSE OF THE COUNTRY 
BY STIMULATING THE MODERN- 
IZATION OF HOMES 
Mr. KNOWLAND. Mr. President, we 

cannot end should :.c* depend upon Gov- 

erpment 


facilities 





Senate 


vecifically, the goals of the industry 

ernization and remodeling 
\ual properties 

plumbing, heating, and cooling 


TB. Focke, president. National-United 
States Radiator Corp, 221 Central Avenue, 
Johnstown, Pa 
through im- Earl J. Gossett, chairman of board, Bell 
menett Co. Morton Grove, Ill 
agier, president, Tay-Holbroo! 
hth Sireet Francisco, 





THE SENATOR’S REMARKS on P-H-C Month were written into the Congressional 
Record. Senator Knowland called the promotion “A campaign to quicken the 
economic pulse of the country by stimulating the modernization of homes.” 
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COMBINATION ADJUSTABLE “TY” FITTINES AND CARRIERS 


L-1574-S 


L-1564-S L-1564-SD 


|-———-—-—— 


L-1614-SD 


L-1584-SP L-1584-SPD 


7 


L-1574-TS 


THE FIXTURES OFF THE FLOOR! 


Blake engineered design “TY” fittings and carriers sup- 
Blake Carriers for Wall Type port wall type closets independent of the wall, providing 
Fixtures Include: sanitary and easily maintained rest rooms. A compact, 
efficient assembly of component parts requiring a min- 
v CLOSETS imum of space, Blake “TY” fittings conserve valuable 
v LAVATORIES building area and insure proper waste line pitch. 
v¥ URINALS e Horizontal or vertical installations « Single or double 
v SINKS applications « Screw pipe or soil pipe « Syphon-jet or 
v¥ HOSPITAL LAVATORIES blow-out closets « Single installations or for batteries 
¥ HOSPITAL SINKS For complete information on all Blake combination 
LAVATORY ~ adiustable “TY” fitting ‘e ai 
a V STERILIZERS adjustable ““TY”’ fittings and carriers, mail coupon. 
URINAL 
CARRIER | HOFFMAN SPECIALTY MFG. CORP., 1700 W. 10th St. 
Dept. DE-68, Indianapolis 7, Indiana 


Please send me catalog No. 22 on Combination Fittings and Carriers. 


Blake Division aii 
HOFFMAN SPECIALTY MFG. CORP. . — 


1700 WEST 10th STRLET, INDIANAPOLIS 7. INDIANA 
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News. . . continued from 


page 154 


THE “ARCHIE,” first U.S. architectural award for contribution to physical envi- 
ronment, is presented to Ben Breslow (center), president of Utility Appliance 
Corp., Los Angeles, by George Hasslein, dean of architectural engineering at 


California State Polytechnic College. 


At right is Paul Neel, president of the 


American Institute of Architects’ Cal Poly student chapter, sponsor of the award. 


Names in the News 


Stockham Valves and Fittings has 
elected C. H. Denicke vice presi- 
dent of sales and has appointed 
W. E. Jones general sales manager 
and C. S. Coleman sales manager. 


M. M. Hedges Manufacturing Co., 
Chattanooga, Tenn., has elected 
Fred Holbrook, vice president; T. I. 
Mastin, vice president in charge of 
engineering and production; and 
E. D. White, sales manager. 


C. H. Denicke 
Stockham 


W.E. Jones 
Stockham 


(a 


A. N. Clark, Jr. 
Warren Webster 


E. C. Ziegenfus 


Jensen-Thorsen 


William Wexler has been named 
manager of marketing for Taco 
Heaters, Inc., Cranston, R.I. 


G. A. Hoffman has been appoint- 
ed assistant vice president of the 
Metropolitan Division, Walworth 
Co., Harrison, N.J. 


Chase Brass and Copper Co., Wa- 
terbury, Conn., has named Charles 
Baker assistant general sales man- 
ager and Allan Armstrong western 
regional manager, replacing Baker. 
Robert Chittim named 


has been 


E. D. White 
M. M. Hedges 


Cc. $. Coleman 
Stockham 


a» Py 
Cc. J. Kimmel 


Brunner 


G. O. Gould 
National-U.S. 


staff manager tube, replacing 


Armstrong. 


Reading Tube Corp., Reading, 
Pa., has named Joseph Murray vice 
president and general manager of 
Alvin Stolinsky vice 
president and sales coordinator. 


sales and 


A. N. Clark, Jr. has been ap- 
pointed manager of advertising and 
sales promotion for Warren Web- 
ster & Co., Camden, N.J. 


Elmer Ziegenfus has been ap- 
pointed vice president in charge of 
sales for Jensen-Thorsen Corp., 
Chicago. 


Dunham-Bush has appointed 
Clifford Kimmel sales manager for 
its subsidiary The Brunner Co., 
Gainesville, Ga. 


George Gould has been named 
director of advertising for National- 
U.S. Radiator Corp., Johnstown, 


Pa. 


John Willis has been elected vice 
president of Illinois Engineering 
Co., Chicago, a subsidiary of Amer- 
ican Air Filter Co., Louisville, Ky. 

William Zunker has been ap- 
pointed sales manager of Cleaver- 
Brooks Co., Milwaukee. 

Charles Betz has been elected 
vice president of sales for Alliance- 
Ware, Inc., Alliance, O. 


(NAMES continued on page 158) 


W. W. Wexler 


Taco 


G. A. Hoffman 


Walworth 


“- 
— 


4 


] 


W. F. Zunker 
Cleaver-Brooks 


J. J. Willis 
Iinois Engr. 
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Wheatland Steel Pipe installed 
in the nation’s first 


ATOMIC ENERGY COMMISSION 
MEDICAL RESEARCH CENTER 


Architects: 
7 £ 
Gener aj Contractor: S8ers & Higgins 


Mechanj Malan C 
oe anical Contractor: Fred waar 
Chanical Engineers. S. Robbin 
Pipe Distributor. 


Ction Corp 


Now nearing completion, this modern medical center forms part of the 


Brookhaven National Laboratory at Upton, Long Island. It covers 2.7 acres 


of an ll-acre site, and houses research laboratories for medical physics, 
pathology, microbiology, biochemistry and physiology. ‘The graceful, one-story 
structure also contains a 48-bed research hospital, an industrial medicine 
branch for Brookhaven personnel and a nuclear reactor designed specifically 


for medical research and therapy. 


WAYNE SSY 


Here stands an architectural gem built for peak efficiency in every phase of 


operation, Here, as in project after project across the nation, Wheatland Steel 


Th 


Vo 


Pipe was installed for its outstanding quality, dependable service and long 


i 


’ 


cc 


life. Why not specify Wheatland Steel Pipe for your installations? 


. fagfee wih he yearmarh / 


; 


y 


For information about Black or Galvanized Steel Pipe, contact 


_ WHEATLAND TUBE Co. 


° it nied ywotopat am 


BANKERS SECURITIES BUILDING, PHILA. 7, PA. ¢ MILLS: WHEATLAND, PA. e DELAIR, N. J. 
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News 





(Continued from page 156) 
Bell & Gossett Co. Marlow 
Pumps Division, Midland Park, 
N.J., has appointed S. R. Schlei- 
cher general manager. 


Day & Night Manufacturing Co., 
La Puente, Calif., has appointed 
Frank Spratt general sales man- 
ager and Craig Stirewalt assist- 
ant general sales manager. 


Crane Co., Chicago, has elected 
W. O. Brown vice president. 


Robert Vonder Lieth has been 
named sales manager of the spe- 
cial products division of General 
Rubber Corp., Tenafly, N.J. 


Carlon Products Corp., Cleve- 
land, has elected John Rudge vice 
president for the southeast. 


IDEAL Hy-Gear 


_ HERE'S WHY! 


BRAND BAND STEEL 


IDEAL 


Hy-Gear : 
18-8 Stainless Steel 


... the most 
widely used 
eriale 
pipe clamp! 


CONSTRUCTION —_ 


No Rivets No Welds 





‘ad 
18-8 Stainless Steel 


No Welds 





“—* 
430 Stainless Steel 


No Rivets 4 Spot Welds 





eager 








430 Stainless Steel 








No Rivets 4 Spot Welds 








To give you the quality you need for your plastic pipe in- 
stallations IDEAL pays 20% more for steel used in the 
Hy-Gear band. Made of 18-8 stainless it is equipped to 
combat the corrosion and cracking that causes failure in 
ordinary clamps. Interlocked housing design uses no rivets, 
no welds—leaves no place where corrosion can start! 


All around protection pays off . 


ideal 
notion 


435 LIBERTY AVENUE 
BROOKLYN 7, NEW YORK 


Worthington Corp., Harrison, 
N.J., has elected Frank Nunlist vice 
president of the Air Conditioning 
and Refrigeration Division and the 


H. P. Mueller, Jr. 
Mueller 


F. J. Nunlist 
Worthington 


Don Davidson 
Mueller 


R. B. Schmidt 


Mueller 


Mueller Climatrol Division. The 
Mueller Division, Milwaukee, has 
named H. P. Mueller, Jr., execu- 
tive vice president; Curt Hoerig, 
vice president of manufacturing; 
Chester Birch, treasurer; and Wil- 
liam Malloy, secretary. Don David- 
son has been named manager of 
marketing. Richard Schmidt has 
been appointed sales manager of 
all Mueller Climatrol products. 


Frank Adams, William Grover 
of Surface Combustion Die 

ToLEDO—Two top executives of 
Surface Combustion Corp. died re- 
cently. 

They were Frank Adams, presi- 
dent of the firm and a widely 
known figure in the heating and ai 
conditioning industry for 35 years, 
and William Grover, marketing di- 
rector and one of the merchandis- 
ing pioneers in gas heating. 

Mr. Adams, who was 72, was born 
in Lamar, Mo., and was a civil en- 
gineering graduate of the Univer- 
sity of Missouri. Aiter 10 years of 
work in his profession, he was 
named treasurer of Combustion 
Utilities Corp., an industrial gas re- 
search firm in New York City. In 
1927 he joined the newly formed 
Surface Combustion Corp. in To- 
ledo as vice president and general 
manager. 

In 1929-30 he was president of 

(Please turn to page 160) 
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THE NEW CARLRIM 


Ready for Delivery May 15th 


The ULTIMATE Look in Sinks for 

Kitchen Beauty and Distinction .. . 
Specifically designed to provide perfect 
sealing with any counter-top material in 
half the time and without rim or frame. 


Ask your wholesaler to show you Carlton’s new Carlrim design, 
or write today for the name of your nearest distributor. Dept. 347, 
Sink Division, Carrollton Manufacturing Company, Carrollton, Ohio. 


detter-when you buy... 
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News 





(Continued from page 158) 
the Industrial Furnace Manufac- 
turers, and in 1939-40 he headed 
the Gas Appliance and Equipment 
Manufacturers. From 1937 to 1940 
he served on the national board of 
the American Gas Assn. and in 1945 
was elected head of AGA’s manu- 
facturers’ section. He served on the 
AGA post-war planning commit- 
tee, and was chairman of a similar 
committee for GAMA. He won the 


1953 GAMA Distinguished Service. 
Award as “one of the first persons 
to foresee the potential use of gas 
in industry.” 

Mr. Grover, who had been on 
leave of absence since 1956, died at 
his home in Maitland, Fla. Born 
in New Berlin, N. Y. in 1896, he en- 
tered the heating industry as ad- 
vertising manager of International 
Heater Co. in the early ’20’s. 

He later formed his own adver- 


\ 
\ 





_ ARETE 
SH wom 





ANCE 


INDUSTRIES, 
INC. 
7403 W. WILSON AVE., CHICAGO 31, ILLINOIS 


Van Gent on Ginboss i Gee Goring on Shon 


certainly are 
different 
from other 


“look-alike” products 


PATENT NOS. 2.440.741. 2,704,370 


quality, 
performance 
and service 
make the difference 


...and make your profit. 


@ Compare VanSeal’s flawless, 
smooth “Satin-Glow” or “Bright- 
Glow” finish. Perfect corner bends 
leave no ripples to admit water or 
mar the surface beauty. Steel of 
heavy gauge strength and “the 


clamp-down grip that never lets up” 


resists stretching and fatigue— 
for lifetime service. 


Easy installation, no special tools. 
There’s a VanSeal sink and range 


frame for every size and unit style. 


Same day shipments as specified 
from the largest, most complete 
stock in the industry. 


tising company, with Surface Com- 
bustion as one of his first accounts, 
and in 1932 he dissolved his agency 
and joined Surface Combustion as 
advertising manager. 


KitchenAid Sales Kits 
Launch Spring Promotion 


Troy, O.—An all-out Spring 
Push for new “displaying” dealers 
has. been launched by the Kitch- 
enAid home dishwasher division of 
Hobart Manufacturing Co. 

KitchenAid distributors are con- 
solidating their promotional efforts 
to cooperate with the Hobart goal. 
A concentrated advertising cam- 
paign has been timed in the busi- 
ness press to coincide with distrib- 
utor and contractor efforts. 

Promotional kits, using various 
sales aids, are being made available 
to contractors. Included is a new 
dishwasher display merchandiser to 
be assembled around an actual 
unit, to put the dishwasher into 
a realistic kitchen setting. (See 
photo on page 54.) 


Burlington Contractor 
Heads Vermont Association 
RUTLAND, Vt.—Henry Ouellette, 
Burlington, was elected president 
of the Vermont State Assn. of 
Plumbing and Heating Contractors 
at its annual convention last month. 
Other officers include William 
Kennedy, Barre, first vice presi- 
dent; A. Renfrew Pleu, St. Johns- 
bury, second vice president; and 
Harry Teachout, Essex Junction, 
re-elected secretary-treasurer. 


Labor, Management Join in 
Business-Booster Program 

WASHINGTON, D.C.—A joint la- 
bor-management program to pro- 
mote a greater use of plumbing and 
pipe fitting installations and mate- 
rials‘in construction has been au- 
thorized by industry and union 
leaders. 

The project will include a study 
of ways to convince building own- 
ers, architects and engineers that 
they will gain by using materials 
and services of the members of the 
plumbing and pipe fitting industry 
for plumbing, heating, air condi- 
tioning, refrigeration, automatic 
sprinklers for fire protection and 
industrial piping installations. 

The decision for the program was 


(Please turn to page 162) 
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L[nustall modern clay pipe 


with HCW COM pi CSSTOH JOM AY 
oad => Make sure your house sewer jobs are safe against 
costly root damage. Let new research-developed, 
y f factory-made compression joints make root problems a 
J thing of the past .. . and get a tighter, longer-lasting 
seal completely around the joint in seconds! New longer, 
stronger lengths mean less pipe to handle . . . even fewer joints for 
roots to attack. Installation is literally a one-man job! Clay Pipe goes in 
once .. . and stays in! It’s the only pipe with all the features you 
can trust. Get all the facts on never-wear-out Clay Pipe with 
NEW compression joints. Write your nearest NCPMI office 


Clay Pipe is the best material Or contact your local Clay Pipe dealer. 


available for heating and air- 
conditioning ducts in basement- 
less homes. It does not collect 
soot and is odorless, dustless, 
vermin and rodent-proof, 


Be? OT ag Bi ant LN : 
vnget TEDAW 
_ / . "4 : 
Pe Bes “YE PRG OE Fa 


NATIONAL CLAY PIPE MANUFACTURERS, INC. 1820N Street, N. W., Washington 6, D.C. 
311 High Long Bldg., 5E. Long St, Columbus 15, Ohio + 703 Ninth & Hill Bldg., Los Angeles 15, California * Box 172, Barrington, Illinois * 206 Mark Bldg. Allanta 3, Georgia 


C-358.4A 
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(Continued from page 160) 
reached at the first meeting of the 
Joint Industry Program Committee. 
JIPC membership includes officials 
of the National Assn. of Plumbing 
Contractors, the Mechanical Con- 
tractors Assn. of America and the 
United Assn. 

The committee instructed the 
staffs of the three cooperating or- 
ganizations to “review and revise” 


Swelie 


PLASTIC PIPE CLAMPS 


There Are TWO Types of Sure-Tite Plastic Pipe Clamps 


/ All parts made of stainless steel 


designed specifically for maximum 


corrosion resistance. 


promotion techniques developed by 
the former National Trade Promo- 
tion Committee of the industry. 
At its recent meeting, the JIPC, 
organized early this year to boost 
labor-management cooperation, 
also dealt with jurisdictional prob- 
lems relating to temporary heat in- 
stallations. It decided that if any 
group encounters cases where oth- 
er crafts try to interfere with the 


Your Real Assurance for 
Quality Leakproof Sealing 


FOR ALL SIZES 


AND APPLICATIONS 


OF PLASTIC PIPE 


Stainless steel housing and band 
with screw double-plated against 
corrosion. 


Plus Your Choice... 


COLLARED 


DEEP-SLOTTED 


seniess 


Au Savedifes WAVE... 


® Patented One-Piece Housing of Stainless Steel 
@ Heavy Gauge Band of Stainless Steel 

® Housing Recessed in Band 

® Patented Contour Serrations 

@ Proved Welded Assembly 


Write for New Sure-Tite Plastic Pipe Catalog 


INQUIRIES INVITED FOR SALES REPRESENTATIVES 


Quality for over a Quarter Century 


WITTEK MANUFACTURING CO. 
4357 West 24th Place, Chicago 23, Illinois 


For Every 
Application 


jurisdiction awarded to the plumb- 
ers and pipe fitters in 1924, such 
cases should be submitted prompt- 
ly to the National Joint Board for 
Settlement of Jurisdictional Dis- 
putes. 

William O’Neill, newly elected 
general secretary-treasurer of the 
UA, was chosen co-secretary of the 
JIPC along with Jerome Hendrick- 
son, NAPC executive secretary, and 
Lloyd Gruman, Jr., MCAA secre- 
tary. Next JIPC meeting is sched- 
uled for July 28 in the UA building 
in Washington. 


Construction Contracts 
Show Gains, Losses 

New York City—March con- 
struction dropped 12 per cent be- 
low the total for March, 1957, ac- 
cording to the F. W. Dodge Corp., 
construction analyst. 

Contracts for non-residential 
buildings in March were $967,102,- 
000, down 11 percent from a year 
ago. Within this category, how- 
ever, hospitals showed a 17 percent 
increase. 

Residential building was $1,070,- 
556,000, down 3 percent from 
March, 1957. Large residences, 
however, showed a gain ot 29 per- 
cent in dollar volume. 


LOOK FOR THE YELLOW CARTON, says 
Vance Industries of Chicago. The firm 
is now shipping its VanSeal stainless 
steel sink frames in “new look” car- 
tons that are bright yellow with 
brown lettering. The new packaging 
is designed to simplify identification. 


Sales Hold Steady Keel 
for Gas Central Heating 
New York City—There was no 
recession during the first quarter in 
the gas central heating industry, 
according to figures of the Gas Ap- 
(Please turn to page 164) 
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NEW CHEVROLET LOAD HUSTLERS— 
DESIGNED FOR STYLE AND SAVINGS! 








STYLE LEADERS! 


Here are trucks you'll be proud to put your name 
on! Chevy’s high-style appearance will make you 
look good wherever you go . . . and your business is 
bound to benefit! And it’s practical styling that 
pays off in extra utility. Handsome new Fleetside 
bodies, for example, are double-walled where it 
counts. They take a beating from cargo and still 
keep their good looks. And they offer the biggest 
loadspace of any comparable low-priced pickup. 
Thrifty Chevrolet Stepside pickups offer 78-, 98- 
and 108-inch bodies. If your job calls for a panel, 
you can choose from models with eight- and ten- 
foot bodies and G.V.W. ratings up to 7,400 lbs. 
Or, for door-to-door deliveries, consider Chev- 
rolet’s new Step-Van. This fast-working Forward 
Control truck comes complete with 8-, 10-, or 12- 
foot walk-in body. Chevy’s got a handsome 
answer to your light-duty hauling needs! 


COMMERCIAL PLUMBERS -\ er 


RE 4857, 


BIGGEST SAVERS! 


The standard engine in all these 

Chevrolet trucks is the most popular 

dollar-saver in the history of haul- 

ing—the latest edition of Chevy’s 

Thriftmaster 6. It delivers 145 h.p., 

has 235.5 cu. in. of displacement, 

reliable valve-in-head design, high 

8.25 to 1 compression ratio and 

many more budget-minded features. Or choose 
the optional Trademaster V8 with 283 cu. in. of 
displacement, short-stroke design and hydraulic 
valve lifters for stay-on-the-job economy. Rugged, 
dependable axles and smooth, efficient transmis- 
sions help keep your Chevy saving on the job, too. 
Make it a point to get the whole Chevy story 
from your nearby Chevrolet dealer soon... . 
Chevrolet Division of General Motors, Detroit 2, 
Michigan. 


CHEVROLET TASK*FORCE TRUCKS 
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WHAT A MONEY MAKER! 





TTT 
deeaun 


Kelvinator AlR CONDITIONING 


Say goodbye to separate heating and cooling. Weather-Twins ushers in the era of 
true climate control — and a new way to profit for the heating industry. 

















Here for the first time is self-contained air conditioning and natural convection 
heating housed in an integral, engineered cabinet. A product of the Kelvinator 
Division, American Motors Corp. and Embassy Steel Products, Weather-Twins 
opens a rich market, a pre-sold market, soaring convector sales. Architects are 
specifying Weather-Twins... builders are installing Weather-Twins in homes, 
apartment buildings, hotels, motels and offices. 


FIND OUT HOW YOU CAN MAKE MONEY WITH WEATHER-TWINS! WRITE, WIRE FOR FULL DETAILS. 


“LEADER IN THE SCIENCE OF HYDRONICS 


EMBASSY stcei prooucts, INC. 


° 890 STANLEY AVENUE + BROOKLYN 8, NEW YORK 


OUR ONLY CUSTOMERS —- ESTABLISHED PLUMBING & HEATING WHOLESALERS cms 
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News 





(Continued from page 162) 
pliance Manufacturers Assn. 

First-quarter shipments of equip- 
ment for residential central heating 
were less than 1 percent under the 
1957 period. Boilers, furnaces and 
conversion burners shipped totaled 
175,100 for the period. 

The overall pattern showed only 
minor percentage changes. Forced 
warm air gravity-type furnaces 
were up .8 percent to 139,400 units. 
Boiler shipments dipped 3.7 percent 
in the quarter, to 15,700. Gas con- 
version burners suffered most, at 
20,000 units, down 8.7 percent. 

According to GAMA, the total 
decrease was only .8 percent for the 
quarter. 


Ohio Wholesaler Opens 
Branch Office in Marion 

GREENVILLE, O.—A new 25,000- 
square foot branch office has been 
opened in Marion, O., by the 
Treaty Co., wholesale firm serving 
a 35-county area. 

James Deeter of Marion is branch 
manager, according to R. E. Bread- 
en, Treaty president. The office has 
showrooms, general offices, sales 
rooms and storage all under one 
roof and will serve 15 counties. 


‘Operation Counter Attack’ 
Seeks Water Heater Sales 

Cuicaco—Is the plumbing and 
heating contractor losing ground in 
the battle for water heater busi- 
ness? 

That was the sobering question 
raised before 190 contractors and 
wholesalers by Dick Whitney, wa- 
ter heater sales manager of Day & 
Night Manufacturing Co., at a re- 
cent meeting here. The meeting was 
one in a series sponsored through- 
out the country by the La Puente, 
Calif., firm. 


= Purpose of the meetings was to 
introduce the firm’s “Operation 
Counter Attack,” a “bristling, ag- 
gressive course of action that can 
build water heater sales for p-h 
contractors.” 

Whitney said that Operation 
Counter Attack is a sales approach 
that starts with the first contact 
with a customer and, if followed 
with care and concern, will “not 
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allow the sale to get away.” It is 
based on the thesis that when a 
customer calls in with a water heat- 
er problem over the phone, the 
contractor is only a salesman. But 
if he can progress to a face-to-face 
situation in the home, he becomes 
an expert. 

Whitney told the group that the 
sales penetration on water heaters 
by non-industry outlets is growing 
and must be counter-attacked. 


a» The plumbing contractor, he said, 
must create an image similar to the 
doctor. “A doctor doesn’t sell over 
the phone and neither should a 
plumbing contractor.” The Day & 
Night idea is that the contractor, 
on first getting a call, should take 
the “helpful expert” attitude of “let 
me look at it—maybe I can fix it 
for you.” 

This attitude stands a good 
chance of getting the contractor in- 
to the home, and of stopping the 
shopping process before it gets 


“YOU'RE THE DOCTOR,” says Dick 
Whitney (right), water heater sales 
manager of Day & Night Manufactur- 
ing Co., as he tells contractor Richard 
Konie about a sales procedure de- 
signed to help contractors get a bigger 
share of the water heater market. 


under way, Whitney said. “If the 
customer refuses, nothing is. lost. 
But everything is to be gained.” 
Day & Night has conducted sim- 
ilar meetings in 108 cities across 
the U. S. The meetings include a 
film entitled “You’re the Doctor,” 
which outlines the sales procedure. 


All Levels of Heating and Cooling Industry in 
Chicago Unite in New Plan to Promote Hydronics 


Cuicaco—Heating industry lead- 
ers in Chicago last month an- 
nounced a plan to blast their way 
out of the recession through the 
organization of a Chicago Better 
Heating-Cooling Council. Its aim is 


“It’s almost impossible 
to get her out of the kitchen 
since we bought our JENSEN 
STAINLESS STEEL SINK.” 


SEE THE JENSEN ADVERTISEMENT IN LIVING 


COLOR BETWEEN PAGES 60 AND 61 
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to increase sales of residential and 
commercial heating and cooling 
equipment. 

Initial membership is more than 
100 firms. 

Representatives of contractor, 
wholesaler and manufacturing 
firms, and labor, announced plans 
for a permanent program to edu- 
cate homeowners, builders, archi- 
tects and engineers to the “supe- 
rior qualities of hot water heating 
and compatible cooling systems.” 


s Newly-elected CBHC president 
Joseph Baldwin, head of the con- 
tracting firm bearing his name, said 
the council is the first effort by all 
segments of the industry to “actu- 
ally increase business in the Chi- 
cago area through a concentrated 
promotional campaign.” 
Promotional activities that will 
be used to stimulate the public and 
the building industry’s interest in- 
clude showing the animated car- 
toon color movie, “You Earth Peo- 
ple,” on television, before clubs and 
associations; the organization of 
committees to work closely with 
homebuilders, mechanical engi- 
(Please turn to page 166) 


RopuCtT 


LEADS IN QUALITY 
HEATING PRODUCTS 
SINCE 1906 


It’s a Exclusive 
Removable Coil 
ALL Copper & Cast Iron 


TANKLESS HEATER 


@ Defies comparison at any price 

e REMOVABLE feature permits 
re-use of shell or coils 

@ Ideal for hard-water areas 


KAM 


FLOW CHECK 
VALVE 
Opens automatically when circulator 


starts. Enables boiler to be used whole 
year round 





.— KAM 
HOT WATER CIRCULATOR 


Helps supply heat almost instantly. Can 
be installed either vertically or horizon- 
tally. GE motors used exclusively. 


Write for valuable information today 


PRODUCTS CORP. 

239-249 ALABAMA AVENUE 

BROOKLYN 7, NEW YORK 
DICKENS 6 8000 











Fitzgibbons Boilers 


working at 


Standard-Vacuum Oil Company 











Standard-Vacuum Oil Company’s sparkling new Architect: 

office building in White Plains, New York, features Eggers and Higgins, N.Y.C. 

the latest in office layout and architecture, and the Consulting Eng: The Firm of 

best in materials and equipment. Edwerd E. Ashley, W.V.C. 
Part of this equipment—the heart of the heat- Seas a tae 

ing system — is two Fitzgibbons “D” Type Boilers. oreo 





These two DM 425, oil-fired boilers each supply 

42,500 square feet of steam to provide economical, eng ag. ee gee 

dependable heat and air conditioning. Fitzgibbons boilers 
Fitzgibbons “D” Type Boilers were selected for write Fitzgibbons or 

this installation because of their proved high effi- conta paurneset 








. : : : representative. 
ciency, their strong, durable construction, and their 





ease of cleaning and maintenance. 


Fitzgibbons 


Boiler Company, Inc. 


New York Sales and Executive Office: 101 Park Ave., New York 17, N. Y. 
Field Sales Office and Plant: Oswego, New York 


Branches and Representatives in Principal Cities 





News 





(Continued from page 165) 
neers, plant and building managers; 
the formation of a speakers’ bu- 
reau; and wide distribution of lit- 
erature telling the story of quality 
heating and cooling. 

Paul Kroeschell, president of the 
Mechanical Contractors Chicago 
Assn., agreed that industry leaders 
in Chicago should not “sit back any 
longer and let a recession, or slump, 
or whatever you want to call it, dig 
any deeper.” 


aKeynote Speaker R. Edwin 
Moore, president of Bell & Gossett 
Co., Morton Grove, Ill., pointed out 
that councils of this type prove suc- 
cessful because they have the back- 
ing of the heating industry on a 
national level. 

The speaker, who is a member of 
the board of directors of the na- 
tional Better Heating-Cooling 
Council, said similar councils have 
already been working successfully 
in Cleveland, Milwaukee and Phil- 
adelphia. Moore asserted that “hot 
water has always had the nod as a 
favorite.” 


#Other officers elected to serve 
with president Baldwin are G. W. 
Bornquist, Bornquist, Inc., vice 
president; and W. B. Davies, Da- 
vies Supply Co., secretary-treas- 
urer. Elected to serve on the board 
are the three officers plus John 
Sorenson, Weil-McLain Co.; Roy 
Nelson, Roy O. Nelson Co.; L. E. 
Rosengren, Columbia Pipe and 
Supply Co.; H. J. Armstrong, W. C. 
Morse Heating Supplies; Paul Kro- 
eschell, Kroeschell Engineering Co.; 
Neal Hardy, James W. Hardy, Inc.; 
and Martin Ward, Pipefitters Assn., 
Local Union 597 of the United Assn. 


Chase Publishes Surveys 
Showing Copper Cost Figures 

WATERBURY, ConN.—Figures 
showing “lower costs with all-cop- 
per plumbing systems” have been 
published by the Chase Brass & 
Copper Co. 

The figures are taken from two 
surveys. The Copper and Brass Re- 
search Assn. compared the cost of 
installing copper drainage tube 
with the cost of installing other 
types for the drainage system of a 
6-room, 114-bath ranch house. A 
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THE PAN PACIFIC AUDITORIUM in Los Angeles will house the 76th convention 
and exposition of the National Assn. of Plumbing Contractors, June 30-July 3. 


separate Chase survey compared 
the costs for complete plumbing 
and drainage systems in a 7-room 
114-bath ranch house. 

According to the copper research 
people, savings with copper would 
be $39. The Chase figures show a 


savings with copper of $84. In both 
cases, according to Chase, cost data 
included all labor and materials. 

Copies of the survey reports are 
available from any Chase office or 
from Chase Brass & Copper Co., 
Waterbury 20, Conn. 


Sees $90 Million Market for Plastic Pipe by 1960 


Miami, Fia.—The plastic pipe 
market will soar to a whopping 
$90,000,000 at the consumer level by 
1960, Florida contractors were told 
recently. 

The figure was given by Bert 
Montell, secretary of the Plastic 
Pipe Research Council of the So- 
ciety of the Plastics Industry. He 
addressed the Plumbing Industry 
Program, which is the Dade County 
affiliate of the NAPC. 

Montell told the contractors an 
increasing amount of plastic pipe is 
being used in Florida in various 


AN EXTENSIVE ad campaign will be 
used by Elkay to acquaint the public 
with its terminology for the self-drain- 
ing “apron.” Elkay says it is not a 
new word but “a new meaning” in 
serviceability for stainless steel sinks. 
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types of water service, particularly 
lawn sprinkler systems. 

On the national level, Montell 
said, there are around 1,500,000 
separately owned water systems 
using various types of plastic pipe. 


Big City Survey Indicates 
AC Boom to Keep Going 

New York Crry—The boom in 
central air conditioning in commer- 
cial establishments will continue 
this year, according to a study com- 
pleted recently by Jaros, Baum & 

(Please turn to page 169) 


Here's a New Moniker 
for Sink Drainboards 


Cuicaco—It’s “apron” now, not 
“drainboard,” for dealers handling 
the new Elkay SINKette. (The new 
product was described in DE’s May 
issue, page 76.) 

The new word will get heavy em- 
phasis in all advertising by the El- 
kay Manufacturing Co. for its new 
sink with a full-size bowl and a 
pitched, self-draining apron in a 
single unit of stainless steel. 


=» Paul Sternberg, Elkay vice pres- 
ident, says the new use of the word 
is “not to confuse the trade.” In- 
stead, he says, it will better cap- 
ture the eye of the consumer. 





IT'S EASY... 
IT'S PROFITABLE 
10 SELL 


the 
POSITIVE 


PROTECTION 
of a Penberthy 





Sump Pump 





HOME OWNERS AND REMODELERS are 
quick to recognize the low-cost protection 
offered by a Penberthy sump pump. It's a 
simple matter to convince them of the 
wisdom of guarding their investment in 
basement appliances, game rooms, heat- 
ers, etc., with a dependable Penberthy 
Less than the best can prove costly. A 
Penberthy starts instantly —even after 
long idle periods — gets rid of water in 
a hurry. No other brand matches the 
advanced engineering — durable copper 
and bronze construction. Simple to 
install. No service headaches. And — 
incidentally — a Penberthy protects your 
reputation too 


@ WRITE FOR CATALOG 


showing specs for 8 models, 20 sizes for every 
home, farm, commercial and industrial application 


PENBERTHY 
MANUFACTURING COMPANY @ 


Division of Buffalo-Eclipse ~@ 
Cc 


orporation 


1242 Holden Ave., Dept. DE 
Detroit 2, Michigan 


STOCK...DISPLAY...SELL 


DENBERTHY. | Pum: 


8 MODELS 
20 SIZES 








No one but. 
and only 


manufactures 


FULL SIZE 


4 FOOT 


BATH TUB 


PLUMBINGWARE 


The Only Manufacturer of 


PLUMBING 


Make the 
Bath Tub 
Fit the Room 


= ze 


U MBINGWARE 


ne comp. 


FixTUREs 
MIDDLEVILLE, MICHIGAN 


All? O1zes._, 





owt LEE Line 


Low Pressure 
COMPRESSION VALVE 


STOP and STOP & WASTE 
VALVES for modern homes. 
New SincereLEE Built products 
that have passed all the rigid 
tests mecessary to make them 
worthy members of the LEE 
family. Note this! 


FEATURES: 
1. Cast in brass. ‘Finished’ for fine 
appearance. 

. Guaranteed leakproof. Each valve 
tested with 100 pounds of air 
pressure under water. 

. Rust-resistant washer screw made 
of stainless steel. 

. Buna-N washer resists oil, chem- 
icals, high temperatures and or- 
dinary deterioration. 


OVER 5000 CAST BRASS FIT- 
TINGS AND VALVES listed in our 
New 48 page catalog in the 1958 
DOMESTIC ENGINEERING CAT- 
ALOG DIRECTORY, Section B. Or 
write us direct for Catalog 58. 

For quicker service, reserve factory 
stocks of LEE cast solder fittings, cast 
drainage fittings, flared tube fittings, 
screwed and flanged fittings and valves 
carried in New York, Boston, Los 
Angeles, Philadelphia and Anniston. 


No. 72-710 Stop & 
_—. Valve—Copper 
© Copper 


‘LEE BROTHERS FOUNDRY CO., Inc. 


P. O. BOX 231 . ANNISTON, ALABAMA 


LEE... The LEEdere for Ouer FO Years 





Full am 
RIM SEAT 


a 





4V2 Ft. 5 Ft. 























for the finest in 


LAVATORY 
| LEGS and towel bars 


the name to remember is 


manufacturers of quality 
plumbing specialities, including: 


* vanities! 

* replacement baskets! 

* floor & ceiling plates! 

* chrome-plated nipples! 

* chrome-plated 
Sure-Grip flanges! 


* bathroom accessories! 

* basket strainers! 

* pipe straps! 

* brass nipples! 

* chrome-plated brass 
fittings! 


Sold thru the wholesaler « Write for Catalog 


REED-CROMEX CORPORATION 
492 S. GREEN RD. + CLEVELAND 21, OHIO 
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News | 
(Continued from page 167) : 
Bolles, consulting engineers. Albert Baum re- : 


ported that more than 40 percent of the office 


space in major New York City office buildings 
will have central, full-building air conditioning 
this summer. He estimated that buildings in the 
Manhattan business districts alone account for 
more than 33,000,000 square feet of rentable THAT 


space serviced by central systems. Altogether 
he pointed out, approximately 5,000,000 square STANDS FOR RUGGED SERVICE 
feet of additional office space has been air con- Ce ad Bie 
ditioned by full-building systems since last 
summer. 

Baum estimated an additional 7,000,000 square 
feet will be cooled by full-building air condi- 
tioning by the summer of 1959. 

WITH YOKE 

Convention Groups Hear OR CHAIN 
Growth Story of P-H-C Bureau VISE 


Cuicaco—The scope, importance and promo- 
tional vitality of the P-H-C Information Bureau 
were outlined recently to delegates of two con- 
ventions by Howard Spindler, vice president of DOUBLE SOCKET Combination de- 
public relations for American-Standard, New | benders for 4" Ces 
York City. | ond %4” pipe. can be replaced 
by chain vise 
wSpindler pointed out the bureau has grown parts (14" to 4”) 
in 80 days to an aggressive and efficient organi- | a. pillbasrasttriee 
zation with more than 500 members represent- | formed at 
ing 130,000 people in the industry. He addressed spot for 
the Middle Atlantic Wholesaler Assn. at Atlan- ante 
tic City (N. J.) and the Associated Plumbing bolence. 
and Heating Contractors of Virginia at Roanoke. 

“Ready for use,” he pointed out, “is an effec- .. pe on _ 
tive program for selling the modernization PB. snag 
market. This was selected as the bureau’s first Also furnished with 
project because it can bring immediate results. ' ceiling brace. 

(Please turn to page 170) 








LEGS LOCK 
IN OPENED 

aes OR CLOSED 

POSITION 











PIPE VISES 


COMPLETE ‘LINE 
4" THRU 42” 
with built-in benders and pipe rest 
Order today from your supply house 


BRAD NNIERSOy, 
“Was it my imagination or were they rather NYE TOOL COMPANY 
glad to see us?” 4126 WEST FULLERTON AVE CHICAGO 39. ILLINOIS 
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NE WwW 
FAIL-SAFE 


Thermostatic 
Mixing Valve 
for Water 


HAS REPLACEABLE CARTRIDGE 


TEMPTROL = the new and only fail-safe thermo- 
Static water mixer available with these outstanding 
features... 

REPLACEABLE CARTRIDGE = which 
houses all working parts. 

INSTANT SERVICE = Temptrol, with check 
stops, need never be removed from the line for costly 
servicing. A screwdriver to remove but four screws permits 
One to slip in new cartridge, if necessary—quickly—safely. 
CONSTANT TEMP «= hot water temperature is 
continuously and accurately maintained at all times. 
ADJUSTMENT © temperature range from 90° all 
the way up to 180°. 

AUTOMATIC = instant compensation for supply 


line temperature and pressure changes . . . safely shuts 
down on hot or cold failure. 


INSTALLATION © can be installed at the heater 
as a Master Control, or anywhere along the line as a 
Zone Control. 


CORROSION FREE = stainless steel control 
unit and electrolized sleeve assure extra long life and 
trouble-free performance. 


ADDITIONAL PROTECTION = solid fill 
thermal element mounted out of the water in protected 
chamber open only to atmosphere. 


AVAILABLE NOW ©& in four sizes: 4”, 1”, 1%” 
and 14%”, 
Truly a non-competitive item. 


Sce SWEET’S ARCHITECTURAL FILE, 
DOMESTIC ENGINEERING CATALOG 
or write us direct for further information 


v 


445 C STREET, BOSTON 10, MASSACHUSETTS 


ENGINEERING COMPANY 





News 





(Continued from page 169) 

The market is here right now. It is present in 
virtually every building that now exists.” 

Too often the modernization market is 
thought of only in terms of homes, Spindler 
said, adding: “But this country has more 
than 5,000,000 non-residential buildings—hotels, 
stores, schools, restaurants, office buildings, 
plants and public buildings that need new 
plumbing, new heating and cooling. All of 
these, plus the millions of homes and apartment 
buildings, provide us with a market so large 
that it could require all of the products and 
services we can supply—for years to come.” 


a» This calls for industry-wide action, Spindler 
told the groups, “and that is the type of action 
the bureau is spearheading.” 

Spindler said the bureau also is striving to 
upgrade plumbing, heating and ccoling in the 
thinking of architects, builders and engineers. 
He said too often buildings are planned with 
only minimum standards in these areas. 


Heating-Cooling Personnel 
Form New Trade Organization 

New York City—Heating and cooling sales 
personnel have formed a new organization “ded- 
icated to the betterment and advancement of 
the heating and air conditioning industries” 
across the U. S. 

The organization is known as the National 
Heating and Cooling Sales Assn. Its guiding 
principles are “ethical sales practices, improve- 
ment of sales methods and establishment of 
high sales standards through sales education of 
members.” 

Full information on aim and membership will 
be available at the association’s exhibit at the 
Oil Heat and Air Conditioning Exposition, June 
9-12, in the New York Coliseum. 


Mid-Atlantic Wholesalers 
Re-Elect Roberts President 

Atitantic City, N. J.—John Roberts, Jr., of 
J. T. Roberts and Bro., Inc., Baltimore, was re- 
elected president of the Middle Atlantic Whole- 
salers Assn. at the recent 16th annual conven- 
tion here. 

More than 470 members and guests attended 
sessions which included an innovation in the in- 
dustry—scheduled private conferences among 
individual wholesalers and manufacturers. 
These were scheduled in advance, by request, 
at 15-minute intervals in the private rooms of 
the manufacturers, giving the manufacturers 
and wholesalers a chance to mull over mutual 
problems and to get answers direct. 

Other officers elected include M. H. Tice, 
Lebanon Plumbing Supply Co., Lebanon, Pa., 
re-elected first vice president; E. Eugene 


(Please turn to page 172) 
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KENNEDY all purpose tool kit. . . 


LOW COST RUICCED /PLOTECTIOW 
FOR YOUR TOOLS... / 


@ A Kennedy quality value at low cost 
@ Rugged steel construction that can really ‘‘take it 
® All you need for home or shop 
@ Dark brown ripple baked enamel finish with contrasting dark green trays 


—_ i i i 
Kennedy Small Parts Cabinet A place for every small! part in this sae eaeaeaeaaeaass 
handy, durable steel cabinet finished in brown, ripple boked enamel 
Four drawers with different size compartments | Kennedy Monufacturing Company | 
Van Wert, Ohio Dept. DM-6 
Model 5 D 
13%” x 10%” x 11” 


Please send name of neorest Kennedy 
Dealer 


| Nome 


i 

i 

i Address : 
\ oe] ry it City and State 

‘ermod) 0 1 

KENNEDY MANUFACTURING COMPANY, VAN WERT, OHIO 5 GT: : = 





Patrick PEERLESS says 


“Buy PEERLESS!” 





¥ 
-— 


Ee 
awl 3 


Handiflo 


handles suds and connectior 
are out 
waste water ; 
os sig! 


QUALITY ~duratub:- 


VITREOUS A NDRY TUB 
CHINA CLOSETS for a truly 


& LAVATORIES! 
modern, completely 
Available in automatic 


Lifetime Vitreou 





China in © rich colors ’ 
perfectly matched u ith a ‘ laundry 
Alliance ‘ rane, 
Lawndale and No. 5200 Combination duratub, a natural for new partment for laundry supplies 
Southern Pi ain. Close-coupled reverse trap combi- homes or home modernizing’ ...extra counter space. White, 
nation in pure white vitreous china ... eliminates unsightly, old- pink, green, yellow baked 
No. 30 Lavatory also for life-long cleanliness. Has the ex- fashioned stationary tubs. enamel on bonderized, electro- 
available in white or clusive and recently improved Peerless Exclusive Handiflo* double galvanized steel. For suds- 
matching colors. 4-bolt tank connection and extra large drain stores suds, drains 
trapway. 


saver and single hose washers. 
waste water with no hose Ask your plumbing supplier 


Vint ~ . - i ing... ‘able 20-gallon or write for the name of your 
Write, wire or phone for further information! handling...durable 20-g . ) 
e p f f f Fiberglas® tub...large com- nearest distributor. 


Peerless Pottery, ee |: &- + MUSTER 4 SONS, WIC. (ses 


6911 Lorain Avenve Cleveland 2, Ohio Mustee & Sons, Inc. 











Quality Vitreous China Since 2 Evansville 12, Ind. ” 
eeeeeeoeoeeeeeeaeeeeeeeeeeeeeeeeeeeeeeeeeene 
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\ COUPLINGS 


CHATTER 


The newspapermen had been waiting patiently for 
hours at their desert station to see the Army s display 
of new weapons. The famous correspondent was silent 
and professionally patient, disturbed only by a cub 
reporter from a small paper who was trying to push 
a conversation. Having exhausted all other verbal 
trivia, the young man turned to the setting sun and 
asked the correspondent, “That’s the west, isnt it? 

“If it isn't,” was the reply, “you sure got a helluva 
scoop!” 

X-L Couplings 

Overheard in a Hollywood cocktail lounge: “Our 
marriage is a periect union. He loves me and | 
love me.” 

X-L Nipples 

You're sure to get the finest quality Pipe Coup- 
lings when you specify “X-L” brand to your jobber. 

X-L” Pipe Couplings, like all “X-L” Products, are 
accurately machined to exact industry specifications 
from top quality materials. Use “X-L” Pipe Coup- 
lings on every job for tighter trouble-free joints. 

X-L Couplings 

From the “X-L” Fictionary: CHILDHOOD—The 

period of a man’s life between infancy and adultery. 
X-L Nipples 

The judge had seen all kinds of cases like this 
one. Man and wife just couldn't get along together. 
Carefully he asked the woman why she wanted a 
divorce from her husband. 

“Well, your honor,” she answered, “for three long 
years I’ve had to wash his back every Saturday night.” 

The judge blinked and asked incredulously, “Do 
you consider that sufficient reason for divorce?” 

“No,” the wife replied, “but last Saturday night, 
his back was clean.” 

) & F Couplings 
Poet’s Corner: 
There once was a spinsterish lass 
Who constructed her panties of brass. 
When asked, “Do they chaie: 
Replied, “Yes, but I’m safe 
Against pinches, and pins in the grass.” 
X-L Nipples 

Overheard: “I told her she looked like a million 

—and I meant every year of it.” 
X-L Couplings 

Your jobber has Wheeling Machine Brass Jacket 
Drive Well Points, manufactured with the same 
superior skill as “X-L” Pipe Couplings and Pipe 
Nipples. They’re “Chromate” coated, safeguarding 
the complete Well Point against corrosion, electro- 
lysis, discoloration and deterioration. Ask for them 
by name. 

X-L Nipples 

Sez She: “Does your husband snore in his sleep?” 
Sez Her: “I don’t know; we've only been married 
three days.” . . . Sez Us: Always remember 


— X-L Products 


Every Size and Type PIPE 
COUPLING From One Source 


WHEELING MACHINE 


PRODUCTS COMPANY 


WHEELING, WEST VIRGINIA 
FACTORY PHONE: CEDAR 2-0175 


News 





(Continued from page 170) 

Thomas, Frederick Trading Co., second vice 
president; and Conrad Muhly, Conrad E. Muhly, 
Inc., Lansdowne, Pa., re-elected treasurer. 

First-day program included a report by the 
executive secretary of the American Institute 
of Supply Assns., George Underwood, Washing- 
ton, D. C.; a talk on wages by M. W. Dennison, 
of Braman, Dow and Co., Boston; “Our Distri- 
bution Policy,’ Joseph Hacker, Ladish Co., 
Cudahy, Wis.; “Managing Your Business,” Ray 
Horan, Janitrol Division of Surface Combustion 
Corp., Columbus, O.; “Putting the ‘U’ in Suc- 
cess,” Harry Richwine, Lebanon, Pa.; and “The 
Way It’s Going to Be,” Howard Spindler, Amer- 
ican-Standard, New York City. 

In his annual report to the membership, ex- 
ecutive secretary H. Donald Richards said that 
a survey of average sales by employees showed 


the average for the year 1957 was $56,333. 


New Youngstown Plan Will 
Free Salesmen for Selling 

SaLem, O.—Youngstown Kitchen retail sales- 
men in the future will spend more time selling, 
less time planning, if they avail themselves of 
a new service being set up by the Youngstown 
Kitchens division of American-Standard. 

Youngstown and its distributors are setting 
up kitchen planning centers at the distributor 
level throughout the country. Each will be 
staffed with trained kitchen planners who will 
make layouts, plan color schemes and make 
perspective drawings where necessary. 

M. L. Ondo, Youngstown vice president in 
charge of sales, said that “a common complaint 

















“He came in, looked at it, said ‘beats me,’ 
handed me a bill for $7.50, and left.” 
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among dealer salesmen is that planning a kitch- 
en is too complicated and takes too much time. 
So we’re taking the major part of this job off 
their hands.” 

He pointed out, however, that the Youngs- 
town plastic scale models of all items in the 
firm’s line still provide “the only visual aid 
needed in 90 percent of the cases.” 


Full Production Will Be Resumed by 
Hedges Mfg. Co. 60 Days After Fire 


CHATTANOOGA, TENN.—F ull production of its 
line of domestic water heaters has been resumed 
by Hedges Manufacturing Co. only 60 days after 
a fire at the plant here. A portion of the pro- 
duction cycle in the rebuilt part of the plant is 
completely automated, according to company 
president Mertland Hedges. 


New Warehouse for Charles Rivitz and 
Co., Cleveland Area P-H Wholesaler 

CLEVELAND—A new central warehouse has 
been occupied here by Charles Rivitz and Co., 
wholesaler of plumbing, heating, electrical and 
industrial supplies. The warehouse has 100,000 
square feet of space and is located at 1250 West 
65th St. President Hersh Rivitz said the new 
facility will enable his firm to carry complete 
stocks of supplies for its five Ohio branches and 
for Cleveland area p-h contractors. 


Armco Steel-National Supply Merger 
Approved by Stockholders 

MippLetown, O.—The merger of Armco Steel 
Corp. and the National Supply Co. was ap- 
proved by Armco stockholders at their annual 
meeting here. National Supply stockholders 
voted their sanction of the merger at their an- 
nual meeting in Pittsburgh. Armco will operate 
National Supply Co. under the same name as 
a subsidiary, Armco president R. L. Gray said. 


Typhoon's Petrone Succeeds 
Emde as ARI President 


Hor Sprincs, Va.—D. V. Petrone has been 
elected president of the Air Conditioning and 
Refrigeration Institute, succeeding Lud Emde. 

Petrone is president of Typhoon Air Condi- 
tioning Co., Brooklyn, N. Y., a division of Hupp 
Corp. Emde is president of Temprite Products 
Corp. of Birmingham, Mich. 

Other new officers include, as vice president, 
Rudy Berg, vice president of Copeland Refrig- 
eration Corp., Sidney, O.; and treasurer, L. N. 
Hunter, senior vice president for engineering 
and research, National-U.S. Radiator Corp., 
Johnstown, Pa. 

These four, along with ARI managing di- 
rector George Jones, Jr., make up the organiza- 
tion’s executive committee for the year. 

Twelve new members of the ARI board of 
directors are: 

Carl Bucholzer, president, Airtemp division 

(Please turn to page 176) 





rully Enciosea, 


_ Nothing Exposed 


to mar the nantous beauty of the Completely New 


GENERALSREPUBLIC 


HEATING PRODUCTS BP kR O DUCT Ss 





Gas Fired B Boiler 


Guaranteed 20 Years 





All REPCO Gas-Fired Equip- 
ment manvtoctured to the 
standards of A.G.A., MCA. 
ond ASME. 


Approved 
for 


ht \@) 


Peels ye: 


¢ 


@ “PRE-PAK™ Models only 
40¥2" high, 20” wide, 
29” deep. 


®@ Six sizes: 100,000 to 
235,000 BTU/hr. input. 





© All accessories . . . cir- 
culator, operating and 
ges controls, relief 
valve, gouges fully 
enclosed in o Decoro- 
tor-styled jacket at no 
extro cost 


Here it is! The completely new REPCO Thrift-Master Gas-fired 
Boiler . . . so perfectly designed and engineered that it is approved 
for ZERO CLEARANCE and closet installations. FULLY ENCLOSED © Ponels easily removed 
. . NOTHING EXPOSED! Incorporates the finest features of its nate 
REPCO forerunner for FAST heat and year ‘round domestic hot 
water... in the smartest-looking phosphate-coated, mar-resistant 
steel jacket you've seen yet! Build sales and solid profits with 
REPCO Heating Equipment. 


AMERICA’S FINEST! A complete gael HEATING 
line of GAS and OIL-FIRED “lilies oe EQUIPMENT 


@ Wet leg construction, 


—— 


PRE-PAK UNITS OIL-FIRED GAS-FIRED GAS OR Ol 
SAVE TIME, SPACE V-T SERIES G” SERIES WINTER AIR RADIATION 


BASEBOARD 
AND EFFORT AND TUBELESS FULLY ENCLOSED CONDITIONERS FOR ALL NEEDS 


Territories Available for Manufacturers’ Representatives and Distributors 


GENERAL:IREPUBLIC 


HEATING PRODUCTS COMPANY ® PRODUCTS COMPANY 
7420 STATE ROAD, PHILADELPHIA 36, PENNSYLVANIA 





DOMESTIC 
ENGINEERING 
CATALOG 
DIRECTORY 


wt 


As its basic source of purchasing information, Domes- 
tic Engineering Catalog Directory performs a vital 
marketing function for the plumbing-heatinz-cooling 
industry. It serves as the one simple, direct and eco- 
nomical means by which you, the manufacturer of 
products for this field, can get your catalog data into 
the hands of the industry’s most important buyers. It 
is the one purchasing reference source in which these 
buyers come looking for you! 


whe us 


To name the subscriber/users of Domestic Engineering 
Catalog Directory is to list all the major buying influ- 
ences among the industry’s top wholesalers, large con- 
tracting firms and governmental agencies. These buy- 
ers of your products have constant need for Domestic 
Engineering Catalog Directory and use it daily in both 
their buying and selling activities. As one example of 
its use, an average of nine persons per wholesale house 
refer to it regularly. 
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ENGINEERING 


MEETING PLACE 
OF PRODUCT 
AND PURCHASER 
IN THE PLUMBING, 
HEATING AND 


COOLING INDUSTRY 


For the buyer’s convenience 4 separate reference 
sections are provided: (1) Manufacturers’ Cata- 
logs; (2) a complete Classified Product Directory, 
(3) Trade Names; (4) Manufacturers’ Name and 
Addresses. The buyer’s principal source of product 
information is the Manufacturers’ Catalog Section. 
When your catalog is bound into this section, bold 
faced listings of your products in each of the direc- 
tory sections refer him directly to your catalog. 


DOMESTIC 














Domestic Engineering Catalog Directory reaches 
the buyers you MUST reach to sell your products. 
It contains the type of information they want and 
need and USE! It saves them time in locating the 
product information they want... when they want 
it. It’s the one meeting place where your sales story 
can make its greatest impression your most 
constant contact that leads to actual SALES. For 
complete information write direct or CONSULT 
YOUR ADVERTISING AGENCY. 


THE PURCHASING REFERENCE FOR PLUMBING-HEATING-COOLING 





CATALOG 
DIRECTORY 
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Capacity 
Y% *” 


See Us Booth 61 
National 
Plumbing-Heating 
-Cooling Expo. 
Los Angeles, 
June 30 - July 3 





Frearm It 
Extra fast 
and Clear)... 


with self-feeding 
chatterproof 


Rribzaib 


This RIGID Spiral 
Reamer is fun to use, the 
smooth-as-butter way it 
turns into the metal— 
pipe, conduit box outlets 
. .. making holes in sheet 
metal. Using is believing 
—most for your money 
... buy this super-reamer 
at your Supply House! 


. . or that other whizz 
for both hand and power 
reaming, RIAD Lon- 
Grip, with five straight 
flutes that assure clean 
work, extra easy control. 


News 





(Continued from page 173) 

of Chrysler Corp.; John Engalitcheff, Jr., pres- 
ident, Baltimore Aircoil; R. L. Gibbs, general 
sales manager, Mueller Brass; Thomas Han- 
cock, executive vice president, Trane Co.; Bruce 
Henderson, vice president, air conditioning di- 
vision of Westinghouse Electric Corp.; H. F. 
Hildreth, president, O. A. Sutton Corp.; Henry 
Kirkpatrick, general manager, American Man- 
ufacturing Co.; F. E. Lehman, commercial sales 
department manager, Frigidaire division of 
General Motors Corp., R. K. Serfass, vice presi- 
dent, York division of Borg-Warner Corp.; 
John Swisher, sales manager, Savage Ice Cream 
Cabinet division of C. V. Hill & Co.; and V. D. 
Willmiller, market manager, commercial di- 
vision of Minneapolis-Honeywell. Also a new 
board member is retiring president Emde. 


Robertshaw-Fulton Sets Up 
Franchised Service Depots 

Lone Beacu, Cauir.—Repair and replacement 
of Robertshaw-Fulton home appliance controls 
is now available through a network of fran- 
chised depots across the U. S., it has been an- 
nounced by A. W. Beck, vice president. 

The controls will be handled by independent 
reconditioning companies operating under fran- 
chise agreements. Nine centers already in op- 
eration are at Minneapolis, Detroit, Milwaukee, 
Denver, Valley Stream (N.Y.), New Orleans, 
Orlando (Fla.), Omaha (Nebr.), and Cincinnati. 
Ten more depots are planned currently. 

Servicemen of the repair companies will be 
factory trained by Robertshaw instructors. 


Reichert's New Punch Presses Perform 
Eight Operations with One Stroke 

ToLepo, O.—Two automatic punch presses, 
capable of performing up to eight separate op- 
erations with each stroke, were installed re- 
cently by Reichert Float and Manufacturing Co. 
Reichert is a major manufacturer of copper and 
plastic floats and rubber tank balls. It also does 
special job stamping work for other manufac- 
turers throughout the country. 

The two new presses, which have 100 and 150- 
ton capacities, respectively, were shipped to 
Toledo on special railroad cars. An entire wall 
of the Reichert plant had to be removed to get 
the new equipment into the building. 


Officers, Directors 
Re-Elected by Briggs 
WarrEN, Micu.—Seven directors’ have been 
re-elected and one new director added to the 
board of Briggs Manufacturing Co. 
Re-elected were William Armstrong, A. D. 
Blackwood, W. O. Briggs, Jr., E. P. Connely, 
Harley Earl, W. L. Morris and A. vanderZee. 
Arnold Kohler is the new member. Kohler 
(Please turn to page 178) 
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COUNT ‘EM! 


We Compared ALL Leading 7 P cares Sat rata 
Fuel Oil Filters FEATURE for FEATURE a 


All Iron and Steel Construction 


Corrosion-Proofed Inside and Out 

ves 
Air Vents On Both Inlet and Outlet 

NO NO 
Choice of Inlet and Outlet Sizes 


° YE 
Center Bolt Torque Resistance Over 300 In-Lbs. od bated bees 


Non-Swelling, Leakproof Buna-N Gaskets eiieehend NO NO | NO 


Depth-Type Wool Felt Element sa | NO | YES | No 


Patented Lint Removal i NO | NO | NO 


Moisture and Condensation Removal EX 
fe ba | NO Yes NO 


VYVVVVVVYVY 


Large Sump Area NO YE 
s ves 
| TOTAL xey FEATURES 
3 a 2 
° 
MORE cue a pos tees OFFER mone KEY seaTuaes 


MORE Oll BURNER PROTECTION... sain a 


SELL THESE ITEMS, TOO! 


MORE SATISFIED CUSTOMERS! CLEAN RIGHT Soot Remover destroys 16” 


G F i soot layer in 2-5 minutes. Can reduce heat- 
ing costs 25%. 
ENERAL FILTERS, INC. fo ly ae 
Water Flow Regulator obsoletes floots . . 

nothing like it! 





ENDS 90% 


stent y Waste Hours 


FIGURING 
. F HEAT 
Gas-Fired Boiler LOSSES 


2 7. a | Calculating 


































































































Features 

@ BTU input Ratings— 
625,000 to 5,000,000 

@ For Steam, Hot 
Water or Vapor 9 
Systems : 4 

@ Approved for all = ; Heat Loss? 
gases, LP-Gas and ‘ 
LP-Air fi J 


iit 4 





— 


Designed for easy as- 
sembly, ruggedly con- 


ee HERE IS THE MOST 
components for years of = USEFUL TOOL IN THE 
trouble-free, economical é HEATING BUSINESS! 


gos operation. Three 
other series from 70,000 





—= ce All Common Room Sizes! 
| = You'll do 
with exposure, exposed glass, type of construction, etc. 
BOILERS WATER HEATERS WATER HEATERS INCINERATORS SAMPLE SHEET E T 
UPON REQUEST, Write to- T i M E Ss A Vv E R 


BTU Input. Write for com- 
| inf ion! . 
pererener Heat Losses Pre-figured for 
Better More than 100 separate heat loss figures for each room, taking 
into account such variables as number of walls exposed, ceiling 
‘= 5 J 
— = Basmor! 
RESIDENTIAL DOMESTIC COMMERCIAL GAS.-FIRED 
‘BASTIAN- MORLEY CO., INC. - 648 GOODWIN AVENUE 
LaPorte, Indiana Branch Plont: Pittsburg, Texas MIDLAND PARK, N. J 
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(Continued from page 176) 
has been with Briggs Beautyware since 1936, 
except during World War II. He became factory 
manager in 1949 and is presently senior vice 
president in charge of manufacturing. 

At the board meeting the following officers 
were re-elected: A. D. Blackwood, president 
and general manager; W. L. Morris, vice presi- 
dent and assistant general manager; Arnold 
Kohler, senior vice president in charge of man- 
ufacturing; Arthur Raible, vice president and 
manager of the Cincinnati plant; John Lewis, 
vice president and manager of the Abingdon 
(Ill.) plant; and A. D. Melchior, vice president 
and manager of the Cleveland plant. 


Henry Gibb to Head Institutional 

Promotion for Heating-Cooling Council 
The end of the New York Ciry—Henry Gibb has been ap- 
oS gous pointed chairman of the Better Heating-Cooling 


Council’s light construction and institutional 


5 heating subcommittee. According to Franklin 
r Greene, BHC executive director, the subcom- 
mittee will operate under the direction of BHC’s 


oe builder cooperative task force and will work to 

if expand promotional activities for hydronics in 

(Z churches, restaurants, motels, schools and other 
g institutions. 


eR. 2 Gibb is sales manager of Pacific Steel Boiler 
You can say that the plumber’s pipe dream” has Division of National-U.S. Radiator Corp., 
come true. The revolutionary new APCO process of Tok ae 
centrifugally casting in sand lined molds has brought ohnstown, Fa. 
many amazing improvements in cast iron soil pipe. . : 
They all add up to a pipe that’s easier to handle... Financing Plan Offered— 
cut ... caulk and that saves you time, work, worry No Recourse, No Investment 


‘ s . . 
and money! You'll never live to see it wear out! Los ANGELES—A financing plan has been of- 


® fered to dealers and consumers across the na- 
Gand Goun tion by Utility Appliance Corp., maker of Gaf- 
fers & Sattler products. It is available for 
ranges, water heaters, heating and air condi- 
SOll PIPE tioning and the company’s other appliances. 


The plan includes 100 percent no-money- 
APCO insures uniform wall thickness for cutting down availability to the consumer, no invest- 
easily and perfectly even with a cold chisel. Every ment by the installing dealer and no recourse. 
length is straight and without a seam! The walls are Ben Breslow, president of Utility Appliance 
amazingly smooth both inside and outside. No fins, 
burrs or roughness. No sand holes to cause leaks or 
seepage. 





7 APCO meets and beats the rigid specifications of the Cast 

Iron Soil Pipe Institute in every way. Each unit indi- 
vidually tested with air pressure UNDER WATER. Also 
checked for weight uniformity. And APCO must meet various 
other tests—so it comes to you OK in every way! Made in 
Single or Double Hub in service weight or extra heavy weight 
in diameters through 15”. 


APCO also makes a complete line of machine-made 
and “Stringer” fittings. There's a size and type for 
every job! 





For complete details on APCO, send for Folder 


ALABAMA PIPE COMPANY 


Sales Offices in Principal Cities 
GENERAL OFFICES — ANNISTON, ALABAMA 
> . Hcy rae "9 


qe bora 


i > * —_— 
4 pi i a “ 
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Corp., said he believes “this is the first time 
such a plan has been offered to dealers, dis- 
tributors and consumers in the U. 8S.” 

Leading financial institutions in the west, 
including California Savings & Loan Assn. and 
The Bank of America, have given the plan their 
approval, Breslow said, and will cooperate with 
Utility in making three-year to four-year loans 
available at flat interest rates—6 percent per 
year in nearly all cases. 


#A national plan also is being made available 
immediately to all Gaffers & Sattler distributors 
in 47 states through Allied Building Credit, 
Inc., also at the flat 6-percent rate but for a 
three-year period. The terms vary slightly 
through other West Coast lending institutions. 
Local arrangements can be made through 
Hilton Jones, Utility’s financial cohsultant, who 
is available to set up the plan in any dealer o1 
distributor area on request, Breslow said. 


Arthur Bone Elected 
by National L-P Gas Assn. 

Cuicaco—Arthur Bone, of Eastern Propane 
Co., Malvern, Pa., recently was elected presi- 
dent of the National Liquefied Petroleum Gas 
Assn. 

He succeeds Talmage Lovelady, Worland, 
Wyo. Other officers include F. Leslie Fagan, 
Gem Automatic Gas Co., Granite Quarry, N.C., 
first vice president; R. J. Munzer, Petrolane Gas 
Service, Inc., Long Beach, Calif., second vice 
president; and A. H. Menuet, Skelly Oil Co., 
Kansas City, Mo., re-elected treasurer. Arthur 
Kreutzer, River Forest, Ill., a member of the 
LPGA executive staff, was re-elected secretary 
and assistant treasurer. 


New Laboratory Heralds 
Peerless Move to Warm Air 

BoyverToOwN, Pa.—One of the old names in 
boiler manufacture, Peerless Heater Co., has 
entered the warm air field with the opening of 
a new engineering laboratory here. 

The chief purpose of the laboratory is devel- 
opment and testing of new heating products 
planned in both the hydronic and warm air 
fields. Located near the Peerless plant, it will 
enable close cooperation between sales and en- 
gineering. 

Peerless has manufactured boilers exclusively 
for 50 years and is now offering a full line of 
warm air furnaces featuring quality and eco- 
nomical operation. A description of the new 
line appears on page 66. 


Worthington Corp. Steps Up Its 
Cooperative Advertising Program 
Harrison, N. J.—The Worthington Corp. has 
stepped up its cooperative advertising program 
for its air conditioning wholesalers and con- 
tractor-dealers. Under the new program, 
Worthington is offering additional financial as- 
sistance as well as newspaper mats, radio com- 
(Please turn to page 180) 
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THE RUN WHEN 
YOU 
INSTALL A 


va. 
WATER SOFT AS AN ~ APRIL SHOWER 


SO -SOFT- AMATIC 


A Product of Stover Water Softener Company 
St. Charlies, llinois 


THE AUTOMATIC WATER SOFTENER WITH NO 
VALVES TO OPEN, NO DIALS TO TURN 


Simple, trouble-free and foolproof, 

with no service problems for the dealer. 
Available in mechanical and 

electrical models. Write today for 
prices and information. 


STOVER 


WATER SOFTENER COMPANY 


Pioneer and pacemaker since 1924 


ST. CHARLES, ILLINOIS 








This guy is a fast operator 


... look at his backhoe! 


It’s the all-new SHAWNEE 88. He can 
knock off for a smoke because he’s long on 
time. Earth has never been trenched faster! 


Buy-wise and bid-wise, the SHAWNEE 88 
gives you a profit edge. It’s the one backhoe 
built for a fast operator. Plenty of digging 
power. No sweat, either. The SHAWNEE 88 
is smooth and fast —the fastest backhoe of 
them all. Ever see one styled to beat it? 


It sits comfortably, handles perfectly, and 
gives you no trouble. Mounts on any tractor 
you choose. Try the SHAWNEE 88. Try it 
and you'll buy it. Jt even costs less. 


The SHAWNEE 88 digs 12’, dumps 9'9", 
reaches 16'6" and has 180° uninterrupted 
swing. “Hidden cylinder” activates quick- 
detach, all-purpose bucket. 


Presented through your tractor dealer 


By 
SHAWNEE 


1947-J N. TOPEKA AVE. 
TOPEKA, KANSAS 


WRITE TODAY FOR FREE DETAILS 


News 





(Continued from page 179) 

mercials and direct mail pieces. In one aspect 
of the stepped-up program, individual whole- 
salers and contractors may prepare their own 
ads, with Worthington approval. It is expected 
that the new program will result in a 50 percent 
increase in local-level advertising, a Worthing- 
ton spokesman said. 


Warren Webster Presides at National 
Assn. of Manufacturers Meeting 

Camoen, N. J.—A meeting to discuss ways of 
improving government defense contracting pro- 
cedures was held here recently by the govern- 
ment contracts committee of the National Assn. 
of Manufacturers. Warren Webster, president of 
the Camden, N. J., heating-cooling equipment 
manufacturing company that bears his name, 
chairmanned the meeting. Among subjects dis- 
cussed at the meeting was the place of small 
business in government contracting. 


The Name's "Climate Changer" 
for New Trane Air Conditioning Line 


La Crosse, Wis.—‘Climate Changer” is the 
name chosen for the new broad line of resi- 
dential air conditioning equipment to be man- 
ufactured by The Trane Co. 

Vice president A. C. Menke said the name 
was selected from nearly 1,000 submitted by 
La Crosse plant and field personnel in a com- 
pany contest. 

The name Climate Changer has been associ- 
ated with Trane and certain lines of equipment 
for several years, according to Menke, and “by 
using it to describe our residential air condi- 
tioning products we are, in effect, extending the 
name to include the new line.” 

He pointed out the name is easy to say, re- 
member and recognize. The new line will be 
produced at a $1,500,000 plant nearing comple- 
tion at Clarksville, Tenn. 


Heating Wholesalers Start 
Dealer Development Program 

Cotumsus, O.—Heating and cooling contrac- 
tor-dealers throughout the country soon will be 
receiving more wholesaler help in developing 
their merchandising techniques. 

A decision to inaugurate such a program was 
announced by the education committee of the 
National Heating & Airconditioning Wholesal- 
ers Assn. at the association’s spring meeting at 
Atlanta, Ga. The program, titled “sales man- 
ageering,” will be sponsored on the local level 
by member wholesalers in cooperation with lo- 
cal universities. Present plans call for 2-day 
institutes. 

One of the feature events of the meeting was 
a comprehensive panel discussion on how 

(Please turn to page 182) 
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WHERE 30,000 CU. FT./HR. 
OF GAS ARE BURNED 


Jo-BLrasTr iy 
POWER GAS BURNER : 





PAYS OFF! 


BASEBOARD 
IS THE LEADER 


SPARTAN BASEBOARD incorporates ad- 
vantages heating men and users have long 
hoped for. Its operating superiority has 
been proved under the most rigid testing. 
Its ease of installation leaves the field far 
behind. Its beauty is unequalled. 

In addition SPARTAN BASEBOARD pro- 
vides such advantages as easy-to-clean, 
curved corners ... universal damper that 
holds any desired position . . . cam-lock 

These Lo-BLAST Burners installed in a mess hall front that comes off and goes back on with 
at Fort Devens, Massachusetts, are only two of 
sixteen Lo-BLASTs installed at this army base. 
When all are operating, 30,000 cu. ft. / hr. of gas 
are consumed. 

The selection of Lo-BLAST Burners was dic- 
tated by their outstanding record for safe, con- 
sistent performance plus low- 
cost operation. 

These burners use an ex- 
tremely quiet, low-speed blower 
to provide perfectly controlled 
primary and secondary air... 
operation is always independ- , IT’S SO QUIET 
ent of natural draft. They elim- 
inate the need for high chim- 
neys and inshot design reduces 
maintenance cost. All units are Lo-BLAST 


completely assembled and test- Economite 


ed on gas before shipment. : =e ee Iilustrated literature on the new 
Lo-BLAST capacities: same outstanding SPARTAN BASEBOARD as well as 
75,000—20,000,000 BTU/hr. input economy as larger Lo- = : Spartan Convectors and Shower 


Spartan Coast-to-Co 
Saal tes Uhineiune, BLAST models. ada Stalls, available on request. 


MID-CONTINENT SPARTAN 


CONVECTOR INC. 
1) 8 iY Fae 32-1 @) B) Oi Oe ae 1 OF 


1 : Division of Spartan Shower ‘Stoll Co.,Inc 
960 N. Clybourn Ave. Chicago 14, IIl. 52-55 74th ST. MASPETH 78. N.Y 


a flick-of-the-finger and — 


thanks to exclusive floating coil... vinyl 
grommets support coil ond prevent an- 
noying noise when coils expand or 
contract 


See us at Booth number 604—Oil, Heat ond Air Con- 
i ditioning Exposition — New York Coliseum June 9-12 
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TENG aVOGm ENG play | News 


1720) 4 34 WARE’S (Continued from page 180) 
| wholesalers can increase their business by: 
. — Increasing their sales per salesman. 
NEW stainless steel — Competing successfully with Dtu outlets. 
: Increasing sales for home remodeling. 
— Stepping up sales training of employees. 


0 . h > a b ] . k — Periodic analysis of the potential market. 
30 incha single bow! sin Wholesaler and a 





manufacturer members 

the panel who discussed these business factors 
were: Ralph Bell, Richmond Supply Corp., 
Richmond, Ind.; George Sprick, Modern Equip- 
ment Corp., New Haven, Conn.; Walter Burn- 
side, Niles Sheet Metal Supply, Inc., Niles, O.; 
Mel Carnahan, Penn Controls, Inc., Goshen, 
Ind.; Carl Millsom, Perfection Industries, di- 
vision of Hupp Corp., Cleveland; Frank Mehr- 
ings, Heating Supply & Service Co., Peoria, IIL; 
Art Rees, Waterbury Heating Supply Co., 
Minneapolis; and Henry Rossell, Jr., Heating 
and Air Conditioning Division of American- 
Standard, New York City. 


BER 


Wholesaler of the Future 


Another panel discussed the “wholesaler of 
the future” in terms of the products and prod- 
uct components he’ll carry, personnel and 
managerial requirements, sales techniques and 
capital and credit requirements. The panel also 
discussed “the independent wholesaler vs. the 
factory-owned wholesaling establishment” and 
the effect company mergers will have on a 
highly competitive market. 

On the panel were H. L. Godwin, Southernair 
Co., Durham, N. C.; Bert Dart, W. G. Morton, 
Inc., Albany, N. Y.; Don Kinnan, Detroit; R. C. 

In Polar’s new single bowl sink you can emphasize Hamilton, Lookout Supply Co., Chattanooga, 
the three plus factors you need to sell successfully in Tenn.; Frank Kohles, William Wallace Co., 
today’s highly competitive market. | Belmont, Calif.; and G. D. Heeringa, Hart and 


‘ | Cooley Manufacturing Co., Holland, Mich. 
Hee “ glamour — apparent on sight, and enduring always, | 


because new Polar equipment provides a permanent high No Place for ‘Prophet of Doom’ 
luster finish second to none. 


The meeting, which was attended by a record 
Hee “ functionaliem — a single 30-inch bowl that provides | 290 members and guests, ended on a high note 
far more cubic inch capacity than a 32-inch double bowl of optimism. “There’s no place for the “prophet 
sink — makes it easier, more efficient to work in when of doom” in the heating and air conditioning 


combined with a dishwasher. And a 30-inch sink means industry, speakers agreed. There’s a real boom 
that two extra inches of valuable counter space are gained : 7 
ened Riedie diet ahead, as interest in year-around comfort heat- 


3 x ing and cooling is growing, they said. 
Hee “ endunrina value — because this sink is deep drawn 


in one solid pioce of heavy gauge nickel-bearing stain- 
less steel to make it seamless and rugged to the point Carlon Products Buys New England 
of indestructibility. | Plastic Firm, Expands Its Line 


To all of these add Hudee sink frames for easy in- Curvetann—The acquisition of the Plastic In- 
stallation and a price that takes no account of these dustrial Products Co. of Somerville, Mass., has 
advantages. Check it out with the men who call on | been announced by Carlon Products Corp. of 
you. You'll find the best houses carry Polar Ware. this city. Carlon is a major manufacturer of 

x plastic pipe and fittings. 
* > The Somerville plant will be operated by 

Polar Ware Company 7 ry! Carlon’s custom extrusion division, Carlon pres- 

ident William Abramowitz told DE. In addition 
iaitcnstee nant thas de De me. A > to making its custom extrusions, flexible vinyl 

415 Lexington Ave ‘800 Santa Fe Ave tubing, etc., the Somerville plant has begun pro- 


New York 17, N. Y Los Angeles, Calif. ‘ f “~ : a 
Offices in Other Principal Cities “Designates office and warehouse. duction of Carlon’s complete line of plastic 
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pipe. The line includes flexible polyethylene, 
rigid Kralastic, PVC and a new sewer and 
drain pipe. The production of plastic pipe right 


in New England will enable Carlon to serve that 
area better, Abramowitz said, in commenting on 
} J 
hile Gem's enponaion. Velocity Power’s New Stud Driver 
John Beaumont, former president of the Som- . m 
erville company, is continuing as general man- gets jobs done ina hurry— 
ager of the plant. 


safely, economically, conveniently... 


Slant/Fin Radiator Corp. 
Opens New Norfolk Office 

RIcHMOND Huu, N. Y.—A new sales office has 
been opened in Norfolk, Va., by the Slant/Fin 
Radiator Corp. to cover Virginia and North and 
South Carolina. The firm manufactures base- 
board radiation for home and industry, and 
special process coils for hot water and steam 
systems. 

Alvin Buschel, national sales manager, said: 
“We feel that direct factory coverage in this area 
is essential to the full promotion of the ad- 
vantages of hydronic heating systems.” 

Manager of the Norfolk office is Ralph Bautz, 
Jr. The office is located at 1347 Fisherman's Rd. 


Home Laundry Appliance Sales 
Show 2 Percent Gain in March 
Cuicaco—Home laundry appliance factory 
sales during March totaled 363,325 units, a 2 
percent increase over February. Total sales for 
the first quarter of 1958 were 21 percent less 
than for the corresponding 1957 period, accord- 
ing to the Home Laundry Manufacturers Assn 


Robertshaw-Fulton Expands Heating Wide variety of dteds—treaded or 
Controls Production on West Coast plain-headed—oare pre-assembled with 
Lone Beacu, CAtir.—The transfer of its heat- cartridge for instant use. 
ing controls section from the Arco Division at 
Columbus, O., to the Grayson Controls Division 
here has been announced by Robertshaw-Fulton 
Controls Co. Fan and limit controls, thermostats 
and gas valves formerly manufactured at Arco 


Accuracy, speed, simplicity of operation—the Green Hornet 
gives you all these stud driving advantages for installing elec- 
trical, heating, plumbing and air conditioning facilities. 
(Please turn to page 184) Saves construction time in commercial, residential and 
industrial building operations. Performs a variety of fastening 
jobs in concrete and structural steel; secures electrical conduit 
and raceways; speeds anchoring overhead piping and sprin- 
kling systems; studs curtain wall construction. 
Makes straight, firm stud driving as easy as shaking hands. 
Simply: 
1. Load pre-assembled stud and cartridges 
2. Lock breech with 180° barrel turn 
3. Position, press, and fire 

That’s all there is to it. 

Interchangeable barrels accommodate %4 or %-inch diam- 
eter studs. Gives you the advantages of two-tools-in-one. And 
for safety’s sake—the Green Hornet's pressure controlled 
firing eliminates accidental discharge by dropping. 

Other features? Check these: Trigger operated. Protective 
safety shield. Pistol grip handle. Quiet operation. Easy clean- 
ing. And it’s small and compact. Write for Bulletin 1411-2. 


etociry-powef] iii 


“Oh, we have all the latest conveniences.” 201 North Braddock Avenue « Pittsburgh 8, Pennsylvania 
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unsurpassed in BEAUTY 
unrivalled in QUALITY 
unequalled in VALUE 


America’s most 


popular shower. 


Also available in 
aluminum — the 
CROWN 


The ultimate in 
corner showers. 


The shower that 
leaves nothing to 
be desired. 


New York, M. Y. a! 

Chicago, til. 

Los Angeles, Concord, N.C. J 
Calif. , 


Boston, Mass. 
Kansas City, Mo. 
Spartan Coast-to-Coast Houston, Texas 
Warehouse Service 
New Illustrated Catalog on Request 


SPARTAN 


SHOWER STALL CO., INC. 
Affiliate: Spartan Convector Co., Inc. 
52-55 74th ST., MASPETH 78, N. Y. 


See us at Booth number 604—Oil, Heat and Air Con- 
ditioning Exposition—New York Coliseum June 9-12 


News 





(Continued from page 183) 
now will be produced at the Grayson plant. The 
firm’s snap-acting switch line will continue to 


be manufactured at Arco 


U.S. Air Conditioning Corp. Moves to 
a New Location at Delaware, O. 
De.aware, O.-The move of the United States 
Aiv Conditioning Corp, from Philadelphia to its 
new location here has been completed, Produc 
tion of the firm's aly conditioners for comme 
cial and induatrial applications alveady is under 
way, according to president Glenn Way, A teat 
ing laboratory ia currently under conatruetion 
Way aleo announeed that the firm's Floral 
City Heating Division, Monroe, Mieh,, ia tatre 


ducing a new line of gas-fired water heaters 


A. Y. MeDonald Initiates E. B. Frahm 
into Its Quarter-Century Club 

Dunvuaqur, IA.—E. B. Frahm, who's been as 
sociated with A. Y. MeDonald Manufacturing 
‘o. for 25 years, recently was initiated into that 
firm’s Quarter-of-a-Century Club at a surprise 
luncheon. The fete was held at the Dubuque 
country club here. Frahm is district manage 


of the Chicago area 


American Santiary Buys Whale 
Swimming Pool Products 

Asincpon, Itt.—The swimming pool division 
of American Sanitary Manufacturing Co. was 
expanded last month with the purchase of the 
Whale Swimming Pool Products Division of 
Eastern Pattern & Foundry Corp., New York 
City. 

The purchase includes the entire inventory 
of Whale products, plus dies, patents and other 
manufacturing equipment, according to K. C. 
Bulkeley, president of American Sanitary. 
Bulkeley told DE the entire line now will be 
available from the Illinois location. 

American Sanitary, a manufacturer of plumb- 
ers’ brass goods and fittings for nearly 50 years, 
established its swimming pool division recently. 
P. C. Bulkeley is sales manager of the division. 
Addition of the Whale line means the firm can 
offer a complete catalog of swimming pool fit- 
tings, parts and accessories. 


Bulldog Brand Fasteners 
Join Gregory Industries 


Lorain, O.—The firm that makes Bulldog 
concrete anchors and fasteners became a mem- 
ber of the Gregory Industries family recently, 
according to George Gregory, president of the 
firm that bears his name. 

Gregory acquired the J. D. Polis Manufac- 
turing Co. of Chicago, which makes Bulldog 
self-drilling expansion anchors and other type 
fasteners used in concrete building construction. 

(Please turn to page 186) 


DoMEstTIc ENGINEERING, JUNE 1958 


























ARDEE FRAMES turn minutes into money 


install easier, faster on sinks, lavatories, built- 
in appliances. Stainless steel and aluminum to 
fit every sink, range and counter top thickness. °°" °° 
287 FIFTH AVENUE, 


ARDEE FRAMES NEW YORK 16, N.Y. 


OS —_ + VOGEL 


NON-FROST-PROOF 
SEAT 
ACTION 
CLOSETS 
FOR 


INSTITUTIONS 
SCHOOLS & CHURCHES 
INDUSTRIAL PLANTS 
PUBLIC & SEMI-PUBLIC 
INSTALLATIONS 
WHERE THE FROST- 
PROOF FEATURE 
IS NOT REQUIRED 


- 





PORTABLE ELECTRIC POWER 


WITH 
Gutomatic HQNS ERY. er 


IDLING CONTROL 


EXTENDS 
ENGINE LIFE 
REDUCES FUEL 
CONSUMPTION 
LOWERS 
MAINTENANCE 
cost 


After starting, plant automatically idles, 

until load of 75 watts or more is ap- 

plied. Automatic CONSERV-er brings 205814S2D-IM 
engine to full power when tool is turned 2500 watts, di- 
on, reduces engine to idling speed when i “. . 
tool is turned off—all automatically. A. C.  Light- 
Get al! the facts on this Profit-Building weight. Carry- 


Winco feature ing Cradle op- 
tional 


MANUFACTURED BY 
JOSEPH A. VOGEL 
COMPANY 


WILMINGTON, DELAWARE 
SEND FOR CIRCULAR V-103 


Full Line of Portable & Stand-by AC &DC Plants. 300 
Watts to 10 KW 
WRITE DEPT DE-58 


Al beter Vie) 3) mete] -iite)- 7 wale). | 


1oux lowa 








Subsidiary of Zenith Radio ¢ 
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Now You Can Stock and Sell 


one line of 
Water System Parts 


THE 
LINE 


Designed to give maximum efficiency and 
long, trouble-free service, Brady water sys- 
tem parts improve any water system. When 
you stock and sell Brady parts you sell the 
“Profit-Maker” Line. Maximum discounts 
for stocking wholesalers mean added profits. 


BRADY AIR CONTROLS 


Standard of the indus- 
try — available in all 
required sizes. 


BRADY 
WATER TANKS 


The only tanks 
engineered for 
domestic water 
systems—doubly 
resistant to cor- 
rosion. 


BRADY-GUINARD 
FOOT VALVES 


Handle more water without 
choking — Three sizes avail- 
able — “Water flows free as 
a waterfall.” 


BRADY SNIFTER VALVES 


Tamper-proof, leak- 
proof —no moving 
parts. The one valve 
for all applications. 


ae 


For complete information and discounts, write 


Brady COMPANIES 


18th and Ebright Streets, Muncie, Indiana 
5 papa tt ie «aaa A 


“ iy 
ee i a 


News 





(Continued from page 184) 

Gregory is best known for its Nelson stud 
welding products. 

According to Gregory, the new acquisition 
will continue in Chicago as the Polis Manufac- 
turing Co. and will continue to market its 
products under the Bulldog name. Gregory said 
the Bulldog line is expected to boost total 
Gregory Industries sales by 10 percent in its 
first full year. Gregory sales volume has quad- 
rupled in less than 10 years by internal growth, 


he added. 


Gas-Fired Recessed Heaters Show 15% 
Sales Gain in First Quarter of ‘58 

New York City—Shipments of gas-fired re- 
cessed wall heaters totaled 72,600 for the first 
quarter of 1958, up 15 percent from first quarter 
1957 figures. In March, the increase over the 
1957 total was nearly 35 percent. New product 
developments and a continuing high demand for 
products used in add-on living space were 
cited by the Gas Appliance Manufacturers Assn. 
as the reasons for the surge in business. 


Rheem Is Conducting Air Conditioning 
Service Schools for Contractors 

New York City—Training schools for con- 
tractors who handle its Rheemaire air condi- 
tioners are being conducted in each of its four 
regional sales headquarter cities by the Home 
Products Division of Rheem Manufacturing Co. 
The cities are Sparrows Point, Md., Chicago, 
Houston and South Gate, Calif. The schools are 
meeting at Rheemaire’s wholesaler quarters. 
Both installation and servicing are covered 
with the use of demonstrator units. 


Lima Register Co. Is Expanding Its 
Production and Storage Facilities 

Lima, O.—The Lima Register Co. is increas- 
ing its production and storage area with an ad- 
dition to its plant here. Construction of the 
addition is expected to be completed by the end 
of this month. The firm manufactures diffusers, 
registers, grilles and Windmaster draft controls. 


250 Contractors Witness Water Heater 
Demonstration by H. L. Claeys & Co. 

WarrEN, Micu.—Some 250 plumbing con- 
tractors met recently at H. L. Claeys & Co. for 
a water heater demonstration, dinner and tour 
of the warehouse. 

Meeting in the company’s new office and 
warehouse building, the contractors were shown 
the applications of gas, electric and oil water 
heaters for domestic, commercial and institu- 
tional use. The demonstration was given by 
Walter, Jr., and William Vallett of Walter Val- 
lett Co., water heater distributors, who illus- 
trated their presentation with a display of 35 
water heaters of various types. 

A feature of the dinner meeting was the pre- 
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sentation of door prizes by Norman Cameron, 
secretary of the Michigan Master Plumbers 
Assn. Prizes included a water heater, baseball 
tickets, theater tickets, fishing rods, electrical 
appliances and gift certificates. 

Among the guests at the meeting were Mrs. 
H. L. Claeys, wife of the company’s founder and 
president, and executives of several of the 
local associations in the state. END 


When Is a Warm Air System 
Ready for Addition of Cooling? 


A SUGGESTED POLICY setting forth the charac- 
teristics of a warm air heating system that are 
considered essential in order to qualify as “ready 
for the addition of cooling” has been issued by 
the National Warm Air Heating and Air Condi- 
tioning Assn. 

Prepared at.the request of the Federal Hous- 
ing Administration by a special committee made 
up of association and FHA representatives, the 
suggested policy has been submitted to FHA for 
its consideration prior to final adoption as an 
industry standard. 

The proposed policy includes the following: 
A. Structure and Air Distribution: 

1. The room-by-room heat gain shall be cal- 
culated for the structure in accordance with 
procedures set forth by one of the following: 
The Heating, Ventilating and Air Conditioning 
Guide (published by ASHAE), Manual 11 of 
the National Warm Air Heating and Air Condi- 
tioning Assn., or the appropriate standards of 
the Air Conditioning and Refrigeration Institute. 

2. The supply and return air distribution sys- 

(Please turn to page 189) 











“| wouldn’t have bothered you, but my 
husband needs it in his work.” 
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ALL YOUR STAINLESS STEEL 
SINK REQUIREMENTS FROM 
ONE SOURCE... 





CABINETEER 
SINKS AND 
COUNTER TOPS 


LEDGE BACK 
BOWLS 


SACRARIUM 
SINKS - SCHOOL, HOSPITAL 
AND INSTITUTIONAL 
EQUIPMENT 


ALSO CUSTOM 
STAINLESS STEEL 
EQUIPMENT 


WRITE FOR BULLETIN J-105 
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9233 KING AVENUE « FRANKLIN PARK, ILLINOIS 
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Air Conditioning? Process? 


Here’s How to 
Get the RIGHT Answer to your 


HEAT-EXCHANGE PROBLEMS 


The right ratio of surfaces—the right materials —the right velocities 
—the right proportion between coil area and depth . . . there are 
dozens of factors that affect the efficiency, maintenance and service 
life of heat-exchange coils. 

For best performance in your own application, the practical 
approach is to take full advantage of the unequalled engineering, 
research and design skill—the unequalled manufacturing and testing 
facilities— which Aerofin offers you. 

To get the right answer — ask the Aerofin man. 


EROFIN CorPrPorRATION 


101 Greenway Ave., Syracuse 3, N. Y. 


Aerofin is sold only by manufacturers of nationally advertised fan system apparatus. List on request. 


BOILERS 
Oil and Gas Fired 


AIR-RAD 


Hydronic Heating-Cooling 
Unit . . . Pioneered and 
Developed by PENN 


OIL BURNERS 


Residential and Commercial 


See Your Wholesaler or 
Write Direct For 
Sales Literature 


PENN 


BOILER AND BURNER 


MANUFACTURING CORP. 


Lancaster, Pennsylvania 
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FREE BOOKLET escaises 26 sooxs: 


. 
uaRART of BOOKS Practical books 


lor 

Practical answers 
To Your Everyday 
Business Problems 


GET YOUR COPY 


AL Ei This booklet is available to 
_ you... free of charge. It 

BOOKS ON describes books P cere to 
various plumbing, heating 

. and air conditioning subjects. 
Plumbing Included are books on esti- 
9 mating, convector ratings, oil 

‘ burners, duct design, radia- 
Heating tion, ventilating, boiler rat- 
¢ ings, hot water, heating, mer- 

chandising, business manage- 

ment, and many similar sub- 


Air Conditioning jects. Address your request 


to Book Department, 


DOMESTIC ENGINEERING* 1801 PRAIRIE AVE.*CHICAGO 16, ILL. 
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(Continued from page 187) 


tem shall be designed and installed for both 
heating and cooling in accordance with the pro- 
cedures contained in the ASHAE Guide or the 
appropriate manuals of the association. 

3. Ducts not located within the conditioned 


space shall be “suitably” insulated, and the in- 
sulation shall be either vaporproof or enclosed 
within a carefully sealed vapor barrier as speci- 
fied in Paragraph 6e of FHA’s mechanical engi- 
neering bulletin ME-13-A. (These requirements 
will “usually not apply” where ducts are located 
within basements or weatherproofed crawl 


spaces, or embedded in concrete slab floors.) 


B. Utility Services: 

1. Electrical service and service panel box 
shall normally be 115/230 volt, single phase, 
and shall be of sufficient capacity for normal 
lighting and appliances plus the air conditioning 
equipment. Local utility requirements may 
necessitate the use of other voltages and/o1 
3-phase power supply 

2. An open drain for condensate removal shall 
be located at the probable air conditicning unit 
location. This drain shall be connected to an 


adequate drainage disposal system 


C. Equipment and Accessories: 

1. When equipment is contemplated in which 
winter and summer heat exchangers are located 
in series with respect to air flow for year-round 
operation: 

(a) The furnace, as originally supplied, shall 
be designated by the manufacturer and have 
appropriate AGA or CS195-57 listing as being 
suitable for use with pressures and air vol- 
umes for year-round operation when the 
cooling coil is installed 

(b) The furnace blower, as originally sup- 

plied, shall be capable of developing sufficient 


total pressure and air volume for year-round 


operation against resistance imposed by evap- 
orator coil and duct system. (This may o1 
may not involve a change of blower motor, 
motor pulley, blower pulley or belt at the 
time of conversion to year-round air condi- 
tioning.) 

(c) Provision shall be made for later instal- 
lation of a properly sized evaporator, either 
mounted integrally within the furnace or in 
the form of adequate plenum or duct space for 
the evaporator and connections, as verified by 
dimensions from the manufacturer’s specifica- 
tions. 


#2. When equipment is contemplated in which 
winter and summer heat exchangers are located 
in parallel with respect to air flow for year- 
round operation: 
(a) Sufficient space shall be available for later 
installation and servicing of a summer air 


conditioning unit, and later installation of 


tight fitting dampers to prevent air circulation 
(Please turn to page 190) 
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Insto-Gas instant light- 
—, ing torches can produce 
a clean, even heating 
flame with temperatures 
up to 2700°F. They will 
sweat any size copper 
pipe fitting and melt out Gf ~~, 
soil pipe joints easily 
and economically. Ten 
sizes to choose from, 
making it possible to ee 
always have the right 
size torch for each job. Flame sizes range from a pencil flame on the No. 
Torch, up to a giant four foot flame on the No. 70 Torch. Eliminate cost 
acetylene and time consuming gasoline equipment. 


FURNACES 


Insto-Gas melting furnaces 
are available in two styles: 
cylinder mounted and floor 
type. Melting capacities 
range from 40 pounds of lead 
in six minutes, up to 200 
pounds of lead in 15 minutes. 
Insto-Gas furnaces are noted 
for their speed, economy 
~ and convenience. They are 
standard equipment for plumbers. Also used by water depart- 
ments, utilities, piping contractors and industrial plants for 
melting lead, solder, babbitt, zinc, paraffin, asphalt and other compoun 


25 years of PROVEN DEPENDABILI 


SOLD THROUGH BETTER | 
WHOLESALERS ... EVERYWHERE “@ 


*Trade Mark Registered U.S. Pat. Office. 


INSTO-GAS CORPORATION 
998 E. WOODBRIDGE DETROIT 7, MIC 































































Invest Less... Make 


nith 
CONSOLIDATED SHIPMENTS 


That's the way U.S. Distributors meet the economy 
of the country in a successful and profitable way. Yes, 
only through U.S. can you operate a complete plumb- 
ing and heating supply business with a little bit of this 
and a little bit of that, yet you have everything you 
want and need through U.S. CONSOLIDATED 
SHIPMENTS. U.S. Distributors brave the economy 


of the country the thrifty way. 


Just think of the many ways you save. Small orders 
mean fast turnover, 12 to 18 times a year — smaller 
warehouse space — less capital — less insurance — 
fresher, better balanced stock — less orders, checks 


and office work. 


U.S. is the only manufacturer in the plumbing and 
heating industry which offers so many different top- 
quality products in CONSOLIDATED SHIPMENTS. 
Make every penny of your investment produce more 
profits with top-quality plumbing fixtures and 
heating products from U.S. in CONSOLIDATED 
SHIPMENTS. 


— UNITED STATES 


PLUMBING FIXTURE CORPORATION 
1130 CITY PARK AVE. COLUMBUS, OHIO 
A request will bring the latest U.S. Catalog. 


(Continued from page 189) 

through the furnace during the summer and 

through the air conditioning unit during the 

winter. 

(b) Both return and supply duct systems 

shall be installed so the summer air condi- 

tioning unit can be attached to them without 
extensive alterations of existing ducts. 

3. When equipment is contemplated in which 
winter and summer heat exchangers are lo- 
cated in series with respect to air flow during 
the cooling operation and in which the evapo- 
rator is out of the air stream during the heating 
operation: 

(a) Sufficient space shall be available for later 

installation and servicing of the summer air 

conditioning unit, and installation of connect- 
ing ducts and damper or dampers. 

(b) The supply duct system shall be installed 

so the summer air conditioning unit can be 

attached to it without extensive alterations of 
existing ducts. 


24. The initial heating installation may incor- 
porate only a heating thermostat, but the in- 
stallation of either a heating-cooling thermostat 
or a thermostat readily convertible to year- 
round operation is desirable. 

5. Control wiring incorporating a minimum of 
five conductors shall connect the furnace and 
the thermostat. END 


Du Pont Survey... 


(Continued from page 88) 
ness establishment group, where survey pro- 
jections indicate 173,000 owners or renters plan 
to mechanically cool their quarters by the end 
of 1958. Similar intentions could account for 
at least 60,000 new installations in other com- 
mercial establishments and 16,000 new indus- 
trial installations in the same period. 

In fact, 36 percent of the 173,000 “intend-to- 
buy” establishments in the retail group said 
they already had received bids on air condition- 
ing their quarters. Comparable figures for the 
other commercial and industrial groups were 
31 and 22 percent respectively. 


= Significantly, survey respondents indicated in 
many cases they haven’t been contacted by a 
salesman in an effort to persuade them to install 
air conditioning. Thirty percent of all the 
retail food and drug stores and 26 percent of 
the eating-drinking establishments covered by 
the survey said they’d been approached by an 
air conditioning salesman. Poorest showing was 
in the personal business and repair service 
category of business establishments where it was 
indicated only one in seven had been contacted. 
Among potential heavy installations, sales con- 
tact apparently was about the same, with only 12 
percent of institutions, 24 percent of hotels and 
motels, and 19 percent of industrial establish- 
ments indicating they had been approached by 
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an air conditioning salesman. 

The Du Pont survey indicated a slight trend 
to room and package units for some installa- 
tions. The smaller units, which accounted fo1 
only 24 percent of the installations prior to 1946, 
now account for about two-thirds of the total. 
Since 1952, according to the survey, annual in- 
stallations of room units have increased about 
four times, while package units and other larger 
installations have each doubled. 


= Even in the larger-size installations, the sur- 
vey showed, room and package units account 
for a significant share of the total, and are par- 
ticularly important in industrial installations. 
This is highlighted by an analysis of air con- 
ditioning systems totaling 50 tons or more. In 
the industrial field, such cooling was provided 
about equally by room, package and central 
unit systems. In the retail store group with 
systems totalling 50 tons or more, room units 
were used in 3 percent of the installations and 


package units in 5 percent. (To be continued Announcing 
next month.) END the New 


Privazoning . ; 
(Continued from page 95) e 

and builders, that Privazoning first will be in- 

corporated into the higher-priced homes. But, 

he says, economic considerations will not keep it é 


out of the lower-cost homes for long, particular- 


~ f 

ly as ways of reducing costs are developed. Chicago Faucets ‘ 

Schwartz says that the homeowner’s likely 

negative initial reaction to the smaller bedroom Here is quiet elegance with a modern flair... 

that goes with a Privazoned house will be over- beauty that stems from fine proportions and a 

come when homeowners are made to understand refreshing simplicity of line. 

; P Underneath you have the same 
(Please turn to page 193) - ; 

trouble-free operating mechan- 
ism that has made Chicago 
Faucets first choice for ease of 

operation, drip-free service and 

lasting economy. 





‘ 














For modernization work this new 
Classic line is a natural. Its 
handsome new appearance will 
win new customers; its lifetime 
service will make lifelong 
friends. Available for tub, lav- 
atory and deck type kitchen 
sinks—same price as regu- 
lar Chicago Faucets. 





Write for catalog 
sheets and prices. 


The Chicago Faucet Co. 
Chicago 39, Ill. 








Chicago Faucets 
- are distributed 
Dg 66 ass ~~ through the 
plumbing trade » 
exclusively 





“Now try it, Mrs. Hackshaw!” 
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Pluxolder THE orIGINAL SOlder Paint 


CERT re, (or Sweat Soldering 
’ Cisans,..as tt OR Rs pak 
and Tinning 
‘ ... ALL GRADES 


Does 3 jobs in 1 Operation 


FLUXOLDER SOLDER PAINT is a uniform mix- 
1. Apply Fluxelder by 2. Assemble tubes and 3. Heat, touch ends of joints 


. ture containing cleaner, activated flux 
~ and powdered solder—all in one can. 

brush to tube and fittings. with wire solder to check 

fitting. correct heating. 


WRITE FOR FREE SAMPLE 
and Address of Nearest Jobber 


* 
FLUXOLDER 
SNOER PAINT PRODUCTS CO. 


Mt mbt 438 E. Woodbridge, Detroit 26, Mich. 





























Get Quiet Operation 
OF 


BASEBOARD HEATING SYSTEMS 


IN ESTIMATING £ ae acco 
IN BUYING fm : Fs 


eS "aap wpe a a 
ine (em | CH. [ FLEX.0-4 
INVOICES” et ', ZZ R : = RISERS 


Py | FLEX-O- 
C-8 JOINTS 


. eliminate noises caused by 














In making a practice of referring to the BRADFORD PRICE BOOK. 
you'll find quick, easy answers to your pricing problems. Be it a 
question either in plumbing, heating or sheet metal work, you'll find 
price data showing prevailing material costs . . . list, net and sug- 
gested selling prices. Contents: 450 pages divided into 24 sections. 
You'll find the BRADFORD PRICE BOOK a most valuable item 
of equipment in maintaining a successful and profitable business 


Subscribers use this valuable book to 
make sure that they are being allowed 
the latest market discounts and prices. FOR FULL INFORMATION 


WRITE FOR FORMS NO. 310 and 360 


thermal expansion! 


he WRITE FOR COMPLETE INFORMATION TODAY 


BRADFORD PRICE BOOK] C. R. BERNSTROM, INC. 


QUINCY 69, MASSACHUSETTS 7 ~\'8 Hartford Ave. * Providence 9, R. ” i 























DomeEsTIC ENGINEERING, JUNE 1952 





(Continued from page 191) 
that the functions of the bedroom are now 
changed. 

According to William Kramer, executive sec- 
retary of the Plumbing Fixture Manufacturers 
Assn., which developed Privazoning, builders in 
various parts of the country have shown an 
eagerness to build model Privazoned homes to 
try the concept out on their potential customers. 
So far, such promotions are being lined up for 
Oklahoma, North Dakota, Ohio, Tennessee and 
Minnesota. The next major Privazone promotion 
will be in Washington, D. C. Present pians call 
for the building of homes in several price 
brackets, to demonstrate the versatility of the 
Privazone concept, Kramer said. END 


Hot Debate on Bid-Shopping Bill 


(Continued from page 85) 

dis general contractors before they must 
name their subcontractors. They also expressed 
concern that the so-called “five-foot clause,” 
which would limit the definition of mechanical 
specialty work to within five feet of a building, 
is not necessarily out of the bill to stay. This 
clause was in the original House version of the 
bill, but was stricken by the Senate Judiciary 
Committee before the bill was reported out of 
that committee. 


#One of the most outspoken critics of this 
clause has been Peter Schoemann, general pres- 
ident of the United Assn. Schoemann once again 
blasted the “five-foot limit” in a May 22 speech 
before the convention of the Mechanical Con- 
tractors Assn. of America. 

According to Schoemann, this “arbitrary rule” 
about which “no one in the heating, piping. . . 
industry has ever heard is being followed in 
letting contracts for the installation of $16 mil- 
lion worth of automatic sprinkler systems at 
three atomic energy plants, in Paducah, Ky., 
Oak Ridge, Tenn., and Portsmouth, O.” 

At Paducah, Schoemann said, “the outside 
contract has already been performed by a con- 
tractor who is not in the sprinkler business and 
has no agreement with the UA. Our contractors 
lost the job and our members lost the work.” 


a The UN president charged that “this method 
of breaking up contracts is being used more and 
more and that sprinkler companies indicate the 
same pattern is being followed on as much as 
20 percent of their private work. In other 
words,” he said, “the federal government is set- 
ting the pace for private industry to follow.” 
The controversial clause cannot be counted out 
of the bill, Schoemann said, because if the bill 
is passed by the Senate and reaches the House- 
Senate conference stage, House conferees may 
still insist upon its inclusion. 

Proponents of the bill in its present form, 
many of whom also opposed the five-foot clause, 

(Please turn to page 194) 
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Rigid selection of component parts, 
constant performance checks through 
a program of statistical quality 
control and thorough laboratory and 
field testing are but three of many 
steps TACO takes to assure you of 

a quiet circulator (regardless of size) 


on every installation. 

And, Taco circulators are backed 
by a complete product line, national 
service and distribution facilities 
and 38 years of product pioneering. 


Taco 


HEATERS, INCORPORATED 
1160 CRANSTON ST., CRANSTONS,R. I. 


Corporate Office: 342 Madison Avenue, New 
York 17, New York. In Canada: Taco Heaters of 
Canada Ltd., 4 Gilead Place, Toronto 2 


Serving the —— Industry Since 1920 as 


MP Pump « Taco—Vent « Heat Exchanger « = Pump 








(Continued from page 193) 
feel that there is no danger of its being rein- 
serted into the bill. This is the opinion of Bin- 
der, who firmly believes the criticisms and in- 
terpretations placed upon the pending legislation 
are invalid. 


Binder's Statement 

Binder believes that those who want to see 
government contracts let on a separation of 
contracts basis are unrealistic. Speaking of his 
experiences with federal contracting proce- 
dures, Binder said: 


30-50-70 | “The last 18 months of my four years of serv- 


ice in the air force I acted in the capacity of 
Galions Storage a contracting officer, and while I am certainly 
@ A size to meet every home 


requirement. Uses pressure burn- 
er, number 2 oil, and sells at popu- 
lar prices. Every feature for vol- 
ume sales. 

@ Alsomade ina booster mod- 
el with large pipe connections for 
use with an extra storage tank. This 
model is also suitable as a booster 
for 180 degree water. 


aware of the advantages of separate bids and 
separate contracts to the mechanical contract- 
ing industry, yet I must be honest with myself 
and, with my past experience, to realize what 
an expensive and impractical problem this 
would create in the field of federal contracting. 


» “The mountains of paper, work, the confusion 
of administering a separate contract for each 
category of construction work as advocated by 
NAPC, evidenced by their organizing a protest 


oan kk | meeting of all the construction trades, the prob- 

| lems of the GAO (General Accounting Office) 

I2 | in disbursing payments and auditing of all these 

CYF | accounts would cost the taxpayers far more than 

110 S. Dickinson St. @ Madison 4, Wis. 


any anticipated savings over a general con- 


aoe es — tractor’s fee. 


| HERE’S HOW You CAN “This does not apply at the state or local 


level, but no one with one iota of business sense 


END BASEMENT FLOODING can truthfully say that any business, any proj- 


ect, any organization can be successfully oper- 
. | ated having as many executive directors as 
with BOOSEY backwater valves | : “ae3 
a there are members of the team or organization. 
Coordination, cooperation and pride in accom- 
plishment are the main ingredients toward the 
successful completion of any project. 
Manually - operated . 
spade valve (A) and e “The Council of Mechanical Specialty Con- 
automatic swing valve tracting Industries and the newly formed Joint 
(B) are two significant Cooperative Committee of the AGC and CMSCI 
features of the Boosey 
have been formed solely for the purpose of cre- 
backwater valve. eR Re, ‘ 
ating and establishing a harmonious atmos- 
phere in the construction industry as it affects 
the mechanical contractors. It is most unfortu- 
nate that this past year has resulted in widen- 


i by back e f treet ' 
Basement flooding caused by back pressure from stree ing the breach between the various segments of 


sewers can be controlled by Boosey backwater valve . : 
#109. Even low-lying areas with overloaded sewers the construction industry, whereas the same, or 
on ae problem even a fraction of the effort expended by two 
important factors in our industry could have 


Other Boosey products—drains, grease interceptors, air : nag 
created a peaceful and cooperative spirit. 


gaps—all are designed to solve the problems you face 
every day. Select and install with confidence—write for 
Boosey catalog today. =» “Until such time as there has been estab- 
lished in the laws of our country that bid shop- 

ping and bid peddling is an unfair trade prac- 
NORMAN BOOSEY MFG. CO. | tice, that practice shall continue to flourish. 
5281 AVERY AVE., DETROIT 8, MICH. Once that has been established, our industry 


: will then have the tools with which to combat 
BOOSEY 


this and can take the further steps to expose 
those who place little value on ethics.” END 
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in plumbing drainage... 
it costs no more 


p VER VERY BEST 





f _ 
ew ae oe 


series 1480 


SHOCK ABSORBERS 


ELIMINATE “WATER HAMMER"! 


®@ Noisy, destructive water hammer is unpredictable — it will occur on 
the finest installations — it happens without warning on any water or 
liquid plumbing supply line — in schools, hotels, theatres, hospitals, 
institutions — and even in homes. Josam Shock Absorbers eliminate this 
disturbing noise, the possible damage to equipment, and destructive 
leaks in valves and connections. You get “hospital quiet” on all plumb- 
ing lines! Their cost is so little compared with the protection they provide, 
that Josam Shock Absorbers should be installed on every new and old 
Piping system. 
Send for free literature. 
JOSAM MANUFACTURING COMPANY 
Dept. DE-6 Michigan City, Indiana 
Representatives in all principal cities 


Josam products are sold through plumbing supply wholesalers. 








, The New Beaver 
Porto-Mite Super Drive 


when you buy a NEW Power Drive 
—be sure you get a NEW one 


Know you're getting equipment with the most advan- 
tages! Buy Beaver! The new Beaver Porto-Mite Super 
Drive is the world’s lightest 4-legged power drive. It 
weighs only 84 lbs. and is lubricated for life. A one-man 
unit, the Porto-Mite is lighter, but more rugged. It's 
entirely new throughout with instant and accurate easy- 
setting rear pipe support which eliminates double chuck- 
ing. All parts are easily accessible for minimum upkeep 
and maintenance. Power to spare to drive up to 12” 
geared tools. Buy it through your Beaver distributor soon! 


A BE AVER Can't Tell It All Here! 
! Write for latest facts on all-new 
as : Beaver Machines. 
Pipe TOOLS “i 
} — Inc. — ' 
’ 273-500 DANA AVE. | 
WARREN. OHIO ! 


nm 


Have a Cutting or Threading Problem? 
Let Our Engineering Research 
Department help you solve it. 





DomEsTIc ENGINEERING, JUNE 1958 





A COMPLIMENT TO 
ANY KITCHEN... 


NATIONALLY ADVERTISED... 
NATIONALLY ACCEPTED... 
NATIONALLY DEMANDED... 


“DELTA. . 


AN APPOINTMENT OF QUALITY.” 


cut OR ‘ REFUND ore 


$” Guaranteed by © 
Good Housekeeping 


Py we 
OT 4S apvenristd THES 


IN CANADA: 
EMCO LIMITED 
16 Branches across Canada 





Deka Faucet 


12825 FORD ROAD 


DEARBORN, MICH. 





«s*s- NO-SOL* 
TOILET FLOAT 


Riveted Spud Attachment Casket 
Securely Seamed Between Halves 
Assures Dependable Service! 


QUALITY 
WITH 
ECONOMY 
Tn7 
TYPE “A” 


PN 4 a @) 8): 
BUSINESS 


Yes, for 50 years, Plumbing Contrac- 
tors have recognized the value of 
Ayling & Reichert's quality and ex- 
perience in the manufacture of toilet 
floats. Since we have met all com- 
mercial demands in float require- 
ments, time has proven our products 
are long-lasting 
pendable 


efficient and de- 


SPECIAL FLOATS 

Ayling and Reichert manufactures a 
wide variety of types and sizes of 
brass and copper floats for liquid 
level control—cevering such applica- 
tions as carburetors, humidifiers, 
sump pumps, water closets, etc. These 
are made to customer's specifica- 
tions. We invite your inquiries. 


*Trade Mark Registered 


THE AYLING & REICHERT CO. 
3047 NORTH ERIE...TOLEDO 11, OHIO 








- SEWEROOTERS... 


. P (For additional “Names in the News,” see page 156) 
Designed with PROFITABLE 


Sewer & Drain Cleaning in mind! Airtemp Division, Chrysler Corp., Dayton, O.— 
| Named zone managers are Warren Fitch for the 
| northeast area and W. L. Regan for the southeast. 



































American-Standard, Air Conditioning Div., New 
York City—Maurice Garrison named district repre- 
sentative in the Detroit and Fort Wayne, Ind., areas. 






































Brown Co., Boston—Raymond LaPlante appointed 
west coast sales manager. 


























Brunner Division, Dunham-Bush, Inc., Utica, 
N.Y.—Fred Gentsch named product manager of 
air compressors. 



















































































g Crane Co., Chicago—Named district managers are 
POWERFUL, PORTABLE, D. R. Nordwall for the Pacific coast and R. W. Lind- 
ELECTRIC CLEANER! : say for the northeastern area. Branch managers 

, : wl are: 7 on x Island 
Siete at Stats Dternitatth settaet seit appointed are: R. W. Marshall for the Long Island 
when you use the fabulous SEWEROOTER office and F. R. Perry for the San Francisco area. 
Senior (3” to 8” lines) or Junior (1\%” to 4” — _ ae ements 7 ati a 
ines}. meena epetetion: AC tease Doty ae Warden becomes special trade relations repre 
Capacitor Motor; foot switch. Get full details sentative for the Pacific Coast district. 


on the incomparable SEWEROOTER .. . built 
by the leader! 





Dresser Manufacturing Div., Dresser Industries, 
The Snake that makes the difference —»> Inc., Bradford. Pa—Named product managers are 


REDUCED BREAKAGE—LONG LIFE William Rowell for bolted couplings and John Lord 

for welding fittings. Appointed district manager for 
Patented Flexicore Wiropecenter Snakes, the gas market are Donald Garrison in the Chicago 
in all sizes, are made exclusively by area, James Mattern in the southeastern area with 


GENERAL WIRE SPRING COMPANY headquarters in Atlanta, Ga., and Richard Alt in 


the north central area with headquarters in Min- 
906 S. SARAH STREET, PITTSBURGH 3, PA. neapolis. 
Distributors throughout U.S. and Canada 


Dunham-Bush, Irc., West Hartford, Conn.—C. D 
HENRY Akers named sales department manager for the 
X Marshalltown, Ia., office. 
BATH TUB Corrugated Paper Dunkirk Radiator Corp., Dunkirk, N.Y.—Guardian 
Sales Co., Chesaning, Mich., appointed sales repre- 
PROTECTORS Closet Flange Spacers sentative in Michigan. 
Also: Onyx Stainless Gummed Kraft Eclipse Fuel Engineering Co., Rockford, Il.— 


Protective Tub Paper Erwin Hirschberg named sales manager of the 
12" & 18" Rolls Industrial Combustion Division. 





“THROUGH JOBBERS” Eljer Division, The Murray Corp. of America, 

OR WRITE FOR INFORMATION .. . Pittsburgh—Appointed district managers are Joseph 
eatcidale a Middleton for central and northwestern Ohio, Glen 
Nas a . ( to ) Gaskill for the St. Louis area and Walter Michael 


wi HENRY BATH TUB PROTECTOR Co. for upper California and Nevada. 
siiond concen Orders to 72 First Ave. Pittsburgh 22, Penna. Fairbanks Co., New York City—Named sales 
Inquiries to 840 N.E. léth Ave., Ft. Lauderdale, Fla representatives are Arthur Parris to the northern 
Ohio area and Joel Shattles to the Virginia territory. 
SHERWOOD BALL In the Philadelphia sales office, William Bieretz 
COCKS appointed to valves and dart union sales and Ellis 


NATIONALLY RENOWNED for Hendricks named to handle sales of trucks, casters 
Their Top Quality Efficiency! and wheels. 


+ Reeaptlonelty quiet ¢ Prevents hazards of back J. J. Finnigan Co., Atlanta, Ga.—R. B. Dowdy and 
syphonage * Smooth, trouble-free act Sits 
on any city water pressure > hater aoe James Dowdy named Alabama representatives. 
dependable ¢ Business getting prestige builder 
ORDER FROM YOUR WHOLESALER Janitrol Division, Surface Combustion Corp., 
TODAY! » 
‘ Columbus, O.—T. W. McAfee appointed manager of 


the new sales office in Cedar Rapids, Ia. 














Manufactured Only by 
SHERWOOD BRASS WORKS e 6331 E. Jefferson, Detroit 


ESTABLISHED 1903 ‘ 
Jensen-Thorsen Corp., Forest Park, IlL—Young- 


Jones Co., Cambridge, Mass., appointed sales repre- 
sentative in the New England area. 


McQuay, Inc., Minneapolis—Harold Knape and Co. 


appointed sales representative for heating and air 
conditioning in the Houston area. 
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Moen Faucet Division, Standard Screw Co., Elyria, 
O.—Richard Misner named factory representative for 
western Michigan. 


Mueller Climatrol Division, Worthington Corp., 
Milwaukee—William Crooker appointed chief engi- 
neer of western zone with offices in Alhambra, Calif 


Ottawa Steel Division, Young Spring and Wire 
Corp., Ottawa, Kans.—Named regional sales man- 
agers are: Charles Sanders for the north central 
states, Manitoba and western Ontario, with head- 
quarters in Minneapolis; William Lyon for Texas 
and western Louisiana, with headquarters in Dallas; 
A. R. Phillips for Colorado, New Mexico, Utah and 
southern Wyoming; Gerald FitzGerald for New Eng- 
land and eastern Canada. Named sales representa- 
tives are Robert Loose for the Middle Atlantic states; 
Norman McArthur for the central states with head- 
quarters in Tulsa; Paul Ratliff for the south central 
territory; and John Henley for Illinois, upper Michi- 
gan and eastern parts of Wisconsin, Iowa and Mis- 
souri. 


Peerless Heater Co., Boyertown, Pa.—Appointed 
distributors are Kem Associates, New Haven, Conn., 
for most of Connecticut, and C. P. Mohrfeld, Inc., 
of Collingswood, N.J., for southern New Jersey 
John Escoffier named sales representative for West- 
chester and Putnam counties in New York and 
Fairfield county in Connecticut 


Permaglas Division, A. O. Smith Corp., Kankakee, 
tll—Arnold Wholesale Corp. named distributor in 
the Cleveland area. 


Ruud Manufacturing Co., Kalamazoo, Mich.—John 
Benedict appointed factory representative for Chi- 
cago and 10 northern Illinois counties. 


Slant/Fin Radiator Corp., Richmond Hill, N.Y.— 
Named sales representatives are Lee Jacobsen for 
central and gouthern Illinois and R. Wendell Franks 
for Indiana. 


Standard Tank and Seat Co., Camden, N.J.— 
Appointed les representatives in the western 
United States are; Wuesthoff-Hofmann-Jones, Inc 
Los Angeles, for southern California and Arizona 
Davids-Steinbach Co., Oakland, for northern Cali- 

(Please turn to page 198) 
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Ratchet Test Piug 


FRANKLIN 


w2-X |SUPREME 


Pipe is made 


exclusively 


DuPont 


ALATHON® 25° 


FRANKLIN PLASTICS 


INCORPORATED 
FRANKLIN, PENNSYLVANIA 


MANUFACTURING SINCE 1932 
FOR DATA & LITERATURE WRITE DEPT. E, FRANKLIN PLASTICS, INC 


“Nobody Can 
Say More! 


TESTING DEVICES 
GUARANTEE 
LEAK PROOF DRAINAGE LINES 


Test your drainage lines the quick and 
simple MUTUAL way, with these proven 
devices. Guarantee every job leak-proof 
Write for details on the complete line of 
MUTUAL TESTING DEVICES 


Ratchet Test Plug Wrench 


MUTUAL MANUFACTURING CO. 


45-16 162nd St. - Flushing 58,N. ¥. fer*acd 


Titewall 


BATH TUB HANGERS 


+s * 
=, —~ 


For quality 
bath tub 
installations 


ii} KEEPS TUB SNUG TO WALL 
— NEE Prevents unsightly cracks be- 
a tween tub rim ond wall 


@ Easily installed by any build 2 rn NEW 
ing tradesman before walls oe 
ore plastered. an LOW 
@ Saves time in installation .ie PRICE 
@ Saves unsightly patching \ 
@ Can be used on studding, fur a 
ring strip on flat walls. 
@ Packed 4 in a box with wood : 
screws. TITEWALL HANGER CO. 
® Adds nothing to cost of build- 9837 S. WESTERN AVE 
ing. CHICAGO 43, ILLINOIS 


' FHA ACCEPTEL 


Order from your Jobber 
r write for information to 











FOR OVER 60 YEARS 


CAST IRON FITTINGS 
MALLEABLE FITTINGS 


DRAINAGE FITTINGS 
DETROIT BRASS & MALLEABLE CO. 


2968 SEVENTH ST. WYANDOTTE, MICH. 


BOSTON DRAFT STABILIZER 


WORLD’S MOST ACCURATE DRAFT CONTROL 


GUARANTEES 
CONSTANT 
DRAFT 

and protects your heater 
against draft variables 
that destroy efficiency! 
NOW AVAILABLE 
ae, Fees oe 
LARGER SIZES up to 24”. 
All available with or 
without TEE section. 
TOPS in ability to hold 
draft yet the EASIEST 
to install. 

NO WEIGHTS TO AD- 
JUST. Can be properly 
set, even without instru- 


mer OPERATE YOUR HEATER AT PEAK 
EFFICIENCY WITH ACCURATE DRAFT CONTROL 


BOSTON DRAFT STABILIZER 

1. Slows down travel of gases thru the heater to a desired 
CONSTANT speed so heater can absorb the heat before 
it reaches the stack. 

2. Holds a constant draft because variations in draft-pull 
result in changes of air delivery from the burner fan, 
causing changes in smoke content and CO, of your 
combustion. 


WRITE FOR COMPLETE INFORMATION 


BOSTON MACHINE WORKS COMPANY 


Oil Heating Supplies Division, 7-17 Willow St., Lynn, Mass. 











Names 





(Continued from page 197) 


fornia and northern Nevada; Lou Falkenhagen Co., 
Portland and Seattle, for Oregon, Washington and 
the panhandle section of Idaho; and R. H. Francis 
and Associates, Salt Lake City, for Utah and south- 
ern Idaho. 


Tork Time Controls, Inc., Mount Vernon, N.Y.— 
Michael Bizzoco named production manager at the 
Mount Vernon plant. 


Trane Co., La Crosse, Wis.—Robert Yeomans, 
general counsel, elected secretary of the company. 
Sales managers named are Gerald Kerbow at the 
Houston, Tex., office, and Frank Dalton, succeeding 
H. J. Dalton, at the San Antonio, Tex., office. 
David Berend, Jr. named sales engineer of residential 
and self-contained air conditioning equipment at 
the Newark, N.J. office. Spiro Beletsis appointed 
to the sales office in New York City as a sales 
engineer of packaged air conditioning equipment. 
Appointed authorized sources of packaged air con- 
ditioning equipment are: Apex Air Conditioning 
Corp., New York City; Midway Heating and Air 
Conditioning Co., Marietta, Ga.; Parker Heating and 
Air Conditioning Co., Atlanta, Ga.; Hall Sheet Metal 
Co., Claremore, Okla.; Scranton Electric Construc- 
tion Co., Scranton, Pa.; Air Conditioning Associates 
of New England, Somerville, Mass.; Perfection Heat- 
ing Corp., J. F. Rickard Plumbing and Heating Co., 
Wells and Sons Co. and Rahco Refrigeration Co., all 
in Cincinnati; and the Tri-City Heating and Air 
Conditioning Co., Newport, Ky. 


Waste King Corp., Los Angeles—Named new dis- 
tributors are: Elliot Electric Co., Cleveland; Biggs 
Pump and Supply, Inc., Lafayette, Ind.; Toledo Pipe 
and Supply Co., Toledo, O.; and Central Distributing 
Co., San Antonio, Tex. 


Wessels Co., Detroit—Appointed sales representa- 
tives are: Charles Parrish for Georgia, Leo Brown 
for Kentucky and John Schoenfeld for Virginia. 


Whirlpool Corp., St. Joseph, Mich.—Robert Criddle 
named to the newly created position of general sales 
manager, contract and builder sales division. 


L. J. Wing Manufacturing Co., Linden, N.J.— 
Eaton Equipment Co. named sales representative 
in the Detroit area. 


Wolverine Tube Division, Calumet and Hecla, Inc., 
Allen Park, Mich.—W. D. Schelbe appointed director 
of purchases for Wolverine. Charles Johnson named 
sales representative in the Chicago area, replacing 
Melvin Jackson, reassigned to the Indiana and Ohio 
area. Jack Zinser appointed sales representative for 
western Pennsylvania. 


Young Radiator Co., Racine, Wis.—Russell Beck 
named southeastern district sales supervisor for the 
heating, cooling and air conditioning division. 


York-Shipley, Inc., York, Pa—Kar] Koons named 
sales representative for the Jackson Church divi- 
sion covering Ohio, western New York, western 
Pennsylvania and West Virginia. 


Youngstown Kitchens, Division of American- 
Standard, Salem, O.—Named regional managers 
are: Robert Frazier in Indianapolis and South Bend, 
Ind.; Edward Tracey in Pittsburgh; and John 
Thompson in the Des Moines, Ia., and Omaha, 
Neb., areas. END 
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You'll see why so many other contractors find PATCO products so prof- 
itable when you install the PATCO line. You'll get more jobs done z= 
in less time and your customers will like the economies each PATCO + GAS FIRED 


unit provides ~ UNIT 
PATCO “Low LINE” HOT WATER BASEBOARD | 


This real low baseboard saves considerable 

space and it can even be installed under 

picture windows. Snap-fit cover and acces- 

sories eliminate drilling and screws, save b+ 4 ++ 4—+—+4 

as much as 30% installation time. Attractive, | The HEATERS, | 
efficient, eliminates drafts and uneven heating. MOST FREQUENTLY 
PATCO WARM AIR BASEBOARD (| |ASKED FOR BY NAME 


Easy-to-install PATCO Air Baseboard requires no fabricating, provides 
greater economy, cleanliness and silent, draft-free operation. Inexpen- 
sive industrial downspouting in 10’ lengths is used with any 3%” x 
” Peerless Unit Heaters have genuine customer appeal in their beautiful neutral 
10” standard fitting. 
rs. gray-green color modernistic cabinet styling compactness economy 
PATCO GAS AND OIL BOILER + and quict operation 
BURNER UNITS ' Combustion chamber is made of ALUMINIZED steel that resists corrosion and 
These units supply heat for the home, year round : greatly increases the life of the unit A choice of fan or blower in all sizes 
domestic hot water. They are completely factory from 50,000 B.T.U. to 200,000 B.T.l 
wired and assembled, ready ~ = .. rt Peerless gives your customers materially more for their money as well as greater 
stallation and are attractive, stu y, quiet operat- heating satisfaction and best of all, more profit and less headaches for you 
ing units, low in first cost, economical to operate, * } 
service and maintain. Oil units See your Distributor or write us for literature on these rugged and dependable 
S.B.1. and A.S.M.E approved. Gas : Peeless Heaters that all smart dealers handle with pride 


units: A.G.A, and S.U.R. approved. 
Write, wire or call for additional details, = He modern 


Chelest THE MODERN HEATER 
atco PATCO MFG. co., INC, PEERLESS MANUFACTURING pene OF DOVER CORPORATION 


LOUISVILLE 1, KENTUCKY 


231 N. Bread St., Phila. 6, Pa. WAlnut 5-2416 ~ 





The best in Automatic low cost heating for stores — restaurants — factories — 
shops in fact any commercial or industrial heating need 
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MANUFACTURERS’ AGENTS | FLOAT CONTROL VALVES 





REGIST ER NOW! for water level control in small space 


: ; tee For humidifying units, pan fillers, air conditioners, 
DOMESTIC ENGINEERING Magesine 1s for your bene | Coolers, air washers. Write for catalog on whole line 
efit and if you have not already registered, write today of small water line float control valves 
for necessary registration forms and complete details of 
assistance available to agents. No. 51 Water-Boy® 
As a clearinghouse of information for the manufac- se cr any Rag ig rx 2%" 
turers’ agents of plumbing, heating and air conditioning nuts for mounting in 9/16” hole; or screw 
equipment, DOMESTIC ENGINEERING Magazine has right into tapped opening. Pressures to 
. > : ° 85 ibs.; capacity: % gal. per minute at 
proven invaluable to many leading representatives in the No. 51 W 50 Ib 
° . ater-Boy® s 
past, and if you have not as yet taken advantage, get 
the details today. There is no charge. 


Attach this advertisement and mail it together with your M A HT D - oO’ = M i ST, Inc. 


letterhead for full information to Manufacturers’ Agency 
Se . 1801 Prairie Avenue, Chicago 16, Illinois. 3217 NORTH PULASKI ROAD, CHICAGO 41, ILLINOIS 

















INSULATOR, made to Hydrovolve’s rigid specifications of selected 
materials especially developed for oil burner purposes; hos 
excellent electrical characteristics and a coefficient of thermol 
eaponsion thot matches the other electrode ports 


refi | AST ngerenc® i wnat - near om. ogee ° err TERMINALS, mode of extruded bross 
is @ sores eran pt thet init ieeabaaia Sass ethane teman, ond nickel-plated to resist corrosion 
! or d dov vent terminals from vibrating loose 
there ¢ the \ast 
n ed oe 


Accurately mode for easy wire snap-on 
e ot ond to ossure stronger, positive 
Recently: ° p ry sarod 

o'r 


connections 
es © >-des!9 tested 
tur > de VITREOUS ENAMEL, © tough oil-resistont enomel exclusive 
with Hydrovalve. its thermal exponsion motches thot of the 
insulotor, terminal ond high nickel olloy tip to resist crocking 


OUR NEW CATALOG SHOWS OUR COMPLETE LINE OF 
PRECISION-ENGINEERED REPLACEMENT PARTS... 
FOR YOUR FREE COPY WRITE US TODAY... 


AUGS, hydreviically formed to provide Hydro va/ve Ca. 


ELECTRODE TIP, rounded for o steady, high pennant Nast condueton ond © telly 
voltage orc. Mode of high nickel alloy for long life ond tip ond rod connection thot is unoffected 1319 Utica Ave 
dependable performonce. Assures efficient ignition even with cold oil. by vibration or high temperature 


s 
call-backs 


Brooklyn 3, N. Y., BU-4-1330 
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SITUATION OPEN 





TECHNICAL TRAINING 

ative national manufacturer of heat- 
ing, air conditioning and water heating 
equipment requires two product train- 
ing men to work with sales force and 
customers. Sales personality with back- 
ground in one or more of the above 
products required Age 28 to 40. Loca- 
tions: Dallas, Texas and Oakland, Cali- 
fornia Limited travel Address Key 
618-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 


REPRESENT- 


HEATING MAN 


with commercial and industrial experi- 


ence for quotation. Large company, 


good salary. Future. Address Key 605- 
D, ‘‘DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


ARE YOU INTERESTED IN YOUR FU- 

ture? Salesman estimator needed by 
established contractor Car necessary. 
Drawing account expenses against com- 
missions. Address Key 572-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 





SITUATIONS WANTED 





PLUMBING AND HEATING SALES 

man thoroughly experienced, covering 
ipstate New York, architects, en- 
gxineers, jobbers, etec., would like con- 
nection with manufacturer in similar 
capacity Please write Address Key 
597-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois 





REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 
radiant baseboard, oil, gas 
and heating accessories Our package 
deal competes with hot air systems in 
the mass market and housing opera- 
tions. Address Key 613-D, “DOMESTIC 
ENGINEERING,” 1801 Prairie <Ave., 

Chicago 16, Illinois 


SELL 
boilers, 


REPRESENTATIVES WANTED 


Spray paint to wholesalers and lumber 
companies all territories open. Address 
Key 607-D, “DOMESTIC ENGINEER- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


MANUFACTURER OF FORGED BRASS 

products competitively priced wants 
representation to the plumbing jobbers 
Address Key 604-D, “DOMESTIC ENGI- 
NEERING,” 1801 Prairie Ave., Chicago 
16, Illinois. 
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Advertising Department, 


ceding publication date. 





RATES FOR CLASSIFIED ADVERTISEMENTS 


Light face advertisements, fifteen cents per word, including head- 
ing and address. For keyed address count seven words. Minimum 
advertisements, $3.00 per insertion. Rates for bold face advertise- 
ments, $6.00 per inch. Address all advertisements to Classified 
DOMESTIC ENGINEERING, 
Prairie Ave., Chicago 16, Illinois. All Classified Advertisements 
are payable in advance! Closing Date: Fifteenth of month pre- 


ALL COPY IS SUBJECT TO THE APPROVAL OF THE PUBLISHER 
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REPRESENTATIVES WANTED 





REPRESENTATIVES WANTED 





GRAVY! 


Must be selling lines related to Water 
Systems and calling on your wholesalers 
at least twice a year. That's all we ask 
for you to earn your 10% gravy. Prod- 
uct is a patented well seal, well known 
in areas where plastic pipe is used by 
the more advanced pump men. Young 
aggressive manufacturer prc mises other 
sho -t 


which will guarantee you to be the man 


sensational products in order 


of the hour with your customers. Sev- 
eral territories open. Give complete his- 
tory in first letter. Address Key 583-D, 


“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 

to sell and easier repeat line o 
materials. Good territories open 
to Address Key 596-D, “DOMESTIC 
GINEERING,” 1801 Prairie Ave., 
eago 16, Illinois. 


EASY 


SALES REPRESENTATIVES 


wanted for eastern Pennsylvania, south- 
ern New Jersey, Delaware and Mary- 
land and Washington, D. C. to handle 
reputable tubular manufacturer’s out- 
standing line. Good money maker for 
right representative. Address Key 600- 
D, ‘‘DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tive—Oregon and Washington terri- 
tories. Quality line valves for plumbing 
industry. Submit resume’. Address Key 
598-D, “DOMESTIC ENGINEERING,” 


1801 Prairie Ave., Chicago 16, Illinois 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 202 AND 204 











EXCLUSIVE PROTECTED 
ries open for nationally 
washer replacement 
: packaged 
plumbing supply houses 
tributors and retailers 
stration sells 8 
\ddress Key 
NEERING,” 
16, Illinois 


TERRITO 
distributed 
Plumbing 
for sale to 
hardware 
Unique demon 
out of 10 on first call 
“DOMESTIC ENGI 
Prairie Ave., Chicago 


dis 


1801 


COMPLETE LINE 


of heating equipment available in many 
areas: residential boilers gas and oil, 
baseboard radiation, expansion tanks, 
residential furnaces, air conditioning 
equipment. For complete information, 
present area of activity and nature of 
operation, write address Key 576-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


REPRESENTATIVES WANTED 


California, Oregon, Washington, Ne- 
vada, lowa, Idaho and Nebraska open 
for representative handling water well 
supplies. Patented items. Give details 
—present principals, number of men 
traveled and territory covered. BREN- 
NER MANUFACTURING COMPA- 
NY, Box 117, Boyertown, Pennsylvania. 


LOCATION: ALL TERRITORIES OPEN 

Representative who would like to 
handle specialty line of copper test 
caps, wrought copper caps, copper 
straps, stud guards, ete. To be 
through plumbing jobbers only 
Key 601-D, “DOMESTIC 
NEERING,” 1801 Prairie Ave 
16, Illinois 


sold 
Ad 
ENGI 

Chicago 


dress 


NEW YORK—NEW JERSEY 


50-50 proposition for representative 
willing to handle your line on a split 
commission basis. Address Key 603-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 
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“Here’s a pipe you can 
really depend on!” 


Visit our Booth #28 
at the 1958 
National Plumbing- 
Heating-Cooling 
Exposition 


DomEstTIc ENGINEERING, JUNE 


“Because it’s a light weight bituminous 
fibre pipe that’s easily handled, and joints 
seal tight with only a few hammer taps, 
you can depend on BERMICO for faster, 
easier, more profitable installations. 
“And, because it’s impregnated with 
coal tar pitch, making it waterproof, and 
highly durable, you can depend on BEr- 
MICO for complete customer satisfaction.” 
That’s what many plumbing contractors 
say. BERMICO is corrosion-proof, root- 
proof, unaffected by temperature changes. 


1958 


Convenient 8-foot lengths from 2” to 6” in 
diameter, with a complete line of Y’s, T’s 
and bends made of the same material. 
Make more with BERMICO® Sewer Pipe 
for house-to-septic-tank or sewer connec- 
tions; storm drains, down-spout runoffs— 
BERMISEPTIC® Perforated Pipe for septic 
tank disposal beds—BERMIDRAIN® for 
foundation drainage. Write Dept. AB-6. 


Farry ‘ 
BROWN iQ COMPANY 
General Sales Offices: 
150 Causeway St., Boston 14, Mass. 
Mills: Berlin, N. H., and Corvallis, Ore. 


BERMICO 
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REPRESENTATIVES WANTED 


LINES WANTED 


LINES WANTED 








EXCLUSIVE PROTECTED TERRITO- 
ries open for fast venting steam air 
valves, quality line. Write listing lines 
and territory wanted. Address Key 617- 
D, “DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


FREE SERVICE 


Manufacturers’ agents register now. 
Manufacturers’ Agency Service main- 
tained for years by DOMESTIC EN- 
GINEERING Magazine is for your 
benefit and if you have not already 
registered, write today for necessary 
registration forms and complete details 
of assistance available to agents. As a 
clearinghouse of information for the 
manufacturers’ agents of plumbing, 
heating and air conditioning equipment, 
DOMESTIC ENGINEERING Maga- 
zine has proven invaluable to many 
leading representatives in the past, and 
if you have not as yet taken advantage, 
get the details today. There is no charge. 
Attach this advertisement and mail it 
together with your letterhead for full 
information to Manufacturers’ Agency 
Service, 1801 Prairie Avenue, Chicago 
16, Illinois. 
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LINES WANTED 


Experienced young plumbing and heat- 
ing supply man wishes to represent you 
among jobbers in New York and New 
Jersey. Address Key 602-D, “DOMES- 
TIC ENGINEERING,” 1801 
Ave., Chicago 16, Illinois. 


Prairie 


L. C. FOOTE 
221 Hurlburt Rd., 
Syracuse 3, N.Y. 
Wholesale Jobber Only 
New York State 


KANSAS CITY, ST. LOUIS TRADE 
with wholesalers Well established 
agent Consultation invited Address 
Key 614-D, “DOMESTIC ENGINEER- 
onal 1801 Prairie Ave. Chicago 16, 
illinois 


NORTHERN OHIO 
WESTERN PENNSYLVANIA 


Carrying limited number of lines, 10 
years plumbing sales experience, 3 years 
agent, selling leading jobbers. Resume’, 
references, etc. available. Address Key 
508-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 
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ESTABLISHED MANUFACTURERS’ 
representative covering metropolitan 
New York City has time to promote one 
more quality line. Have 3 men. Address 
616-D, “DOMESTIC ENGINEER- 
1801 Prairie Ave., Chicago 16, 
Illinois 


SEEKING ADDITIONAL LINES 


Chicago manufacturer’s agency with 
complete warehouse facilities seeking 
manufacturers who want large move- 
ment of their products. Concentrating 
on plumbing supply houses in five mid- 
western states. If you want the job 
done properly with young aggressive 
organization. Address Key 609-D, “DO- 
MESTIC ENGINEERING,” 1801 Prai- 
rie Ave., Chicago 16, Illinois. 


FLORIDA COVERAGE. WOULD LIKE 

to start intensive sales campaign for 
manufacturers who want their products 
aggressively presented to the plumbing 
jobbers in this area. Over twenty years 
selling experience in this industry at 
all levels. Address Key 599-D, “DOMES 
TIC ENGINEERING,” 1801 Prairie Ave., 
Chicago 16, Illinois 


NORTHERN NEW JERSEY 
TERRITORY 


Manufacturers’ Representative calling 
on plumbing and heating wholesalers 
and jobbers in this area only—seeks a 
quality line. Years of selling experience 
—no credit losses—constant coverage— 
assures you of a profitable relationship. 
Address Key 606-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 
cago 16, Illinois. 


MANUFACTURERS’ REPRESENTA- 

tive 12 years experience selling t« 
plumbing and heating wholesalers ir 
Ohio. Excellent following. Desires one 


additional line Address Key 610-D 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois 


KOPPERS-PENNY COMPANY 
4940 Greenfield Road 


Dearborn, Michigan 
Covering: Wholesalers in 


MICHIGAN & N. W. OHIO 








FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 200 AND 204 











NEW YORK AND NEW JERSEY 


We are a well known productive manu- 
facturers’ representative sales organiza- 
tion, traveling 4 men, servicing the 
plumbing and heating jobbers. We are 
looking for one quality line to fit in with 
the top companies we now represent. 
Warehouse facilities available. Address 
Key 537-D, “DOMESTIC ENGINEER.- 
ING,” 1801 Prairie Ave., Chicago 16, 


Illinois. 


MR. MANUFACTURER, ARE YO! 

looking for increased sales? We are 
in a position to offer you complete of- 
fice and warehouse facilities with rail 
road siding. We have been serving the 
plumbing and heating distributors lo 
cated in the eastern half of New York 
state for the past 25 vears Address 
Key 584-D, “DOMESTIC ENGINEER 
ING,” 1801 Prairie Ave., Chicago 1f 


Illinois. 


WESTERN PENNSYLVANIA 
WEST VIRGINIA 


Well established agents with 10 years 
experience selling the jobber, desire ad- 
ditional major line. We travel two men. 
Warehousing available. Address Key 
588-D, “DOMESTIC ENGINEERING,” 
1801 Prairie Ave., Chicago 16, Illinois. 


MANUFACTURERS’ AGENT WANTS A 

first class plumbing fixture chair car 
rier line for the state of Georgia—Best 
of references. Address Key 586-D, “DO- 
MESTIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois 


THE SCHUTZE SALES CO. 
1999 North Snelling Ave., 
St. Paul 13, Minn. 
Manufacturers Agency Selling 
Important Mid-Northwestern Jobbers 


BOSTON 


manufacturers’ representative with long 
successful experience selling to New 
England plumbing and heating supply 
jobbers, can give personal aggressive 
representation to additional quality line. 
Address Key 592-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 
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Here are more winners of Achievement Awards 
in the Big Push Remodeling Sales Contest 


(Continued from page 93) 
Plumbing and Remodeling Service, 
Flint, Mich. 


a Earl Waltz, Sr., Dixie Plumbing 
Co., Hollywood, Fla. 


a W. O. Zimmerman, Madison, Wis. 


sw Earl J. Agles, A & S Plumbing 
Co., San Bruno, Calif. 


aR. G. Engler, R. G. Engler & Son, 
Toledo, O. 


= Roy Linnemeyer, Liberty, IIl. 
s Maurice Teter, Dallas, Tex. 


aJ. F. Stahl, 
Co., Denver. 


Parkhill Plumbing 


aJ. T. Owens, Wheeling, W. Va. 
s Max Malcolm, San Francisco. 


a George Hoke, Hoke Bros. Plumb- 
ing & Heating, Dayton, O. 


a Robert Cutler, Ted Cutler Co., 


Des Moines, Ia. 

aJ. C. Flood, Washington, D.C. 
aC. J. Franks, Gaffney, S.C. 

# Frank Sette, Bellmore, L.I., N.Y 
a A. L. Bowen, Allentown, Pa. 

» Arthur Dippel, St. Louis. 


a Bernie Susk, Flint Plumbing & 
Heating Co., Flint, Mich. 


aA. H. Helgerson, Green Bay, Wis. 
sHans Sjurseth, Hans & Sons 
Plumbing & Heating, South Elgin, 
Ill. 

sa John Beck, West Allis, Wis. 

ws Donald Priest, Garden City, Mich. 
a John Dickert, Racine, Wis. 

s Thomas Doler, Chesterton, Ind. 

s Lawrence De Groot, Green Bay, 
Wis. 

s Ludwig Koepke, Chicago. 


a Donald Walker, C. T. Walker Co., 
Ann Arbor, Mich. 


a Philip Kimmey, Portage Park 


Plumbing Co., Chicago. 
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s Robert Tabor, Tabor Bros., De- 
troit. 


# Alan Straus, B. B. Stern Co., 
Burlingame, Calif. 


a Jesse Andres, Sikeston, Mo. 


a Myron Loewe, F. E. Loewe & Son, 
New Brunswick, N.J. 

a William Masoner, Jr., Inland 
Heating Co., Chicago. 


sCarl Bauer, Lake Plumbing & 
Heating Co., Appleton, Wis. 


eArthur Crooks, Battle Creek, 


Mich. 


aD. Willnow, Will Pan Plumbing 
Co., Jackson, Mich. 


a Joseph Sevick, Finleyville, Pa. 


a Michael Stephans, Oostman- 
Stephans Heating Co., Chicago. 


a Lester Koetz, Koetz & Barton, 


Inc., Zion, Ill. 


s William Walsh, Albion Plumbing 
& Heating Co., Albion, Mich. 


s Edward Wick, Twin City Plumb- 
ing & Heating Co., Minneapolis. 


s Alvin Berman, Alert Plumbing & 
Heating Co., Chicago. 


s Henry Silvis, Sheboygan, Wis. 


2 Walter Benedict, Benedict & Ben- 
edict, Inc., Pasadena, Calif. 


as Allen Power, La Grange, IIl. 


Poor Kids of Tomorrow 

Why, we 1958 Americans are 
practically pioneers, roughing 
through life with primitive tools in 
our frontier dwellings while we 
eke out a bare existence against 
untamed nature. 

At least, that’s the 
grandchildren 


years, 


way our 
may see us in 20 
according to Gwilym A. 
Price, chairman and president of 
Westinghouse Electric Corp. 

Price told a West Coast group 
recently that in 20 years America’s 
living standard will be 50 percent 
higher. Houses will be dusted by 


s Paul Bengel, Jackson, Mich 


Shore 
Chicago. 


e Russell Geaslen, North 
Plumbing & Heating Co.., 


a A. M. Thomson, Bethany Plumb- 
ing & Heating, Inc., Lincoln, Nebr 


eFred C 
Nebr. 


Bookstrom, 


Lincoln, 


2 William Spadatora, Bill’s Plumb- 
ing & Heating Co., Saugus, Mass 


a Clara Nelesen, Manitowoc, Wis 
eB. D. Burch, Duncan, Okla 


ew David Muskovitz, Muskovitz & 
Pershin & Sons, Detroit 


a Charles Casale, Schenevus, N.Y 
e Arthur Muir, Evanston, II 
es Jim Connor, Beaumont, Tex 


a J. R. Stitt, Jardine Plumbing Co., 
Chillicothe, O. : 


s Richard Corcoran, Hartford, Conn 


» Herbert Niedfeldt, Herb’s Plumb- 
ing & Electric, Madison, S.D. 


aGlenny Cutter, Craftsmen, Inc., 


Lexington, Mass. 


a Charles Hardow, Manitowoc, Wis. 


# Charles Dalton, Chicago 
# Robert Hamilton, South Bend, Ind. 


a Walter Dunn, Dunn Rite, Inc., 


Port Jervis, N.Y. 

s George Groote, Chicago 

aT. A. Farinella, Englewood, N.J. 
aR. J. Groner, Stroudsburg, Pa. 

s Donald Fischer, Elizabeth, Ill.zNp 


electrostatic cleaning wands, closet- 
automatic 
will energy to 
clean clothes in seconds, and push- 
button kitchens will do everything 
but digest the food. 


laundry combinations 


use ultra-sonic 


e American industry is 
billion research 
this year to fulfill this dream, 20 
percent more than in 1956. But it’s 
worth it, we feel, just to be able 
to tell some 1978 brat, “In my day, 
sonny, we had it rough, 
opening refrigerator doors, pouring 
soap chips... .” END 


spending 


seven dollars in 


really 








LINES WANTED 


LINES WANTED 





MISCELLANEOUS 





MANUFACTURERS’ AGENT 


Established over 20 years desires an 
additional line. Intensive coverage of 
Kansas—Missouri—Southern Illinois. 
Have wide acceptance plumbing and 
hardware jobbers. Address Key 611-D, 
“DOMESTIC ENGINEERING,” 1801 
Prairie Ave., Chicago 16, Illinois. 


CAN GIVE TOP REPRESENTATION IN 

metropolitan New York area. Heavy 
background in wholesaling and manu 
facturing sales in plumbing and heat 
ing. Will consider proposition to devote 
n full time to one line Address Key 
612-D DOMESTIC ENGINEERING 
1SO1 Prairie Ave Chicago 16, Illinois 


MR. MANUFACTURER 


For outstanding representation in 
northern New Jersey area contact the 
New Jersey Sales Representatives As- 
sociation (a five year old organization 
of 33 leading independent sales repre- 
sentative agencies distributing plumb- 
ing, heating and industrial supplies ex- 
clusively to wholesalers.) A complete 
list of member firms can be obtained by 
writing: Secretary—1334C Sperber Road 
—Fair Lawn, New Jersey. 


TENNESSEE-ARKANSAS COVERAGE 

wholesale plumbing and hardware 
jobbers. Let us have your line. Effe: 
tive, efficient, experienced HORACE 
WRIGHT AND COMPANY, 1759 Overton 
Park Ave., Memphis, Tennessee. Phone 
BRoadway 8-7346 


MANUFACTURERS' 
REPRESENTATIVE 


Young, aggressive, seeks two additional 
lines for plumbing and heating jobbers. 
Offering complete and vigorous sales 
coverage in the territory of Arizona, 
New Mexico, Nevada and West Texas. 
Address Key 608-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 


MICHIGAN TERRITORY AGENT DE 

sires plumbing, heating, industrial 
products Experienced representation, 
contacts: wholesalers, contractors, in- 
dustrial engineers. References. If you 
have a good product to sell, address 
ROBERT K,. SMITH, 19009 Rosemont, 
Detroit 19, Michigan 
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ENTIRE STATE OF OHIO 
M. M. MATHES & SON 


3494 Lee Road 
Shaker Heights 20, Ohio 


Serving the plumbing wholesaler 


SPECIFICATION 
LINE WANTED 


Can give intensive coverage and effort 
in Kansas City, Omaha area. Refer- 
ences. Address Key 551-D, “DOMES- 
TIC ENGINEERING,” 1801 Prairie 
Ave., Chicago 16, Illinois. 


EXPERIENCED REPRESENTATIVE 
Wants plumbing nes for south east 
Florida territory. I have 
of complete plumbing el ‘ 
well acquainted with jobbers in territo 
\ddress Key 61 DOMESTIC 
ENGINEERING,” 1801 ’rairie \ve 
Chicago 16, Tllinoi 


ATTENTION MANUFACTURERS 


For fine representation in the Philadel- 
phia, Baltimore-Washington areas, con- 
tact the Philadelphia Manufacturers 
Representatives Association. We are 
twenty leading sales agents selling 
plumbing, heating, and industrial sup- 
plies. A list of our members can be ob- 
tained by writing SECRETARY H. 
MICHELMAN, 1341 Glenbrook Rd., 


Meadowbrook, Pennsylvania. 


ESTABLISHED 
MANUFACTURERS’ 
REPRESENTATIVE 


covering Wisconsin, Illinois, Northern 
Indiana has time to promote one more 
quality line to the plumbing wholesaler. 
Address Key 534-D, “DOMESTIC EN- 
GINEERING,” 1801 Prairie Ave., Chi- 


cago 16, Illinois. 





MISCELLANEOUS 





BUSINESS CARDS. FINE RAISED 
printing Free cuts 1,000—$4.50 
postpaid. Samples. POLART BUSINESS 
CARDS, 20115 Goulburn Road, Detroit 
, Michigan 


Use These Pages to Get 
What You Want 


Are you looking for a competent em- 
ployee? 

Do you contemplate changing posi- 
tions ? 

Do you have a patent for sale? 

Do you wish to buy or sell a plumbing 
and heating business ? 

Are you a manufacturers’ representa- 
tive seeking additional lines? 

Are you a manufacturer seeking ad- 
ditional representation ? 

Your advertisements, under the proper 
classification in these pages, will put 
you in touch with the people you desire 
to reach. 

The cost for light-faced advertisements 
is only 15 cents a word and the mini- 
mum advertisement is only $3.00 per 
insertion. 

Bold-faced advertisements are $6.00 
per inch. Address your advertisements 
to Classified Advertising Department, 
DOMESTIC ENGINEERING, 1801 


Prairie Avenue, Chicago 16, Illinois. 





BOOKS 





PRACTICAL PLUMBING” GIVES YOIl 
tl short cuts to all of your plumbing 
tallations M: Ss your job easier 

you doa job in less time 

V drawing llustrations charts 

iphs simplif use of this book 
tabl have i izes and weights 
capacities < \ll material pre 

1 é to-understand mat 


miscellaneous serv 
installations, electricity in 
vork, and plumbing fixtures 
] 109 pages size 5%” x 
tifully bound. Price postpaid 
; ok Department DOMESTIC 
NGINEERING 1801 Prairie Ave! 
Chicago 16, Illinois 


3.50 Be 
Ie 


\ND MATERIAL 
for plumbing and hea 
for making estimates 
sidence or multiple 
losing »bs and 


eed to make the ri 
avoid the pitfalls 
ind material costs that frequent 
the difference between profit ; 
Diagrammatic drawings cli 
stallations discussed. Charts s 
time and materials required. Use 
determine overall costs and to 
detailed < 
size — = 3" Price postpaid $2.50 
Book Department DOMESTIC ENGI 
NEERING, 1801 ‘Prairie Avenue, Chica 
» 16, Illinois 


estimates 125 page 





FOR ADDITIONAL CLASSIFIED 
ADVERTISEMENTS 
SEE PAGES 200 AND 202 
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H-11080 gas appliance stop 


A deluxe quality ground key, 
straight way stop with solid 
brass lever handle and check. 
Especially designed for use 
with gas appliances of all 
kinds. Sizes from 
4"’ through 2” 


H-11079 gas stove stop “fi —Ss=«s-11097 main control valve 


Union coupling outlet and angle 
pattern make this stop a very pop- 
ular item for large apartment houses 
where tenant turnover is quite high 
Malleable iron lever handle may be 
reversed so that stop opens to either 


AGA Approved. A deluxe ground key, 
straight way stop with solid brass lever 
handle and check. Key is spring loaded to 
insure tight shut-off. A pilot take-off is 
tapped into both sides of the inlet to pre- 
vent extinguishing the pilot light while 


right or left. Available with check, 


in sizes 2 


shutting off the furnace or appliance. 
, he and 1”. Brass plug is furnished for one of the 
pilot tappings. Sizes %° and 1” 


H-11089 gas stove stop Mueller Co. also produces a full line of low, medium 
and high pressure ground key stops for general resi- 
dential, commercial and industrial piping. These stops 
let pattern with solid brass lever are often used with LPG systems or individual tanks 


handle make this stop ideal for use and for handling steam. Available in a full range of 
with gas stoves. Inlet is 4’ inside sizes and types. 

lron Pipe thread and outlet is 4’ 
$.A.E. Thread for copper tubing. 


A ground key, straight way stop for 
low pressure household use. Side in- 





MUELLER Co. 
DECATUR. ILL. 


Factories at: Decatur, Chattanooga, Los Angeles 


See your plumbing wholesaler or write direct 
for full information on the full line of Mueller brass 


gas stops and other quality plumbing products. ne Riad Chiatinn igen aanlis Deiat 
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LIQUIFYING 
ACTION 


v 


f 


MN 
hone 
- 


af 


NO MORE NOISY GRINDING! WASTE 
KING’S exclusive design and precision engineer- 
ing makes garbage vanish up to 5 times faster. 
Naturally, exclusive WASTE KING Liquifying 
Action is featured in every model WASTE KING 
disposer. For the latest word on the one full line 
with a price for every pocket, and real appeal 


for every woman, call your wholesaler now! 


GET IN THE FIRST “‘LICK’’ AGAINST DISHWASHER COMPETITION! 
Sell the WASTE KING Super Dishwasher- Dryer... it’s out in 
front coast-to-coast because of 7 major dishwasher improve- 


ments. Don’t lose a minute...or a sale...see it now! 


ve ‘ WASTE KING CORPORATION 
ETS Ca hing 3300 East 50th Street, 
a val Los Angeles 58, California 


See all of Waste King’s “out in front’’ appliances at the 1958 National Plumbing, 
Heating & Cooling Exposition; Pan-Pacific Auditorium; Los Angeles, California 
June 30 to July 3—BOOTH 113 
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Sure way to reduce your biggest 
operating cost—hours on the job! 


Patented Ring-Tite"® Coupling 

is quickly and easily assembled 
provides a lasting seal 

against root penetration. 





JOHNS-MANVILLE 
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...Transite’s long lengths and quickly assembled Ring-Tite 
Coupling speed and simplify house sewer-line replacement! 


Whether it’s areplacement job or a new 
installation— your crews’ time on the job 
is important. This basic cost considera- 
tion has led more and more plumbing 
contractors to work with Johns-Manville 
Transite® Building Sewer Pipe. 

Transite’s long 10-foot lengths keep 
down the number of sections your crews 
have to handle . . . and the number of 
joints they have to make. What’s more, 
Transite can be quickly laid to line and 
grade. And when shorter lengths are 
needed, Transite is easily cut and ma- 
chined right on the job. 

Transite’s exclusive Ring-Tite Cou 


pling saves costly time on joints, too. It 
is quickly, easily slipped onto pipe ends 

requires manipulation of its 
factory-positioned rings holds firmly 
and snugly with a permanent seal against 
root penetration 


We'll be pleased to send you our 
8-page illustrated brochure TR-82A, 
‘*Transite Building Sewer Pipe.”’ It gives 
complete information on the full line of 
Transite fittings and adaptors, and how 
they give you complete flexibility of 
layout. Write: Johns-Manville, Box 14, 
New York 16, N. Y. In Canada: Port 


Credit, Ontario. 
LIM 
JM 





DESIGNED 


BuiLD BUSINESS 


for You! 


2 LINES TO MEET ALL YOUR 
DOMESTIC AND COMMERCIAL HOT 
WATER HEATING REQUIREMENTS 








LECTRO - SPEED 
Booster Electric 
Water Heaters for 
Restaurants, Hotels, 
Churches, Schools, 
Motels, Hospitals, 
etc. Dial Control 





The ABCO com- 





mercial Electric 





Water Heater. 5 
to 1000 gallon 
capacities. 


If you are a typical plumbing heating contractor, 
you recognize the importance of meeting the hot 
water heating requirements of all your domestic 
and commercial customers from one complete and 
dependable source. When you concentrate on the 
ABCO & LECTRO-SPEED Lines you have at your 
disposal a full range of water heaters, boilers 
and accessories that are engineered and sturdily 
built for greatest efficiency and satisfactory per- 
formance. 


Every product in the ABCO & LECTRO-SPEED 
Lines is designed to build business for you! Each 
one carries the Underwriters’ Laboratories and 
ASME-NB label. Each is covered by the manufac- 
turer's warranty. 


For further details on the complete ABCO & LEC- 
TRO-SPEED Lines write direct today or consult your 
nearest wholesaler. 





UTILITY TABLE TOP 





6505 SEAVIEW AVENUE 











WOT WATER BASEBOARD HEATING 


THE ECONOMY 


es ee APPLIANCE BUILDING CO., INC, st i 


SEATTLE *) WASHINGTON 
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METAL-TO-METAL 


THREADED 
CONNECTIONS 


assure more 
permanence 
when joining 
plastic to metal 


Eliminate the possibility 
of torque causing metal 
housing to cut plastic at 
connection. Only metal- 
to-metal thread connec- 
tions can do this. Only 
ings n 

metal fittings have bee 
proved successful 


through years of use. 





CAPADAPTERS make 


life-time installations 
The reliability of metal 
has been proved by cen- 
turies of use. Metal retains 
the same dimensions and 
chemical composition. 
Metal fittings eliminate the 
danger of fractured walls 
at connections ...and cost 
no more than some plastic 
fittings. 


Easier installations 
All CAPADAPTERS are extra 
heavy with wide wrench- 
ing surfaces. Easy to in- 
stall with a pipe wrench 
or pliers. No chance of 
cracking or crushing while 
tightening. 


MFG, & SUPPLY CO. 


COLUMBUS, OHIO 





The ten-year growth of 
St fired peers 


f 
| 


1947 
57.410 


In ten years: 


ALMOST TWICE AS MANY OPPORTUNITIES 
TO SELL THE No. 47-2! 


Can anyone deny today that automatic boiler water level control is 
nothing short of a necessity for every automatically fired boiler? 

Right along with this goes the fact that the hand fired boiler is 
becoming almost a thing of the past. Of the cast iron boilers going 
into service, 95.1% were automatically fired in 1957—almost twice 
as many as ten short years ago (I.B.R. figures). 

That’s growth! It means just about twice as many applications 
today for McDonnell No. 47-2 Feeder Cut-off Combinations and 
other McDonnell Boiler Water Level Controls. 

Are you getting your full share of these increased opportunities to 
“make the boiler Water Level as Automatic as the Firing’? Never 
forget that when automatic firing comes in, shovelling goes out. . . 
trips to the boiler room become few and far between . . . the water 
glass is out of sight and out of mind . . . and right there is where the 
low water hazard comes into the picture. 

There is only one way to give the owner of an automatically fired 
boiler safe minimum water level control: with a combined boiler 
water feeder and low water cut-off . . . the feeder for mechanical 
protection and the low water cut-off for electrical protection. 

For the largest class of low pressure steam boiler this means the 
McDonnell No. 47-2 . . . and there are other McDonnell controls for 
boilers of all capacities and steam pressures up to 250 lbs. 


Ask for latest condensed catalog 
MDonnell & “ee Inc., 3500 N. Spaulding Ave., Chicago 18, Ill. 


Doing One OY) Shang Mel 


a ‘DONNELL 


bee Water Level Controbe- 


BOILER WATER FEEDERS “© LOW WATER FUEL CUT-OFFS * PUMP 
CONTROLLERS ° RELIEF VALVES * FLOW SWITCHES ® RELATED LIQUID 
LEVEL CONTROLS FOR TANKS, STILLS, AIR CONDITIONING SYSTEMS 





No. 47-2 Feeder Cut-off Combination for auto- 
matically fired steam boilers up to 5000 sq. ft. 
Maximum steam pressure, 25 Ibs. Maximum 
water supply pressure, 150 Ibs. 


No. 51-2 Feeder Cut- 

off Combination for 

automatically fired 

steam boilers above 

5000 sq. ft. capacity. 

Maximum steam pressure, 

35 Ibs. Maximum water No. 51-2 
supply pressure, 150 Ibs. 


Other types of McDonnell Controls for larger 
boilers are covered in condensed catalog. 


Write for this booklet on basics. Simple, 
complete refresher course on controls for 
low pressure steam boilers. Also ask 
for companion booklet on hot water 
space heating boilers. 








